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Fairy Tales for Adults: 
Now onstage at McCarter Theater: 
‘The Secret in the Wings.’ 
See Day by Day listings, page 24. 
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F rom the very beginning of 
this paper, our editors have ad- 
hered to the principle that work can 
sometimes be fun and that — with 
care — you can mix business and 
pleasure. To convey that idea in 
photographs _ illus- 
trating otherwise 
staid business sto- 
ries was sometimes 
a challenge, but in- 
variably our sub- 
jects also got into 
the spirit, and we all left smiling. 

So for our 20th anniversary, we 
based our wall calendar on our 
theme, “U.S. 1, 20 Years Young,” 
and we searched our archives to 
find photographs that matched that 
spirit. The black and white photos 
were taken by Craig Terry, and 
they were tinted by Terry’s daugh- 
ter, Dara Born. Each day on the cal- 
endar lists up to five events — for 
business and/or pleasure — select- 
ed from our database. 

The cover shows the Princeton 
Plasma Physics Laboratory’s 1988 
winning volleyball team. For our 
health and fitness issue, entitled 
“All Rise for Exercise,” they 
jumped into the fray, leaping high 
into the air at Terry’s command. It 
was no small feat for a dozen peo- 


ple to be airborne at the same time, 


as was proven by the photo of the 
losing team — in spite of numer- 
ous tries, they were unable to jump 
in unison. 

Of the 12 employees on the PP- 
PL team, three still work there: 
Timothy Bennett, John Timber- 
lake, and Rosemarie Fuchs. (If you 
want to see the photo again, turn to 
page 62 of this issue.) 

January features four photos of 
Nadine Fischer taken from a 1986 
cover story. One is her standard 
press photo, but for our photo 
shoot, Fischer enlisted the services 
ofa mime to illustrate her business, 
Nadia Communications LLC. 


Between 


The 
Lines 


Allen Laird, the mime, is now a 
chiropractor in Washington Cross- 
ing, Pennsylvania, and Fischer’s 
business continues at 993 Lenox 
Drive. Fischer has co-authored a 
book with Brian Baldinger, the for- 
mer Eagles and Cowboys player 
who is now a Fox foot- 
ball analyst. To train 
for his broadcasting 
role, Baldinger studied 
with Fischer and then 
taught her program. 
The $22 book, “The 
Map to Clear Messages: Conversa- 
tions with a Wizard and a Warrior,” 
will be published by the American 
Literary Press in April. 

Though we are still trying to 
track down some of our calendar’s 
photo subjects, we plan to reveal 
the story behind the story each 
month. Some of the people pic- 
tured are Joan Zielinski, former 
state lottery commissioner; Jane 
Venezia, founder of Montgomery 
Dance Arts; Bill Barish and Paul 
Goldman of Commercial Property 
Network; Caron Wendell of Lucy’s 
Ravioli Kitchen; Jennifer Hart- 
shorne of the Catering Company; 
and Joanne Young, who played 
Rudolph for what was then United 
Jersey Bank. 

Please call if you have informa- 
tion about any of our subjects. For 
instance, have you kept up with 
anyone on that volleyball team? 

Every office that gets the paper 
should have received a free calen- 
dar on December 22, but there 
were some slipups. For example: 
Martin M. Chooljian of C H Capi- 
tal Investments at 1 Palmer Square 
was disappointed not to receive his 
and we will remedy that. Other- 
wise, the single copy price is 
$6.95. But if you found your photo 
in our calendar in your doctor’s of- 
fice or hair salon — as did Sheila 
Hess Scheibner — we will be hap- 
py to give you a free calendar. Just 
come to our office. 
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e Off-Site Notification 
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for free site surveys 
and estimates! 


If Your Child Has 


ADHD 


Then You 
Should Know... 


Princeton Medical Institute is offering an investigational medication research study for ADHD. 
Parents of children between the ages of 6 and 1|2 can call about their child’s potential participation 
in this research study by board-certified physicians. Children who qualify will receive free-of- 
charge a comprehensive study-related evaluation for ADHD, study-related medication and office 
visits. Participants can receive open label study medication at no cost for up to | year after the 
conclusion of the study. Compensation will be paid for time and travel. 


For More Information Call 


609-921-6050 
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For Two Decades, Riding the Small Business Wave 


t has been somewhat like 
buying into Microsoft when young 
Mr. Gates had just dropped out of 
Harvard. For Nunzio Cernero, 
trainer extraordinaire of entrepre- 
neurs and business owners, his has 
been the right career, at the right 
time. As much as anyone, Cernero, 
assistant dean of the Center for 
Training and Development at Mer- 
cer County Community College, 

has been a real player in bringing 
about the small business explosion 
that marked the last 20 years. 

Thirty years ago, Cernero fore- 
saw all the signs. While the 1970s 
pundits at “Fortune” magazine 
were penning such articles as “Eu- 
rope’s Love of Big Corporations: 
Will We Follow?” Cernero saw a 
different trend — that major indus- 
trial nations like Japan and Ger- 
many, and the up-and-comers like 
India, Thailand, and Brazil all fed 
their large trading and manufactur- 
ing efforts via a massive network 
of small sub-contractors. This af- 
forded them an incredible produc- 
tion flexibility, not to mention 
price competition. 

Meanwhile, American business 
still clung to the old vertical mo- 
nopoly formula of the 19th century 
robber barons. If you want to build 
a railroad, purchase the steel mill, 
and also buy up forest land for your 
own lumber mill to produce the 
ties. This resulted in a sluggish 
speed in adapting production. 
Surely this was not the stance that 
was going to lead us triumphantly 
into a global marketplace. But the 
American individualistic and capi- 
talistic spirits were about to kick in. 

Cernero says that his prophecies 
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of a small business explosion were 
engendered by lifetime of experi- 
ence. Growing up in Belleville, 
Cernero participated in his uncle 
Felix’s family construction firm. In 
high school, in the late 1950s, he 
quite naturally fell into Junior 
Achievement. “We went to 
Newark,” he remembers, “started 
our own company, sold stock to our 
families, and then in May sold the 
company and settled up our profits. 
It was here I first learned the effec- 
tiveness of this process on any 
scale.” 

Cernero graduated from the 
New Jersey Institute of Technolo- 
gy with a major in mechanical en- 
gineering and a minor in manage- 
ment. “It was 1963,” he says. 
“There was no entrepreneurial ap- 
proach then. I did what we all did 
— take a job offer from some big 
company. In my case it was New 
Jersey Bell.” Within five years 
Cernero was training managers 
and supervising 1,500 employees. 
His career seemed well on the rise; 
and then he left. 

The entrepreneurial excitement 


and the energy of small business 
seemed to draw him in. In 1969 he 
set up an accounting business 
specifically aimed at helping the 


new and small company. “Back 
then accountants were mostly 
bookkeepers,” he says. “There was 


no financial planning. We didn’t 
provide vision so much as merely 
keep clients organized.” 

This lack of vision preyed on 
Cernero’s mind. Small business at 
that time had a distinctively blue 
collar aura about it. Few of his 
clients had college degrees or train- 
ing beyond their trade: They were 
by and large doers — dry cleaners, 
contractors, retailers — for whom 
the product was primary and the 
“business end” an afterthought. In 
short, they were hardworking and 
unbusinesslike. 

“The real problem was that even 
three decades ago, there was al- 
most no real small business train- 
ing available,” says Cernero. Fi- 
nally he noticed that the federal 
government’s Small Business Ad- 
ministration had arranged for its 
Institute students to act as mentors 
for local companies. Intrigued, 
Cernero got involved and soon be- 
gan teaching his “How to Start 
Your Own Business” workshop — 
a course he has taught continually 
for over 33 years. 

Cernero came on staff at Mercer 
County Community College in the 
mid-1970s, teaming up with Frank 
Tyger (who would later work for 
the Trenton Times), who was also 
offering business courses aimed at 
those in startups and in smaller 


Continued on page 6 


For Joh Hunter's, 
A Paradigm Shift 


ee global communica- 
tion, dynamic technologies, 
changing forces and market 
trends: the revolutionary changes 
over the last 20 years in the world 
and in the way it does business 
have also changed the process of 
looking for a job. 

The single biggest change, of 
course, is the Internet, and the ac- 
cess it provides to information 
about individual companies and 
the marketplace — quite literally 
at the click of a button. Today 
most people don’t go to the copy 
shop to mass-produce their re- 
sumes, lick envelopes, and send 
out mass mailings in the hopes of 
landing an interview. Their first 
step is to turn on the computer. 

While it’s important not to 
minimize the importance of the In- 
ternet as a job hunting tool, Tony 
Lee, editor in chief and general 
manager of the Wall Street Journal 
Online Network, says it’s still up to 
the job-hunter to demonstrate his 
skills and value to a potential em- 
ployer and for that, the resume and 
interview are still the basic barom- 
eters. “The Internet is key in deliv- 
ering the information, but the in- 
formation hasn’t changed that 
much,” says Lee. “The qualities 
employers are looking for and the 
tactics that you use to find a new 
job are similar to what they were 
20 years ago.” 

In talking to both job hunters 
and human resource professionals, 
Lee has discovered another essen- 


tial truth that has remained un- 


PERSONAL INJURY 


WHEN YOU’VE BEEN HURT IN ANY WAY, 
THE LAW FIRM OF SIEGEL & SIEGEL, P.C. KNOWS YOUR RIGHTS 


and professional malpractice cases. 


Personal Injury cases are usually handled on a contingent 
fee basis. Our clients pay no legal fees until their case 


is concluded. 


REPRESENTING 
PERSONAL INJURY 
VICTIMS REQUIRES 
DETERMINATION 


Our team of 8 
Attorneys is commit- 
ted to serve you! 

We offer expertise 

in motor vehicle 
accidents, uninsured 
motorist claims, fall down, construction, product liability 


On the Job Beat: 
Tony Lee is editor of 
the Wall Street Jour- 
nal’s Online Network 
for jobseekers. 


changed over the last 20 years, and 
that is the power of networking. 

“Networking accounts for 79 to 
80 percent of jobs being found,” he 
declares. “The better you are at net- 
working, the better you’ll be at 
finding jobs. The point is to be 
aware of that, look for the opportu- 
nity, and jump on it right away 
when it presents itself.” 


Continued on page 16 


READ WHAT OuR CLIENT’S SAY ABOUT US: 


"| have been very satisfied with the services I have received from 
Siegel & Siegel over the last 15 years. I feel very comfortable 
calling whenever I have questions. Whatever the situation, you are 


always there for me and my family". —Carrie Nottingham, Trenton. 


"After dozens of interviews with trial attorneys, it became 

clear that Siegel & Siegel was the best firm for the job. They 
displayed a sincere commitment to right a wrong and vowed not 
to let up until we got the settlement we deserved." 


—Leslie and Michael Weinreich, West Windsor. 


"| was involved in an auto accident. Gerald Siegel was always 


on target with everything he told me. He was never less than 


of trust." 


truthful and he ALWAYS had my best interest in mind. 1 was 
very satisfied with my settlement. In this case...it WAS a matter 


— Mike Vignapiano, Spotswood, New Jersey. 


OTHER LEGAL SERVICES: ® Immigration ® Workers Compensation ® Employment Law 
™ Municipal Court & Criminal Defense ® DWI @™ Plea Bargains ™ Possession of Marijuana/Drugs ™ Domestic Violence 
@ Wills, Trusts, Estate Planning & Elder Law @ Incorporation, LLC, Partnerships 


609-799-6066 


LAW OFFICES 


SIEGEL & SIEGEL, PC. 


http://www.nj-negligencelawyer.com 
666 PLAINSBORO ROAD BLDG.100 SUITE F * PLAINSBORO * NJ] 08536 
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JUD AND MATT HENDERSON I RINCETON 


Sunnyside Lane, Montgomery Twp...Spectacular home 
overlooking meadows & pond just off Bedens Brook Rd. offers 
the ultimate in fabulous living! 5 BRs, 1st floor guest suite, 
2-story great room w/wet bar & FP, DR w/butler’s pantry, 
walk-up attic, full bsmt. & more! Call Michael Bilginer for details. 
$2,125,000. 


End-Unit TH — Hopewell Twp... Immaculate, 1 year old, 3 
BRs, 2 % baths, hdwd. floors, upgraded carpeting, 2-car 
garage in Hopewell Grant. Very bright unit, conveniently lo- 
cated near |-95. Great starter home $369,500. 


Fabulous Cape, Montgomery Twp... Lg. custom-built Cape 
features: Kit. w/2 dish- washers, 2 ovens, Viking cooktop, 
pantry. Family room w/fireplace. 1st floor master bedroom suite, 
game room. Formal living room, dining room, 4-5 bedrooms, 472 
baths. Walk-out Bsmt. $1,595,000. 


Charming Colonial — Hopewell Twp...Beautiful custom- 
built, updated colonial overlooks pond & woods. 4 BRs, 
2 full, 2 half baths, hardwood floors, finished 3rd floor. 
2 acres, near I-95 & Merrill Lynch campus. Call Matt 
Henderson. $625,000 


40-Acre Farm - Hopewell Twp...Farmhouse restored in 
1997. Property offers many possibilities: agricultural use, 
horse farm, or secluded estate. Several barns, workshops, 
tack room, electric-fenced pasture. Minutes from Princeton & 
commuting arteries. $1,175,000. 
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Fax 609-924-7743 


@ 


REALTOR® Pov Drantes 


info@princetonrealestategroup.com 
www.princetonrealestategroup.com 


34 CHAMBERS STREET 


r 


+ lie 


tf 


%, $2 “ hy 
WG .’ 4 
é 
4 


— 
a 

Z 

ee 

g x 
5 


* 


Y 
, 


bees eZ 


Blue Spruce Drive, Elm Ridge Park...All-brick con- 
temporary/soaring ceilings, large windows, dramatic design/ 
cook’s kitchen with fireplace, wonderful living room/dining 
area with fireplace. Guest suite by itself, glamorous master 
suite with sitting room & full bath. 3/4 other bedrooms & loft 
library. $895,000. 


Moore’s Mill, Hopewell Twp...101 acre farm estate 
enveloped by 600 conservation acres! Gracious colonial plus 
10-stall barn, outbuildings, paddocks, riding ring, 3-acre pond, 
pool & private dwelling for guests or staff. $3,250,000. 


Olden Lane, Princeton Borough... Just a short walk to 


town, this Princeton colonial has charm, character & aged to 
perfection! 5 BRs, 3’ baths, heavenly LR w/Adams mantle, 
DR wi/chair rail, paneled kitchen w/beamed ceiling, library w/ 
wet bar, guest rm. w/bath on 1st floor, AC, pool, garage. Not 
a cookie-cutter! $1,395,000. 


Estates at Riversedge - Montgomery Twp...Glamorous 
& immaculate expanded Madison model w/ numerous 
upgrades & custom features. 4 bedrooms, 3 full & 2 half 
baths, 2 staircases, bells & whistles plus gorgeous 
landscaping. Must see! $1,195,000. 


i 


Drakes Corner Road, Princeton Township...Spectacular 
7,000 sq. ft. custom brick colonial on 5 wooded acres. This 
very special offering includes 5 bedrooms, 4% baths, library, 
billiards room, upstairs study & huge MBR suite overlooking 
the ridge! 14 rooms which must be seen! $2,795,000. 
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companies. By 1979 Cernero be- 
came a full-time professor. In a 
two-pronged effort, © Cernero 
helped establish Mercer’s Center 
for Training and Development, 
along with the Small Business De- 
velopment Center. 

Courses began to proliferate 
through the late 1970s, but the en- 
trepreneur still 
lacked one cen- 
tral location 
where he could 


BSS es ONS a eas ae 
Small businesses 


1980s Cernero’s students remained 
mostly blue collar — and few 
would ever consider approaching a 
major corporation for business. 

A tacit tradition kept each size 
business dealing with its own size. 
A major corporation might sell to 
the little guy, but he would never 
dream of becoming his customer, A 
certain prestige still attached to the 
importance of clients and suppli- 
ers. Yet the age of international 
competition was roaring down the 
pike. American 
business = was 
getting turned 
upside down and 


find informa- continue to mush- anew cream was 
tion and train- room, engendered by tis _ were mak- 
ing. So Mr. enthusiastic ing inroads into 
Cernero went to : foreign markets. 
Washington. founders, typically “Many _ fac- 

Appointed to with very little formal tors came to- 
the —_ National busin traini gether at once,” 
Advisory ess training. says Cernero, 
Council for the I “and the small 


Small Business 

Administration 

under the Carter administration, 
Cernero began agitating for colle- 
giate centers to act as small busi- 
ness training hubs, with satellite 
centers spreading out within each 
state. Dazzled by this program’s 
funding potential, the four-year 
colleges jumped on the bandwag- 
on, and sought to restrict all centers 
to four-year campuses. But 
Cernero, also a member of the Na- 
tional Association of Community 
Colleges, mustered that organiza- 
tion’s considerable lobbying pow- 
er and convinced the SBA to in- 
clude associate degree schools in 
the training centers. 

Although a small business train- 
ing structure was coming into 
place, it still preceded the demand. 
Granted, some white collar entre- 
preneurs were coming into 
Cernero’s “How to Start Your Own 
Business” courses, but in the early- 


including color. 


firms were there 
to fill the niches.” The prime lever 
in this sudden small business shift 
was employment. “Big business is 
forever learning how to produce 
more, faster, with fewer people,” 
says Cernero. When the competi- 
tive heat was turned up, their first 
thought was to shrink their staffs. 

Further, a wave of disenchant- 
ment had already begun to sweep 
over the corporate scene. Members 
of the post-Boomer, 1980s genera- 
tion had watched their fathers bit- 
terly learn the myth of large com- 
pany job security, and they wanted 
no part of the one-life/one-compa- 
ny career. 

Interestingly, unlike previous 
downsizing periods, it was the 
white collar employers who fre- 
quently ended up taking the biggest 
hits as the end of the last century 
drew to a close. Senior manage- 
ment, for the most part, held on to 
their positions, but there was some 


heavy thinning in ranks below. The 
target became middle manage- 
ment. These six-figure corporate 
men and women were suddenly 
deemed to be redundant. 


S. by choice or chance, white 
collar workers began flooding into 
the unemployment offices and 
fidgeting embarrassedly in line 
with the rest of the newly out of 
work. Self-assured and aware of 
their own skills — and often with a 
substantial severance check in 
their bank accounts — these down- 
sized workers in large numbers be- 
gan to launch small companies de- 
signed to provide their specialized 
expertise to any corporation in 
need of their services. 

Additionally, women were com- 
ing into the workplace in record 
numbers. They came into the hiring 
arena with strong skills, but often 
with holes in their resumes reflect- 
ing time off to raise children or to 


HP’s most powerful mfps now offer a myriad of possibilities, 


Pruduction-class power, world-class service, and high-class color. HP mfps. 
With the new HP color 9850mfp, HP now offers you a compiete family of multifunction products 


for virtually any production environment. This new multifunction product adds powerfully reliable color 
to our existing line of HP mfps. And it’s designed with the same productive, cost-saving features. 
Contact Xerographic Document Solutions, Inc. today and start enjoying the many benefits 

of in-house production — including color. 


© 2004 HewlettPackord 


609-581-5577 ext. 103 


Development Company, LP. The inlormation contained herein is subject to change without notice. The only warranties for HP products ond services ave set forth 
services. Nothing herein should be construed os constituting an additional warranty. HP shal! not be liable for technical or editorial errors or omissions contained herein 


care for elderly parents. They 
found that their best shot for suc- 
cess could be found in an entrepre- 
neurial venture of their own or ina 
small start-up. 

The Department of Labor esti- 
mates that most new businesses are 
now started by women. At their 
sides are newly immigrated mi- 
norities. Since 1990 America has 
experienced the greatest per capita 


‘immigration rate in its history. 


Many of these people were used to 
the small-to-large business selling 
network in their homelands and 
have a knack for finding just the 
right market niche. 

And as all these groups of peo- 
ple came seeking work on their 
own terms, technology was turning 
in their favor. The advent of the In- 
ternet allowed the cellar-based, 
one-person company to provide 
service to a host of clients all over 
the world. The development of pro- 
fessional websites gave any size 
company an impressive entry and 


HP Laserjet 
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Print and copy speeds up te 
55 pem 


Advanced finishing options 


input paper capacity up to 
6,800 sheets 


300,000 page monthly 
volume 


HP 9085mfp 


Production class performance 

Print and copy speeds up to 85 ppm 
Advanced finishing options 

Input paper capacity up to 6,150 
sheets 


750,000 poge monthly 
| volume 


Dean of Start-Ups: 
Nunzio Cernero will 
retire at the end of 
the spring semester 
from Mercer College. 


an equal chance as long as it ful- 
filled its promises. An insurance 
company might never know that 
the company developing its soft- 
ware was a talented 17-year-old 
with a nose ring. 

The high tech boom has provid- 
ed work for any number of soft- 
ware experts, teen-agers and re- 
tirees alike. “Every shop and small 
business I go into now has its own 
specifically designed software run- 
ning the place,” says Cernero. 
“Even a small dance studio I visit 
keeps track of all 600 of its clients, 


Continued on page 14 
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HP LaserJet 
9065mip 


Print and copy speeds up fo 
65 ppm 


Advanced finishing options 


input paper capacity up to 
6,600 sheets 


300,000 poge monthly 
volume 


HP Laserjet 
9850mtp 


Print ond copy speeds up to 50 ppm 
Advanced finishing options 


Input paper Capacity up to 4250 
sheets 


“150,000 page monthly volume 
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Meet the Pros Who Can Help 


Amper, Politziner 
& Mattia 


This CPA firm sees 
beyond the numbers 


mper, Politziner & Mattia is 
A: regional firm of Certified 

Public Accountants and 
Consultants with offices in 
Princeton and throughout the 
New York/New Jersey area. Our 
firm has 45 Officers and a total 
staff of nearly 300. We have 
been representing organizations 
in both the public and private 
sectors since 1965 and have 
grown to become the 32nd 
largest CPA firm in the country. 

AP&M was founded on the 
premise that the businessperson 
is looking for service from his or 
her accounting firm that goes be- 
yond simply processing and pre- 
senting numbers. Gerard Abbat- 
tista, officer in charge of the 
Princeton office, says, “We rec- 
ognize that AP&M’s growth has 
been due, to a large extent, to 
the success and growth of the 
clients we serve. One of the 
ways we work to ensure the 
growth and success of our 
clients is through our business 
consulting approach to client ser- 
vice. 

While our clients desire timely 
and cost-effective accounting, 
tax, and consulting services, it is 
equally important that they retain 
committed professionals who 
take a personal interest in the 
success of their total organiza- 


tion and are capable of Seeing 
Beyond the Numbers.” 

Abbattista continues: “At 
AP&M, we maintain a regional 
firm atmosphere without the lev- 
els of bureaucracy that widen the 
gap between client and advisor. 
We are large enough to have the 
resources and personnel to re- 
solve the most complicated tax 
or sophisticated auditing/ac- 
counting issue, but small enough 
to offer the personal attention, 
responsive service, and senior 
management involvement our 
clients deserve.” 

As recognized leaders in the 
business community, we have 
expertise in numerous special- 
ties that transcend the traditional 
tax and accounting. Today, our 
professionals provide business 
consulting advice in a number of 
specialty industries, including 
technology, insurance, manufac- 
turing and distribution, health- 
care, and tax-exempt organiza- 
tions. AP&M also has profes- 
sionals with expertise in Sar- 
banes-Oxley, corporate finance, 
wealth management, pension 
plan audits, litigation support and 
mergers and acquisitions. 

While maintaining the person- 
nel and resources necessary to 
address even the most complex 
accounting and tax matters, 
AP&M’s regional-firm atmos- 


phere means clients receive re-_. 


sponsive, hands-on service from 
dedicated professionals. With 
cutting-edge technology, contin- 
uing education for associates, 
and a shared commitment to un- 


derstanding each company’s 
unique situation, AP&M provides 
customized services, all with the 
goal of facilitating sustainable 
growth. 

Our reputation for “Seeing Be- 
yond the Numbers” has been 
well earned over the past 40 
years, not as a goal achieved, 
but as an ever-evolving vision. 


Amper, Politziner & Mattia, 
www.amper.com, Gerard Abbat- 
tista, Officer-in-Charge at 609- 
897-0200. E-mail: abbattista- 
@amper.com. 731 Alexander 
Road, Princeton 08540. 


HQ Global 


Offering premium 
workspaces with 24/7 
IT assistance 


lients who need a lot of of- 
fice space or just a little, a 
Virtual office or just a con- 


ference room rental, get high- 
end amenities and personalized 


. service at HQ Global in. New- 


town, PA, and Princeton, NJ. 
“All of our clients have access 
to the full range of HQ services, 
including our top-notch staff,” 
says Marybeth Boyle, center 
manager. “That's one of the rea- 
sons our Clients stay with us.” 
One of the many reasons, in- 
deed. Whether the company is 
multinational and looking to outfit 
a few employees, a start-up who 


‘needs a hand with the day-to- 


day business tasks, or a one- 


Continued on following page 


Can Irritable Bowel 


be tamed by a 
change in diet? 


“Susan” could not eat out or 
leave home after a meal because of 
diarrhea, bloating, gas and pain. 
Her Irritable Bowel Syndrome (IBS) 
had become more than irritating. 
Then she found Dr. Angela Merlo’s 
Digestive Health & Nutrition Center. 
Dr. Merlo listened to Susan’s 
story, then ran some painless in- 
office tests. After some dietary 
changes, Susan had her IBS under 
control. And Dr. Merlo had helped 
her in ways that did not involve 
expensive or uncomfortable tests or 
medications. Call her today for the 
exceptional care you deserve. 


Angela Merlo, MD 

Board-Certified Gastroenterologist 
Over 14 Years in Practice 

Treating Adults and Children 


Dr,Angela Merlo’s Digestive Health 
: - &.Natrition Center 


Innovative solutions. Personal attention. 


Compassionate care. 


134 Franklin Corner Road, Suite 104 © Lawrenceville, NJ 


609-896-0800 


At Amper, Politziner & Mattia, our experienced teams of accountants and 


consultants are dedicated to your success. As recognized leaders, we have 


expertise in numerous specialties that transcend the traditional. Today, we 


are called on to provide business consulting advice in a number of specialty 


industries, including technology companies, manufacturers and distributors, 


public companies, family businesses and tax-exempt organizations. AP&M 


also has professionals with expertise in corporate finance, financial planning, 


pension plan audits, 


compliance. 


litigation support, 


insolvency and healthcare 


Our reputation for Seeing Beyond the Numbers has been well earned over 


the past 40 years... not as a goal achieved, but as an ever-evolving vision. 
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CERTIFIED PUBLIC ACCOUNTANTS 
and CONSULTANTS 


Gerard Abbattista 
Richard Cohen 
Michael Mattia 


731 Alexander Road 
Princeton, NJ 08543 


609.897.0200 
www.amper.com 


With offices serving the New Jersey / New York Metropolitan Area 
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Key Benefits: 

The Dale Carnegie Course 
teaches how to apply 
improved human relations to 
achieve successful business 


thoughts and ideas more 
accurately and effectively. 
Learn proven methods for 
better leadership, creative 
decision making, problem 


When: Monday Feburary 28 solving and stress reduction 
Time: — 6 pm-9:30 pm Skill Development: 
(ONCE A WEEK FOR 12 * Develop Greater Self 
Confidence 
iit 3 1/2 SESSIONS) * More Effective and Efficient 
Where: Princeton Westin Communication 


* Increased Human Relations 
Forrestal Village * Sharpened Leadership 


Techniques 


RSVP e Limited Space * Control Worry and Stress 
$1700.00 Tuition Per Participant 


Next Sales Advantage Course 
Feb. 7, 2005, Edision, NJ 


732-422-0500 ext. 209 
or Email sheryl.jaffe@dalecarnegie.com 


DALE CARNEGIE TRAINING® “jr 
www.centralinj.dalecarnegie.com 


HO offers high-end amenities like videoconferencing, & personalized service. 


mel 


Continued from preceding page 


results. Learn to communicate 


person shop that requires secre- 
tarial service and the occasional 
use of a conference room, smart 
companies find that HQ fits the 
bill. 

“We are full-service,” Boyle 
emphasizes. “You just move in. 
Our offices are completely outfit- 
ted with sophisticated, profes- 
sional furnishings, and housed in 
our beautiful office complex. We 
provide personalized phone ser- 
vice, 24/7 IT help desk, a profes- 
sional and courteous reception- 
ist, highly skilled administrative 
support, beautiful conference 
space, and more to each and 
every client. You move in, and 
you're in business.” 

The HQ staff is well known for 
going the extra mile, providing 
services usually performed by 
secretaries or personal assis- 
tants. HQ staff can arrange for 
such business necessities as 
catering, travel, hotels, dinner, 
and more. 

“If you need it to run your busi- 
ness, we have it, or can provide 
it,” Boyle adds. HQ Newtown 


boasts three meeting spaces, in- 
cluding a board room, and a 
training room with video confer- 
encing available. “And if your 
client doesn’t have video confer- 
encing capabilities, you can senc 
them to a local HQ, and they’! 
take care of it.” 

As a company with offices _ 
worldwide, HQ algo can Offer its 
office space to clients who are 
traveling. Clients raveling to Am- 
sterdam or Atlanta, Houston or 
Hong Kong, and most places in- 
between, will likely find an HO 
ready and waiting to assist them 
with their business needs. 

From any number of offices to 
the virtual office, HQ is ready. 
“We offer a Business Identity 
Pian that’s perfect for people 
who work at home. There are a 
variety of packages, depending 
on the amount of assistance 
needed, but in short, our office 
becomes your office,” Boyle ex- 
plains. “Your company name is 
on the board in the lobby. You 
have access to our address, our 
receptionists and administrative 
support, and our conference 
space. Your clients need never 


our web site at www.pacesettergroup.com. 


Success. Now there’s a word we love. 


PRESSURE. WE HATE THAT WORD. 


You probably do too. Especially when you've got a project with 
an impossibly tight deadline and failure is not an option. At 
Pacesetter Management Consulting, we can help. We’ve been 
successfully solving our clients’ problems for more than 20 years. 
Getting them results. Relieving pressure. Maybe that’s why over 
90% of our clients come back to work with us again and again. 


So if you have a tough business issue staring you in the face, 
call our President & CEO Michael Hierl at 609.683.5225 or visit 


There’s no substitute for experience. 


A member of The Pacesetter Group 


know that you work from home.” 

HO Global Workplaces has 
been in business for more than 
25 years. Born and bred in the 
United States, the company 
boasts more than 200 centers 
worldwide. Local HO centers are 
located in Princeton and Cherry 
Hill, NJ, and Newtown, West 
Conshohocken, King of Prussia 
and Center City (Philadelphia), 
PA. 


Silver Lake Executive Cam- 
pus, 41 University Drive, Suite 
400, Newtown, PA. 267-757- 
8700; Fax: 267-757-8701. E- 
mail: mboyle@hqoffice.com. 


Manibay & 
Morra, LLC 


Making business better 
through team coaching 


ompanies looking to build 

solid relationships with 

the people that mean the 
most to them come to Manibay & 
Morra LLC, Team Coaching and 
Consulting, for the right process- 
es to improve their business. 

The wife and husband team of 
Liz Manibay and Chris Morra 
(see photo, page 10) has proven 
to be a winner for numerous 
clients in the financial services 
industry. Whether they are work- 
ing with a team of financial advi- 
sors, branch management 
teams, or senior management 
teams in private businesses, 
Manibay and Morra have the 
background and the business 
Savvy to make a difference in 
these organizations and the indi- 
viduals that run them. 

“We offer a holistic approach, 
focusing on the people-side of 
the business as well as the 
process and strategy,” Manibay 
offers. “In the end, it’s the people 
who are going to make the differ- 
ence and impact the process.” 

And Manibay knows people. 
Her background is in psycholo- 
gy, which she continues to pur- 
sue as a doctoral candidate in 
industrial/organizational psychol- 
ogy at Baruch College in New 
York. A veteran of coaching, 
training, and managing in the fi- 
nancial services industry, Mani- 
bay brings a unique approach to 
what she calls “facilitating con- 
versations that rarely occur, but 
need to occur.” 

Morra also boasts a robust 
portfolio from the financial ser- 
vices industry, both in invest- 
ment consulting and product 
management. He holds an MBA 
from Fordham New York, and is 
a level three candidate for the 
Chartered Financial Analyst des- 
ignation. Morra brings these ex- 
periences to bear with an eye to 
educating his clients. 

“We take our clients through a 
seven-step process that enables 
us to identify strengths and chal- 
lenges in people, among people, 
and throughout the team,” Mani- 
bay says. “Our goal is to create a 
cohesive team, solving any dis- 
agreements so that the energy 
of the team is focused on the or- 
ganizational goal.” 

While the process could be 
considered “standard” for con- 

Sulting groups, it's how Manibay 
and Morra listen and learn, and 
what they do with the informa- 
tion, that makes their services 
unique. The information gleaned 
through interviews, identifying 
pluses and minuses, analyzing 


Continued on page 10 
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Beginning with our most valuable resource, children, 


we are building results-oriented collaborations to create 


jobs and grow New Jersey’s economy. 


Building Bridges. Maximizing Resources. 


Prosperity New Jersey’s core value has endured since it was created in 1995: to further build 
a vital and prosperous state that benefits all New Jersey citizens. After our responsibilities 
were expanded in 2002 to include pdi nation. Prosperity New Jersey has been establishing 
meaningful partnerships between business, education and government in order to create jobs 
and expand New Jersey’s economy. Our approach is to advance the state’s competitive lead in 
life science and nanotechnology, accelerate workforce development, foster entrepreneurship, 


attract private capital investment into our cities and improve childhood literacy. We are 


collaborating every day to build bridges and maximize our great state’s world-class resources. 


Come and partner with us. 


Richard J. Codey ao 
Acting Governor www.prosperitynj.org 


Prosperity New Jersey is a 501(c)(3) nonprofit New Jersey corporation. Prosperity New Jersey is a 
registered trademark of Prosperity New Jersey, Inc. © 2004, Prosperity New Jersey. All rights reserved. 
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www.ABCtaxilimo.com § 
PERSONAL & CORPORATE 
ACCOUNTS WELCOME 
TAX! SERVICE ¢ CAR SERVICE 
LINCOLN TOWNCARS 

6-8-10-15 PASSENGER LUXURY VANS 

ALL MAJOR AIRPORTS & PIERS 

Fully Insured * Package Delivery 
Medical Transportation * 24 Hours/Day Service 


132-274-1300 | 609-419-1820 
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110% OFF |! 10% OFF | 


[  =TAXIFARE ~~‘!!! ~airRPoRTSERVICE | 
' Special at Time of Reservation Special at Time of Reservation 

Tolls, Parking & Gratuity Not Included Tolls, Parking & Gratuity Not Included 
i Not Valid with Van Work Not Valid with Van Work 


Not to Be Combined * No Expiration Date Not to Be Combined * No Expiration Date 


Manibay & Morra take clients through a seven-step process to identify strengths; 
Mason, Griffin & Pierson has extended its reach by expanding to Pennington. 


Continued from page 8 


and organizing key issues, and 
more is preparation for an off- 
site strategy meeting, the critical 
juncture in the process. “We go 
into that strategy meeting and 
put it all on the table,” she says. 
“We review and prioritize key is- 
sues, rally the team, and create a 
roadmap so the team can ac- 
complish its goals.” 

Once the roadmap is devel- 
oped, the company and its key 
players enter the coaching 
phase. Manibay and Morra offer 
3, 6, and 12-month coaching ser- 
vices aimed at moving a compa- 
ny from “great to extraordinary.” 
This starts with the core belief 
that success always starts with a 
shared vision. Coaching is the 
vehicle that leads the team to 
that shared vision. 

Both Manibay and Morra are 
extremely passionate about their 
work, and seek to engage 
clients into a partnership from 
day one. “We're like personal 


IF YOUR BUSINESS IS READY TO GROW... 


We can put the pieces together 
to make it happen. 


If you have a small or medium-sized business that 
is ready to grow, we can put the financing pieces 
together to make it happen. 


We're the New Jersey Economic Development 
Authority and we see opportunity in providing 
low-cost financing for growing businesses 

that create jobs in New Jersey. 


We've already helped 8,000 Garden State businesses 
with more than $16 billion in financing. And, with 
many different programs, we're ready to help you. 


trainers for your business,” she 
adds. “We help determine goals, 
develop the plan, and provide 
the coaching. But you're the one 
who's going to have to flex your 
business muscles in order to 
achieve success.” 


Manibay & Morra LLC, 66 
Witherspoon Street, Suite 340, 
Princeton 08542. 609-620-0969 
(office), 646-729-1196 (mobile). 
www.manibaymorra.com 
liz@manibaymorra.com 
chris@manibaymorra.com 


a 


New Jeasey Economic Devetopment AuTHORITY 


For information on low cost financing, real estate 
development, or entrepreneurial training, visit us on 
the web at www.njeda.com. Or call us at 609-292-1800. 


WE SEE OPPORTUNITY | 


www.njeda.com 


Acting Governor, Richard J. Codey 


Mason, Griffin 
& Pierson Be 


Working with a wealth 
management group to 
better serve clients, in 
Princeton and also now 
in Pennington 


strong business in the 
greater Princeton area has 
iven Mason, Griffin & 


Pierson PC (MG&P) the opportu- 
nity to open a second office in 
Pennington, making handling the 
legal needs of those local clients 
more convenient for all. 

“We recognized that our 
clients in the Hopewell Valley 
and southern Hunterdon County 
could be better served by a local 
office,” says Valerie Howe, direc- 
tor, who manages the Penning- 
ton office. “And we also jumped 
at the opportunity to share space 
with Prestige Wealth Manage- 
ment Group. We've worked to- 
gether serving mutual clients for 
nearly a decade, and saw this as 
an opportunity to serve those 
clients more efficiently.” 

Prestige Wealth Management 
Group is a wealth management 
organization. Mason, Griffin & 
Pierson works in conjunction 
with the principals of Prestige — 
Roy Williams and Steven Linden 
— to meet the estate planning 
needs of our mutual clients. “It's 
a real home run,” says MG&P 
Managing Director Ed Schmier- 
er. 
In addition to estate planning 
services, the Pennington office 
of MG&P also offers a real estate 
practice, providing closing ser- 
vices to residential and commer- 
cial customers. Alan “Skip” 
Grossman, Of Counsel to 
MG&P, provides Medicaid plan- 
ning to clients at the Pennington 
office, as well. 

That doesn't mean, however, 
that Howe and Grossman are no 
longer available to Princeton 
clients. “We spend time at both 
offices,” Howe says. “Opening 
Pennington has just made us 
more available and, in some cas- 


Continued on page 12 
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If Office Rents Shock You, 


Let HQ Suprise You. 


Office Extension Plans 
as low as $325/mo. 


The Part-Time Office Plan for Princeton Business. Why pay full-time office rents 
when there’s HQ’s flexible Office Extension Plan? 


HQ provides you with a Princeton address and you simply pay for the office 
or conference room time and services you use. 


Included in our costs: receptionist, telephones answered in your company name, 
availability of secretarial services, fax and more. 


Full-time offices are also immediately available on short-term leases. 
Call for complete details today. 


2) GLOBAL 
WORKPLACES 


™ Over 200 Centers Worldwide 
Princeton Center Philadelphia Center Cherry Hill Center King of Prussia Center 
Princeton Forrestal Village Centre Square East Gate Center Freedom Business Center 
609-520-2143 215-246-3400 856-642-4000 610-768-7700 
Newtown Center Conshohocken Center 


Tower Bridge 


Silver Lake Executive Campus 
www.hq.com Mprapevads 


888-486-7058 
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ONLY WOLVES... 


FOR GREAT ADVERTISING 


So whether you have no idea where to start when it 
comes to marketing, or you have a sophisticated plan 
in place but need help with the implementation ... we 
can make a difference. How? By giving you honest, 
objective feedback and dozens of innovative ideas that 
can help you see your business from a totally fresh 
perspective. We believe that without a solid marketing 
plan that’s strategically sound and financially prudent, 
there is no sense in developing marketing materials. Call 
us today to schedule a complimentary brainstorming 
session that focuses on your business goals ... without 
the dog and pony show. 


Sa 


Lynne Wildenboer 
president 


Design = 
Advertising = 
Marketing a 
Branding a 
Direct Maile 
Photography = 
Copy Writing = 
Web Design a 
Printing = 


609.683.9317 


EO WOLE | redwolfdesign.com 


DESIGN GROUP 
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The Princeton Center for NLP can help you generate the flexibility 


needed to build effective strategies that can get better results. 


Continued from page 10 


es, more convenient, to clients in that 
area.” 

MG8&P is a full-service firm, serving 
several areas of the law: Employment 
Law, Corporate, Business and Banking, 
Criminal Representation, Real Estate and 
Land Use, Estate Planning and Estate 
Administration, General Litigation, Per- 
sonal Injury, Bankruptcy, and Govern- 
ment Affairs. 

Thanks to the proximity of many large 
firms, MG&P handles a booming Employ- 
ment Law business. “The growth and re- 
trenchment of our big employers means 
we are introduced to a lot of executives 
who are coming into the area and signing 
employment contracts. That's where we 
come in,” Schmierer states. 

MG&P is a community-based practice, 
which Schmierer views with a sense of 
pride. “We represent many, many local 
corporations and banks — walk Nassau 
Street, and you'll see dozens of our 
clients,” he adds. “As with all our Practice 
Groups, Corporate Business and Bank- 
ing is a personal practice. We have al- 
most 50 years of files on some of our 
clients. They are comfortable with us be- 
cause we are responsive, and because 
they know us.” 

That personal touch is the key to 
MG&P's solid, steady growth. Schmierer 
pointed out that the company put roots 
down in 1955, and has been doing busi- 
ness in the area ever since. “And MG&P 
remains the same as on day one — dedi- 
cated to giving quick, personal counsel to 
our clients.” 


Mason Griffin & Pierson PC, 101 
Poor Farm Road, Princeton. Www.- 
mpglaw.com. 609-921-6543, Fax: 609- 
683-7978. Also at 2 Tree Farm Road, 
Suite A230, Pennington, 609-436-1205. 


The Princeton Center 
for NLP 


The Four Principles for Getting 
Better Results 


ave you ever experienced a loss 
H for words, feeling stuck and not 

getting your point across? Your in- 
tent was to resolve, fix, or improve a situ- 
ation and all you're feeling is stuck. We 
find this is a common occurrence no mat- 
ter what field you're in. Customer Service, 
Sales or working on an IT project. It’s all 
about developing strategies so you Can 
communicate more effectively to obtain 
the results you want. There are four basic 
principles that can support the develop- 
ment of these effective strategies. 

The first is rapport. The foundation 
principle for all communication that is cru- 
cial to implementing any successful strat- 
egy. Rapport is the ability to create a 
bridge of trust, harmony, and cooperation 
with others. Maintaining quality relation- 
ships with others paves the way towards 
achieving success. 

The second principle is to have a 
desired outcome. What do you want and 
what are the goals needed to achieve it? 
Without knowing specifically where you 
need to go, you can wander down a path 
of lost time, wasted effort, and costly re- 
work. You must consistently ask yourself: 
“Is what | am doing moving me toward or 
away from my outcomes?” Many people 
focus on problems, and then attribute 
blame. Utilizing this principle in business 
can be extremely beneficial in establish- 
ing effective goals. 

The third principle is acuity. This 
means using your senses: seeing, hear- 
ing, and feeling what is actually going on 
around you. This principle is the compass 
that lets you know whether you are on 


Celebrating our 50th Year 


Mason, Griffin & Pierson, PC. 


Counsellors at Law « Since 1955 


Mason, Griffin & Pierson, PC. has built a reputation 
tor providing dependable legal counsel with | 


integrity and personalized service. _| 


* Bankruptcy 


* Business and Banking 


* Criminal Law 


Employment Law 


* Estates and Trusts 


* Governmental Affairs 


Litigation/Personal Injury 


* Real Estate and Land Use 


101 Poor Farm Road, Princeton, NJ 08540 609-921-6543 
2 Tree Farm Road, Pennington, NJ 08534 609-436-1270 


www. maplaw.com 
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Bob Sobol counsels tenants on real estate issues. 
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course. Acuity provides the feed- 
back to adjust what you are do- 
ing. Effective sensory acuity 
(looking, listening, and getting 
“hands on”) will help-fine-tune 
strategies to meet the needs, 
prevent getting “off track” with 
goals or get things back “on 
track.” This also supports rapport 
and team spirit. 

The last principle, flexibility. 
The ability to recognize and 
choose effective courses of ac- 
tion. “If you always do what 
you've always done, you'll al- 
ways get what you've always 
gotten.” What are your options 
and how can you use them to 
achieve success? 


The four principles are simple, 
powerful, and critical to getting 
better results: 


* Rapport — Creating a rela- 
tionship of trust 

* Outcome — Knowing what 
you are moving towards 

* Acuity — Sensory-based in- 
formation to determine if you 
are moving in the right direc- 
tion 

* Flexibility — The ability to 
change what you are doing to 
be more effective. 


We have found that people 
who consciously use these four 
basic principles become more 
aware of how they're relating. 
This increased self-awareness 
leads them to having more con- 
trol over their thinking and be- 
havior. This generates the flexi- 
bility needed to build effective 
strategies that can get better re- 
sults in any area of their life. Why 
not apply these principles and 
experience it for yourself? 


The Princeton Center for 
NLP, ‘helping individuals and or- 
ganizations change quickly and 
easily to achieve success.’ 
www.nipprinceton.com. 
609-689-3745. 


R.P. Sobol & Co. - 


‘Counseling’ tenants is 
one of Bob Sobol’s com- 
mercial real estate niches 


By Diana Moor 


ot only does Bob Sobol 
N take pride in his unique 

role as a Tenant Repre- 
sentative, but he also has had 
great success for clients operat- 
ing in the real estate counselor 
arena. 

“The CRE or Counselors in 
Real Estate designation is some- 
thing we as commercial realtors 
aspire to,” says Sobol. “It’s 
awarded to individuals who have 
achieved longevity in the indus- 
try and have been recognized for 
their knowledge, integrity, and 
professionalism.” 

The word “counselor” usually 
conjures up images of Dr. Freud 
advising his patients on every- 
thing from marital issues to con- 
quering phobias. But the real es- 
tate counselor's advice is quite a 
bit different. 

Sobol’s role as counselor or 
advisor to his clients enables him 
to provide services in all aspects 
of the tenant representation 
process. To Sobol, that means 
offering a lot more than just find- 
ing a building and negotiating a 
lease. 

“Business people today are 
much more sophisticated,” Sobol 
says. “Their office space needs 
are more complex, which in turn 
requires the real estate profes- 
sional to provide a wider array of 


services.” He adds: “Providing fi- 
nancial analyses, understanding 
market trends, property analyses 
and information on landlord in- 
centives are services that we 
provide above and beyond mere 
site selection.” 

“Understanding my client's 
corporate philosophy or ‘underly- 
ing motivation’ is paramount to 
understanding their specific 
space needs,” explains Sobol. 
“Most companies today require 
‘smart buildings’ or properties 
that can handle the growing 
need for high speed data trans- 
mission. | always advise my 
clients to think 5, even 10 years 
in the future in terms of their high 
tech needs,” he states. 

“Most companies today real- 
ize that happy employees are 
productive employees,” says 
Sobol. “Offering in-house or near 
by amenities such as day care, 
subsidized food service, and fit- 
ness centers are ways in which 
my clients show their employees 
that they care about them and 
want them to enjoy their work en- 
vironment.” . 

Sobol also provides service 
after the sale or lease. That in- 


Because... 


cludes helping coordinate the 
move with the new landlord, rec- 
ommending architects, data ser- 
vice providers, and even offering 
a list of furniture vendors. 

“After my clients move into 
their new space, the ‘deal’ is not 
done for me,” Sobol notes. “My 
clients know that they can call 
upon me at any time during their 
tenancy to help them with any 
problems they may encounter. 
Ongoing service is something 
my clients have come to expect,” 
he says. “And I’m more than hap- 
py to deliver.” . 


R.P. Sobol & Co. 212 
Carnegie Center, Suite 206, 
Princeton. 609-658-0333. Also at 
199 Main Street, Woodbridge. 


ot mold’ 


How can you be sure? 


We use traditional methods of detecting indoor mold PLUS 
we have the only certified Mold Dog® in NJ, as seen 
on Channel 6 Action News & Good Morning America. Our 
certified technicians along with our mold-sniffing dog can 


pinpoint the EXACT location of hidden mold infestations 
in your home, something conventional methods simply 


can not do. 
Mreirs.. 


TOTAL MOLD DETECTION 


e Residential ¢ Mold Testing 
e¢ Commercial © Remediation Consulting 


To learn more, call us at 609-683-9550 
or visit our website www.StopMold.com 


EXPERIENCE MATTERS 


Institute For Spine & Scoliosises 
M. Darryl Antonacci, M.D. 


Board Certified, Fellowship Trained Orthopaedic Spine Surgery 
Nationally Recognized and Awarded by the Scoliosis Research Society (2001, 2003), Cervical Spine 
Research Society (2000) & American Spinal Injury Association (2001) 


FDA Approved Total Disk Replacement (TDR) 
‘ Adult and Pediatric Scoliosis Surgery 
Minimally Invasive Thoracoscopic Scoliosis Surgery 
Complex Spinal Reconstructive Surgery 


1015 Madison Avenue (at 79*",) New York, NY 
3100 Princeton Pike, Lawrenceville, NJ 


(609) 912-1500 


www.webmd.com/care/spine 
E-mail: iss9121500@yahoo.com 
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We’re inviting you to invest in what matters. 


At United Way, we bring community partners together 
to focus on what matters most--RESULTS . 


Your investment, magnified by others, has real power 
to bring about changes in our community. 


United Way 
of Greater Mercer County 


609.896.1912 
wwww.uweme.org 


3131 Princeton Pike Bldg. 4 
Lawrenceville, NJ 08648 


Does your current cleaning service 
offer you a 


Take A Closer Look 


95% Customer Retention Rate in 10 years of Business 
Dust Free Environments ¢ Nightly Building Checks 
All Inclusive Services 
eShampooing ¢Stripping Spot Removal 
Monthly QC Audits 


Why Not Compare Us to Your Current Service ? 


Call Cleanest Office Environments 
fora 
Free Audit and Price Quote 


Cleanest Office Environments, Inc. 


Continued from page 6 


their schedules, billing, and accessory pur- 
chases through its own custom software. 
Without it, businesses just couldn’t operate 
as fast or grow as wide.” 

As U.S. | took flight in 1984, the Internet 
remained an entity known only by a smatter- 
ing of far flung research scientists. Geogra- 
phy still ruled. If yours was the one hard- 
ware store in a small town, your financial 
fortress was assured. No one was going to 
invade your entrenched territory. Then in a 
rush, the world went online. Intrigued web 
surfers quickly became global shoppers. 

The security of location has vanished. 
Nobody makes a product category that can- 
not be acquired online — 
at a competitive price. 
Add to this what Cernero 
calls “the WalMarting of 
the world,” and the old 
standby shops in what 
used to be downtown ar- 
eas are really feeling the 
press. This fast-paced 
evolution has changed the 
business success formula 
— forever — in 
Cernero’s view. 

So if the face of busi- 
ness has changed almost 
beyond recognition since Cernero first set 
foot in a Junior Achievers class, how is an 
entrepreneur to proceed? For Cernero, this 
new age demands — more than ever — the 
solutions he has been preaching for 30 years. 
“All entrepreneurs must be niche mar- 
keters,” states. Cernero. “The successful 
ones always have been. If you think you are 
going to take the world by storm with yet 
one more nail shop or tanning salon, you’re 
sadly mistaken.” 

Competition is the plague of the startup, 
and one that stops many novice business 
owners cold. The vastly increased speed of 
bringing products to market provides almost 
no advantage to the innovative entrepreneur. 
Within 30 days of the issue of a patent, a 
larger company, with far better distribution, 
can emulate your discovery and have it in 
the stores. 


Cernero. 


COOSA LE LILEE 
‘Find that highly origi- 
nal product, bring it 
to an area no one else 
can, or wants to, serv- 
ice, and keep ham- 
mering at it,’ says 


“You’ve got to find that highly original 
product, bring it to an area no one else can, 
or wants to, service, and keep hammering at 
it,” says Cernero. “This is the time for the 
unseen and exotic: the messenger bag for bi- 
cycle couriers or the concrete cutting serv- 
ice.” 

This does not mean that if a category is 
crowded, that no niches exist. An estimated 
500,000 people are currently making their 
living from Ebay. They specialize in every- 
thing from unearthing ancient Minoan pot- 
tery to discovering this hour’s most out- 
landish fashions. Unlike a deli or boutique, 
which cater to defined and limited markets, 
this is a marketplace where the creative 
businessperson can create a variety of new 
niches. 

Another method of 
niche attack is to hone in 
on that small necessity 
required by one or sever- 
al businesses, and pro- 
vide it more cost effec- 
tively. Cernero points to 
the expansion of the fi- 
nancial planner as 4 
clever example to this 
trend. Most large insur- 
ance companies have 
done away with their in- 
house sales forces. An 
entire new group of fi- 
nancial planners have become referral 
agents as part of their general customer serv- 
ice. They have made a dinosaur out of the in- 
house employee with all the sales perks. 


G. the owner out of the shop and into 
the marketplace has been another trademark 
Cernero maxim. “Who can sell his product 
better or more enthusiastically than the per- 
son who founded the company?” asks 
Cernero. A great believer in guerrilla mar- 
keting, Cernero sees the company owner as 
a perpetual agent, who has joined the right 
clubs and professional organizations, who 
stops in at factories as he drives by, and who 
never misses an opportunity to promote his 
product in a highly personal, low-cost way. 


Continued on page 16 


s™ TAYLOR PHOTO"s 


Digital Color Labs And Studios 


Award Winning Photography & Photo Services! 


¢ Photos Published in Time, Newsweek, Architectural 
Digest and Other National Publications 


* Hall Of Fame Award for Interior Design Magazine 


_* Winner of 13 Awards in Sales & Marketing 
Photography for NJ Builders Association in 2003 


* Best Scanning and Digital Imaging Equipment 


475 WALL STREET ¢ PRINCETON, NEW JERSEY 08540 


OFFICE: 609-924-5739 * FAX: 609-683-9633 


Available for Your Important Work! 


PHOTOGRAPHY 


LAB & IMAGING SERVICES 


* Architecture * Fine Art Giclee Printing 
* Aerial * Highest Quality Drum Scanner 
* Portraiture * Large Digital Printing/Inkjet & Photo 
* Products * Digital Retouching & Restoration 
_* Web Site Photography = * 35mm Slides & Large Format Film 
* Fully Equipped * Custom Color & B/W Printing 
Digital & Film Studio —* Film Processing 


* Lamination/Encapsulation/Mounting 
* 35mm Slide Duplication 


www.taylorphoto.com 


609-452-9444 


Paseo ; 
743 Alexander Road Princeton. New lersey 08540 
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U.S. 1 ADVERTISING FEATURE 


Are You Present When You Present? 


hy do people who are 
at ease speaking one- 
to-one, “freeze” (or 


flee) when asked to speak pub- 
licly? Why do normal, “congen- 
ial” personalities become stone- 
like or tentative before a group? 
And why do the prepared and 
rehearsed “draw blanks” or 
worse, report the experience of 
“not really being there?” 

Believing that talking is talk- 
ing, we tend to take speaking for 
granted. But because conversa- 
tions and presentations are dif- 
ferent communication structures 
with different linguistic rules and 
expectations, talking is not just 
talking. While conversations 
meander and detour, presenta- 
tions — because they have to 
appeal to many — are time-sen- 
sitive, straightforward and logi- 
Cal. 

So what causes people to 
clam up, fall down, or fall short 
when they present? Usually 
these three reasons: 


Self-sabotage (negative self- 


talk, perfectionistic and/or unre- - 


alistic expectations); 


inadequate or Inappropriate 
Preparation (poor audience 


analysis, too much or little detail, 


over-reliance upon notes); 


Inability to be Authentic and 
Connect with an Audience. 


Effective and comfortable 
public speaking ultimately in- 
volves the interplay of Thinking, 
Doing, and Being. 


In Thinking, you use your 
mind to design and organize a 
clear message for a specific au- 
dience. You map out a strategy 
to express your ideas so that 
you are best understood by the 
masses. You consider how you 
will begin — creatively, to pique 
interest — but naturally, comfort- 
ably. You “begin with the end in 
mind” working backwards from 
your conclusion, your ultimate 
“bottom line” or key message. 


In Doing, you execute your 
plan. You energize your mes- 
sage with your body -stance, fa- 
cial expression, voice and articu- 
lation, and gestures. You man- 
age technical equipment and re- 
spond to questions. “Body lan- 
guage basics” helps you gently 
massage communication styles 
so your message gets through. 


Being relates to how comfort- 
able one is with oneself, how au- 
thentically one relates to others 
and how present one is with si- 
lence and the unknown. While 
thinking and doing skills can 
make you a professional pre- 


Eileen N. Sinett 


senter, Being-ness creates alive- 
ness, uniqueness, and memo- 
rable presence. Programs such 
as Speaking Circles®, that em- 
brace heart-based speaking, 
bring being-consciousness into 
the art and science of presenta- 
tion, So you are most present 
when you present. 


Eileen N. Sinett, President of 
Comprehensive Communica- 
tion Services, is a Speech & 
Presentation Coach, Consultant 
and Trainer, Speaking Circles® 
Facilitator, and Professional 
Speaker. She provides private 
coaching and small group train- 
ing to individuals and industry 
worldwide. Eileen can be con- 
tacted at 609-799-1400 or at 
www.ccs-speech.com. 


Because conversations and presentations are different communication 
structures with different linguistic rules and expectations, 
presentations are time-sensitive, straightforward, and logical. 


DESIGN 


PRINT 


COPY 


FINISH 


MAIL 


ALLEGRA 
ING 


PRINT & 


MAG 


The best kept secr ef. 


on the Route | Corridor! 


ON DEMAND 
DIGITAL PRINTING 
SOLUTIONS 


Allegra Print & Imaging can handle all your print 
communication needs. From graphic design, to 
printing and copying , large format imaging, 
mailing and fulfillment, we do it all under one roof 
and at today’s speed of business. 


Call us for a free consultation or to arrange for a tour 
of our facilities. 


609.771.4000 


2850 US Highway 1 
Lawrenceville, NJ 08648 
GoDigital@AllegraNJ.net 
www.AllegraNJ.net 


Tap into the Power of 


CFP 


Invest in yourself and move 
your career forward. 


With a Certificate in Financial Planning you can plan, 
assess and evaluate a secure financial future. 


Enroll in FDU’s Financial Planning Certificate Program. In 
just 14 months, you can complete the five courses by coming 
to class once a week. Join a select group ... take the first 
step to becoming a CERTIFIED FINANCIAL PLANNER™. 


CFP® certification is your best choice if you are looking to ... 
* benefit from increased financial planning credibility 
¢ significantly build your book of business 

14 months/5 courses/1 session a week 


Classes held in Princeton start February 28th 


— Join us for an OPEN HOUSE — 


Monday, February 7, 2005 at 6 P.M. 


THE LEADER IN GLOBAL EDUCATION 


FAIRLEIGH 
Mise DICKINSON 


For program information call (973) 443-8990, visit our web site 
at www.fdu.edu/ce or e-mail: financialplan@fdu.edu 
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The law firm of 
-Szaferman Lakind 
is pleased to announce that 


CRAIG J. HUBERT 


has joined as Partner in the firm’s Personal Injury Group. 


Szaferman Lakind’s Personal Injury Group 


Gerald Schenkman, Stuart Tucker, Craig Hubert and Steven Blader 


Craig !. Hubert, President-Elect of the Mercer County Bar Association, was born 
and raised in Mercer County and began his legal career as an Assistant Mercer 
County Prosecutor. His strong track record and proven excellence representing 
plaintiffs in personal injury suits add depth to Szaferman Lakind's expanding 


personal injury practice. Craig is a New Jersey Supreme Court Certified Civil Trial 
Attorney and Certified Criminal Trial Attorney. _ 


Szaferman Lakind represents plaintiffs in a variety of matters including accidents, 
medical malpractice, workers’ compensation, product liability, nursing home 
negligence, victims of violent crimes and general and professional negligence. 


Szaferman 
Lakin szaferman, Lakind, Blumstein, 


Blader & LEAMANN, P.C. aves ox cow 


Quakerbridge Executive Center 


101 Grovers Mill Road, Suite 104, Lawrenceville, NJ 08648 
Tel: 609.275.0400 Fax: 609.275.4511 


www.szaferman.com 
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Nunzio Cernero’s final — and 
most important — piece of advice 
is to keep on training. While it was 
difficult to find a class on the nuts 
and bolts of starting a business 20 
years ago, today, somewhere 
around New Jersey in at least one 
locale — and more likely 8 or 10 or 
20 — major small business train- 
ing seminars are taking place. It is 
simply a case of supply and de- 
mand. Small businesses continue 
to mushroom, engendered by en- 
thusiastic founders, typically with 
very little formal business train- 
ing. 

Despite a lack of formal train- 
ing, however, Cernero notes that 
the sophistication of entrepreneurs 
has grown immensely in the past 
decades. They now come in with 
business plans, but they want to 
make them better. They know 
something about money and com- 
puters, but they want more com- 
plete financial and technology 
training. 

This spring, at semester’s end, 
Cernero will leave his office at the 
Mercer Conference Center, say 
farewell to his staff at the Training 
and Development Center, and re- 
tire to his home in Brick Township. 

Or at least as much as such an 
individual can ever retire. 

He will still keep managing his 
financial planning firm, which 
specializes in, you guessed it, 
small businesses. He will doubt- 
less take with him the giant poster, 
with his high school photo and the 
signatures of those who came to 
his retirement dinner to thank him 
for giving them a start in business. 
Cernero may also take away the 
unspoken, but heartfelt thanks of 
the thousands whose business 
dreams he helped transform into 
productive, rewarding reality. 


— Bart Jackson 


Continued from page 4 


Lee’s own employment history 
mirrors some of the vast changes 
the Internet has wrought in the job 
world. When he started working 
for Dow Jones just about two 
decades ago, he was hired for the 
National Business Employment 
Weekly, a publication that focused 
on a regional approach to job hunt- 
ing ads, That approach has been 
overshadowed by the instanta- 
neous global reach of the Internet, 
and the National Business Em- 
ployment Weekly no longer exists. 

Lee also worked on a new publi- 
cation back then called “Managing 
Your Career,” created for college 
students on campus who were sub- 
scribers to the Wall Street Journal. 
“IT worked my way up the editorial 
food chain and by 1989 was the ed- 
itor of both publications,” he says. 
“By 1997 the Internet was big 
enough that we wanted to start an 
online career site.” 

Lee was instrumental in creating 
the jobhunting sites that make up 
the WSJ Online Network — in- 
cluding CareerJournal.com, Star- 
tupJournal.com, RealEstateJour- 
nal.com, CollegeJournal.com, Ca- 
reerJournalEurope.com, and Ca- 
reerJournalAsia.com. He has writ- 
ten the Wall Street Journal’s “Man- 
aging Your Career” column. 

Lee was born in Dallas, Texas, 
Lee did his undergraduate work at 
Regis College in Denver and 
earned an M.S. in journalism at 
Northwestern University. His first 
job was with the American Dia- 
betes Association as director of 


publications and special events. 


After only a year he came to South 
Brunswick to work for Dow Jones. 

His wife, Jane, whom he met in 
graduate school, worked at IBM 
for 13 years in corporate communi- 
cations. They have two daughters, 


12 and 10, and live in Hopewell 
Township, having moved there 
three-and-a-half years ago from 
Essex County. 

Lee says despite the dot-com 
crash of a few years ago one of the 


trends he sees now is that a lot of 


the dot-com companies, the ones 


The electronic age 
has produced job 
hunting blunders that 
were unheard of 20 
years ago. 


that figured out how to survive the 
downturn, are actually thriving. 
“There are quite a few that have 
smart business models that have 
identified a niche and are serving it 
well.” 

Lee has plenty of perspective 
from which to view jobhunting and 
hiring trends in the 20-plus years 
he’s been at the forefront of the job- 
hunting scene. Another trend he 
sees in today’s market is that while 
loyalty is not gone entirely, it’s not 
anywhere like it used to be, and that 
is true on both sides, employers 
and employees. “There are certain 
companies that are paternalistic 
and they still retain long-term em- 
ployees,” says Lee. “They’re com- 
panies like IBM, Proctor and Gam- 
ble, and General Motors, where 
they train you and advance you and 
expect good things from you. But 
what’s changed is that companies 
that were growing 20 years ago ei- 
ther don’t exist anymore or are not 
growing. It makes for a fluid job 
market.” — 

A very fluid job market indeed, 
where job-hoppers may be moti- 
vated to leave unfulfilling jobs for 
work that appeals to their sense of 
social conscience, intellectual 
challenge, or just plain more fun. 


They may be less tolerant of incon- 
siderate bosses or work that leaves 
them bored, with little chance for 
upward mobility. They may be 
drawn back to school to learn new 
skills, especially in today’s highly 
technical vocations that require 
specialized education. “There are 
some jobs that simply didn’t exist 
20 years ago, certain jobs in the 
computer and telecommunications 
industry, for example,” says Lee. 
Other areas such as graphic design 
and photography now require 
knowledge of new equipment that 
may require training. 

Twenty years ago a job hunter 
might typically start out his search 
by scouring the help-wanted ads in 
the newspaper and examining ma- 
terials at the local library such as 
the Occupational Outlook Hand- 
book. Today the electronic envi- 
ronment plays a huge part in the 
hiring process. Job listings are 
posted on the Internet and job seek- 
ers can send their resumes by E- 
mail, speeding up the interaction 
between those looking and those 
hiring. 

The web has become an invalu- 
able tool for candidates who want 
to prepare for an in-depth job inter- 
view by researching the company 
online. No longer do they have to 
track down hard copies of annual 
reports or look for microfilm of 
past articles. A company’s history 
and accomplishments are in the 
public eye. Candidates can also 
study a potential employer’s repu- 
tation and find out what it’s really 
like to work there. Being armed 
with that knowledge helps them 
make a much better-informed deci- 
sion should an offer be made. 

A company’s website is also a 
place where a job hunter can first 
hear of a job opening, then send a 
response directly. It’s ultimately up 
to. the applicant to win the job 
based on his talents, but the Inter- 
net can play the role of matchmak- 


er and get the relationship rolling. 
In addition to company websites, 
today’s job market has produced a 
myriad of online jobhunting sites 
that include the likes of 
Monster.com and jobweb.com. 
These not only post openings but 
also add advice and tips on navigat- 
ing the market. 


es hunting in today’s fast- 
paced electronic age has also pro- 
duced the potential for blunders 
that were unheard of 20 years ago. 
For example, experts say if you 
give a prospective employer a cell 
phone number and the phone rings, 
don’t pick up unless you’re fully 
prepared to discuss the job and a 
possible offer. Discussing your op- 
tions with children fighting in the 
background or a store clerk totaling 
up your purchases is not going to 
make the best impression. Better to 
miss the call and call back rather 
than make a negative impression. 

There are also some basic pit- 
falls when it comes to job hunting 
on the Internet. “E-mail and elec- 
tronic resumes are increasingly a 
job seeker’s first line of communi- 
cation,” says Lee. “But many qual- 
ified applicants are being over- 
looked because of abuses by less- 
professional applicants.” Among 
the most common Internet job- 
searching blunders as listed by Ca- 
reerJournal.com lists are these: 


Cover letters. It’s simple to cut 
and paste a copy of the same letter 
to different hiring managers, but 
make sure you proof your changes 
to avoid silly mistakes. 


Direct communication. It may 
feel like you are communicating 
directly with a hiring manager, but 
he or she likely is receiving hun- 
dreds of resumes each day, so don’t 
be too familiar in your greeting. 


Continued on page 18 
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Take a ‘Meeting,’ 
Ace the Interview 


A client of career counselor Mary Anne 
Walsh called in triumphantly after a job inter- 
view. Shortly after sitting down with the in- 
terviewer he had discovered that the two had 
attended the same high school. “Can you be- 
lieve it!” he crowed. “‘It’s a lock. I’m going 
to get that job!” 

The job candidate told Walsh that he and 
the interviewer had had a grand time remi- 
niscing about their mutual alma mater. “And 
how much time did you spend telling him 
about your qualifications?” Walsh asked. 

“Oh, about the last 10 minutes,” said the 
job candidate. “You’re never going to hear 
from him again,” said Walsh. 

Sometimes, she says, dealing with her 
clients requires tough love. And remedial ac- 
tion. In this case, an immediate follow-up, 
supplying information that should have been 
conveyed during the interview, was impera- 
tive. No matter how well — or badly — an in- 
terview goes, follow-up is always a vital part 
of a job search, a golden opportunity to close 
the deal. It is also something that the majority 
of job seekers do badly, in Walsh’s view. 

Walsh, who has offices in Manhattan and 
in Mendham, refers to the Five O’Clock Club 
(www.fiveoclockclub.com) again and again. 
She read a career book by founder Kate 
Wendleton, and now works both with indi- 
vidual clients and with Five O’ Clock Club 
groups. Her advice on follow-up for job 
hunters comes from the Five O’Clock Club 
philosophy and from her own experience: 


Be a consultant, not a candidate. People 
looking for a job most often see themselves as 
supplicants. They want something from the 
companies they approach. This is the wrong 
attitude, says Walsh. The job hunter is a per- 
son who is ready, willing, and able to ferret 
out an organization’s problems - and to solve 
them. He is, in short, a consultant. 

Replace “interview” with “meeting.” 
Words have power. When job hunters go to 
speak with potential employers, they are not 
on an interview, insists Walsh. Rather, they 


are going to a meeting. “Take a pad and pen- 
cil,” she commands. Listen, ask good ques- 
tions, and think of the ways in which your so- 
lutions can move the company forward. 


Know that employers don’t know what 
they’re looking for. When the hunt for a new 
worker begins, employers often have only a 
vague idea of what they would like to see in 
that worker, and are rarely clear about exact- 
ly what they need him to do. This leaves sub- 
stantial room for the job hunter to demon- 
strate why his mix of skills and experience 
are just what the organization needs. 


Find out where you stand. This step is an 
important part of crafting a follow-up that 
will win a job. “Ask the interviewer how you 
stack up against the other candidates,” says 
Walsh. Some will demur, but many others 
will provide details. “I had a client who was 
told that she was not assertive enough,” says 
Walsh. She reports that the woman, after 
hearing this, asked for an opportunity to 
make a presentation. “She showed up in a red 
suit, and wowed them,” says Walsh. She got 
the job, but almost certainly would not have 
had she not asked about how she stacked up. 


Carefully compose follow-up notes. A 
follow-up note needs to be sent to every sin- 
gle person the job hunter meets at a company. 
And each one needs to be different. Most peo- 
ple send out cookie cutter letters thanking in- 
terviewers for their time, saying how much 
they enjoyed speaking with them, and ex- 
pressing a hope that they will meet again. 

These notes are worthless. Use the notes to 
turn around perceptions, as the woman in the 
red suit did. Don’t be shy. 


Make the follow-up a lead-in to another 
meeting. If all went well during the initial 
meeting, make the follow-up into a lead-in to 
a second meeting. Having learned about 
some of the issues facing the department you 
are seeking to join, suggest another meeting, 
perhaps to address some of these issues. 

Companies appreciate the extra effort, 
says Walsh. It sets the job seeker apart. 
What’s more, it increases the chances that he 
will be the last candidate seen. Because hir- 
ing managers tend to refine their job descrip- 
tions as the search for a new worker goes on, 
Walsh believes that the last candidate seen 
has the best chance of landing the job. 
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When Hiring, Be Analytical 


The Way We Hire: 
Herb Greenberg 


Wine: in a name? Plenty, 


says Herb Greenberg, president 
and founder of Carnegie Center- 
based Caliper, one of the most 
renowned and respected executive 
and sales recruiters in the nation. 
Back in 1984 virtually all the de- 
partments that handled employee 
matters were titled “Personnel.” 
Today that term has gone the way 
of floppy discs, and “Human Re- 
sources” is now printed on the 
door. This is just one of the changes 
Greenberg has witnessed from the 
forefront of the monumental evo- 
lution in the way we hire — and it 
brought with it a sea change in the 
way companies choose their em- 
ployees. 

Born of Polish immigrants in 
Detroit, Greenberg seemed des- 
tined for a lifelong career in acad- 
eme. He earned a psychology and 
sociology bachelor’s degree at 
City College, then a masters in 
clinical psychology, and took his 
psychology doctorate at NYU. He 
taught at Texas Tech, and then, be- 
ginning in 1960, at Rutgers. Then a 
life insurance company  ap- 
proached him to develop a pre- 
screening test to halt their sales- 
people’s appallingly high turnover 
rate. 

“So 43 years ago, I examined all 
the existing personality tests and 
found one flaw — fakeability,” 
Greenberg recalls with a laugh. 
“Job applicants would lie like 
troopers, telling personnel re- 
cruiters everything they wanted to 
hear.” He developed a 150-ques- 
tion test based not on true or false 
responses, but on situational and 
characteristic evaluations that job 
candidates could not second guess. 


Even if the candidate attempted to 
lie, his values would come 
through. (U.S. 1, March 13, 2002.) 
Based on this breakthrough evalu- 
ating tool, Greenberg and David 
Mayer founded Caliper. 

By 1984 the Caliper test was re- 
ceiving national notice as a unique- 
ly effective hiring tool. But person- 
nel departments remained suspi- 
cious of Greenberg, or of any out- 
sourced agent invading their turf. 
While Caliper could boast a goodly 
list of Fortune 500 clients, most 
firms still rejected him with “Well, 
in this corporation we do our own 
work.” And that method of work 
had scarce changed in decades. Ap- 
plicants were still screened by gut 
and protocol. 

Throughout the mid-1980s 
Greenberg himself had become 
quite the item on the corporate lec- 
ture circuit, but ironically it was al- 
ways the sales or marketing depart- 
ments that sought his advice. Per- 
sonnel departments held back, re- 
maining entrenched. 

Then somewhere in the late- 
1980s, there was a shift. “Profes- 
sionalism,” Greenberg nods, “that 
was the major change that came 
with the term Human Resources.” 
Courses on hiring and dealing with 
employees sprang up everywhere. 
HR management became a popular 
college major. The business card 
inscribed with “Human Resource 
Professional” increasingly an- 
nounced an individual who viewed 
job selection as a science. 

This improving trend toward 
more precise and analytically- 
based hiring has continued right up 
through today. Greenberg remains 
on the lecture circuit, but is now in- 
vited to speak before the Society of 
Human Resource Management. 
On the other side, job candidates 
have become better trained — at 
least in job hunting. While Green- 
berg notes no major change in the 


No Faking: Herb 
Greenberg built his 
company, Caliper, 
around a better way 
of assessing job 
candidates. 


personality traits of applicants over 
the past two decades, he has seen 
them blossom in the skills needed 
to win over job interviewers. 
“They really do come much better 
equipped to sling the bull now,” he 
says with a smile. 

As corporate human resources 
take on a more professional, ana- 
lytical approach to hiring, Green- 
berg has noticed that the old days 
of gambling are long gone. The job 
seekers are better prepared, but so 
are those who do the hiring. “Back 
in the 1980s, it was “Oh, let’s hire 
this guy and see if he works out.’ 
Now companies are not willing to 
take that risk,” he says. Worldwide 
competition has sharpened all 
business methods, while diminish- 
ing staff size in almost every field. 
The cry to do more with less has 
prodded human resource people to 
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Fear of discovery. “What if my 
boss finds my resume?” Surveys 
show that you aren’t likely to be 
fired for job hunting; it may even 
prompt your boss to improve your 
position to keep you. 

Job seekers must also be very 
careful about when and where they 
post their resumes. Balanced with 
the need to circulate a resume 
among the right people is to protect 
privacy and to prevent the unau- 
thorized use of information. typi- 
cally on a resume. 


What has changed most over the 
last 20. years in the job-hunting 
world is the technology in the 
midst of head-turning political and 
economic changes. A key point that 
hasn’t changed, and all the experts 
will tell you this, is that to be truly 
happy in your work and most pro- 
ductive, you have to choose a ca- 
reer in line with your personality, 
your values, your education, and 
skills. How do you stand out in the 
crowd in a job market that is fierce 
and the competition much more 
cutthroat than it was 20 years ago? 

Job experience is a key way to 
get a leg-up on the next guy. And 
you can start to rack it up even be- 
fore you earn your first degree. 
“While you're in college did you 
have internships, did you have paid 
experience, did you have stuff that 
makes you look like a professional 
ready to contribute right away? It’s 
December. It’s not too late to get an 
internship over the last four 
months of college. “ : 

Lee says networking is still the 
most effective way to find a job and 
that hasn’t changed over the last 20 
years either. He has the perfect an- 
ecdote to illustrate that point, a true 
story that he gets supreme satisfac- 
tion out of relating. 


“A CPA had lost his job. He de- 
cided he wanted to get out of ac- 
counting and started looking for a 
job in corporate finance. He kept 
hearing about the importance of 
networking, but he was shy, intro- 
verted, and he didn’t want to meet 
people cold. It was a Friday after- 
noon and he had just had a job in- 
terview that didn’t go well. 

He didn’t have high hopes and it 
must have shown on his face, be- 
cause wher he pulled into the gas 
station where he had gone for 15 
years the guy who always pumped 
his gas asked him how he was do- 
ing. And he answered ‘not too well. 
I lost my job, I’m trying to find a 
new one in corporate finance and 
I’m not having any luck.’ And the 
gas station owner says ‘my sister 
works in finance, let me let her 
know you're looking.’ The next 
week he had an interview and the 
week after that he had a new job. 
Now how many people would 
think to network with the guy who 
pumps your gas!” 

As for the coming year, what 
does Lee predict? “The economy is 
improving and new jobs are being 
created,” he says. “Prospects for 
2005 are better than they have been 
for the past four years. In central 
New Jersey traditional employers 
are hiring again. That's in pharma- 
ceutical, banking, retail, real es- 
tate. Opportunities are being creat- 
ed again. As the 2005 budgets are 
approved they're larger and 
they're adding new people. The re- 
al trend you're going to see in 2005 

is turnover. People who have been 
at companies and haven’t been re- 
warded over the last four years will 
Jump ship. This will create more 
opportunity as their jobs open up.” 
— Euna Kwon Brossman 
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become more careful. The replacement of a 
poor worker is too costly a process. Each 
employee is now measured for his individ- 
ual productive contribution. 

This means that recruiters and selectors 
are willing to take more steps, says Green- 
berg. This is shown by the 
fact that all through the 
economic downturn, when 
employers have been hir- 
ing fewer and fewer em- 
ployees, demand for 
Caliper’s services was 
way up. The firm’s tests 
have been used by 25,000 
corporations. Caterpillar, 
WalMart, GMAC, John- 
son & Johnson, scores of 
Fortune 500 companies, 
and even many major league professional 
teams now number themselves among 
Caliper’s clients. 

Globally, this more analytical employee 
selection process has caught on. “I’m not 
sure if this approach is the chicken or the 
egg.” says Greenberg, “but we are now in 12 
different countries.” Interestingly, Green- 
berg applies the exact same test in Japan as 
he does in the United States. Human charac- 
teristics do not vary, he says, but the cultural 
display of these traits must be studied and 
discerned. 

When Chrysler brought in Caliper to test 
its sales people in Japan, the test team ob- 
served a very self-effacing, virtually no- 
pressure style of selling. Was this sales force 
less assertive than those in the United 
States? Did it have less of what Greenberg 
terms that “hunger for yes”? Absolutely not. 
These seemingly laid-back sellers were 
merely intelligently assessing the prefer- 
ences of the Japanese buyer and acting ac- 
cordingly. 

The latest trend in the hiring evolution? “I 
think companies are beginning — I say be- 
ginning mind you — to search new ground 
for their employees,” says Greenberg. The 
old idea of stealing talent from your com- 
petitors and looking for the familiar faces in 
the ranks is finally giving way. Increasingly 
even larger corporations are seeking out the 
individual with core competence and high 
motivation, and taking the time to train him 


ART aes 
Greenberg developed 
a test based on situa- 
tional and character- 
istic evaluations that 
job candidates could 
not second guess. 


on the job. Simply, it is far easier to teach a 
motivated person the trade than to try to in- 
still motivation in a bored expert. 

This broadening of the search field can be 
seen in the corporate acceptance of women 
returning to the work place. It used to be that 

a woman who had been 
a teacher, then dropped 
out to raise her family 
for several years, was 
automatically directed 
back into another teach- 
ing job. “Now compa- 
nies are hiring a woman 
like that to make her a 
trainer or service man- 
“ager,” says Greenberg. 
Businesses are also 


valuing the wisdom of 


age. Many firms that once puta glass ceiling 
in the way of older workers are now compet- 
ing for the retired employee who can switch 
into a new career full or part time. Recently, 
on Caliper’s “Winning in Business” radio 
show, which airs on WHWH and 30 other 
stations, Greenberg asked guest David Orec, 
the 81-year-old vacuum company owner, 
about retirement. “I’ve never even thought 
of it,” came the reply, “I can’t imagine any- 
thing more fun than what I’m doing right 
now.” — Bart Jackson 


Getting Personal: 
The Key to Getting Hired 


Avr: 20 years, a few people are begin- 
ning to catch on. And most of them are 
women. Since man first began trading labor 
for coin, being unemployed has been 
viewed as merely a situation — something 
that could be remedied by a little hard 
searching. But Tom Brophy, supervisor of 
claims for the New Jersey unemployment 
office, with an up close and personal view of 
the pink slip experience, has a different per- 
spective. 

“Unemployment remains an unmen- 
tioned emotional trauma, severe enough to 
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spiral into the deepest permanent 
depression,” he says. “And finally, 
realization is spreading that con- 
quering this trauma is the best way 
of getting re-hired.” 

The very positive and analytical 
?rophy has single-handedly gar- 
nered more experience with both 
unemployment and trauma than an 
entire department of human re- 


source professionals an office 
full of psychologists. In his 14 
years with the state unemployment 
office he has interviewed and 
helped more than 50,000 unem- 


ployed individuals. His articles de- 
scribing the problems and solu- 
tions for the out-of-work have 
three times won awards. And his 
career as an employer reaches way 
back into his youth. 

In 1896 the fashionable gentle- 
men in Princeton purchased their 
spats and shoes at the Brophy fam- 
ily shoe store. In 1963, after gradu- 
ating from Niagara University, 
Brophy took over from his father as 
third generation manager of the 
Brophy Shoe Store until it closed in 
1984. 

Each of unemployed people 
who pass through Brophy’s office 
sit puzzled as they watch him scrib- 
ble a set of letters — “DDIUYW” 
— ona small card that he shoves it 
in front of them. “This stands for 
Don’t Do It Unless You’ll Win,” 
explains Brophy. “While the whole 
hiring process has grown more 
complex and sophisticated, most 
of us are still using traditional 
methods that guarantee rejection.” 

Resumes are, for Brophy, the 
least useful job-getting tools on the 
planet. In his 14 years of helping 
the unemployed, he has seen only 
four people who actually were 
hired from resumes alone. Most re- 
sumes are never read. Human _re- 
source people go through the huge 
stack of applicants’ submissions 
until they find one or two promis- 
ing candidates. Then they stop, and 
the remainder get returned or 
tossed. 

The average unemployed work- 
er sends out 116 resumes during his 
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first weeks out of a job and receives 
four interested replies. This leaves 
him with the unhappy conclusion 
that 112 people think he is totally 
useless. “They may just be right,” 
the typical downsizing victim of- 
ten thinks. And he slips a little fur- 
ther down. 

Certainly have a resume, says 
Brophy, but employ it at a more ef- 
fective time. After you have had 
lunch with that specific individual 
who has the power to hire you or 
advantageously connect you, offer 
him a resume as a reminder. Other- 
wise, you are sending notes in a 
bottle with lottery-like odds of suc- 
Cess, 

The telephone does not have to, 
but almost invariably does, breed 
damaging rejection to the job 
hunter. The main flaw here is that 
people attack phone calls the same 
way they do resumes: quantity 
first. Throw enough of them 
around and some have just got to 
stick somewhere. So individuals 
make clueless calls. They phone 
the firm and ask for “the person in 
charge of hiring,” or, if they are 
feeling crafty, they ask for “the de- 
partment head” of the position they 
seek. 

“Think of yourself,” says Bro- 
phy. “How do you respond when 
some pitch man calls and starts out 
‘Am I speaking to the head of the 
household?’”” That man is dead 
meat, and so will you be if you do 
not do your homework. - 

Research the company _thor- 
oughly first, know everything 
about its workings, finances, and 
products. And definitely have at 
least a name and position to call. 
The increased sophistication of 
hiring practices are nowhere so ev- 
ident as on the phone. 

Even the formal interview ends 
up being a font of rejection for 
most . candidates, because they 
make it redundant. “People typi- 
cally re-spout their resume and tell 
the interviewer what they have 
done,” says.Brophy. Instead the job 
candidate should be telling his in- 
terviewer just what he can do for 
him — and for his company. Bro- 
phy is fond of the analogy of two 
men coming to your house seeking 
work. The first tells you he is very 
handy and asks if you have any 
work for him. The other comes 
and, noticing your peeling shutters, 
says he will paint your house for 
$800. 

The moral: A mountain of talk 
about your skills pales beside one 
good, well-researched proposition. 

In Brophy’s view little has 
changed in the plight of the unem- 
ployed and despite a growing so- 
phistication in the process over the 
past 20 year in the process of find- 
ing a job — all the Internet re- 
sources, for example — the one-to- 
one approach still works best. The 
quantitative, impersonal methods 
merely serve to spin job seekers 
farther down into the emotional 
mire. “Getting hired is a lot like 
getting married,” says Brophy. 
“You are looking for a lifetime re- 
lationship. So instead of telling 
about your skill with past lovers, 
you had better come up with a darn 
good proposal for this one!” 


— Bart Jackson 
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Rx For Resume: Su- 
san Guarneri knows 
the resume game. 


S$. Guarneri, president of 
Guarneri Associates, believes 
there are four reasons why resumes 
have changed in the 20 years since 
she started her career counseling 
business. Having recently relocat- 
ed from West Windsor to the 
woods of Wisconsin, Guarneri is a 
national certified career counselor 
who provides resume rewriting, 
editing, and advice, as well as 
counseling to individuals trying to 
pinpoint which career they wish to 
pursue next. A graduate of the Uni- 
versity of Wisconsin, where she 
studied biology, Guarneri 
(www.resume-magic.com) holds a 
master’s degree in counseling from 
Johns Hopkins. 

There has indeed been a resume 
revolution over the past 20 years. 
Here’s why: technology, the speed 
of change leading to perennial time 
crunches, global competition, and 
knowledge work. 

“Twenty years ago when you 
sent your resume in, an actual per- 
son who reviewed it,” says 
Guarneri. “Resumes then were ba- 
sic, just a reverse chronological job 
listing. Resumes today are not just 
there to provide information; you 
have to market yourself. Market- 
ing is now the key reason that you 
have a resume, and that you have to 
constantly be thinking about mar- 
keting every time you use your re- 
sume. You’re trying to grab peo- 
ple’s time; you’ re trying to beat out 
the global competition; and trying 
to showcase your expert knowl- 
edge and why they should hire 
you.” 

Today, because functions have 
been automated, there may not be 
anyone on the other end reviewing 
resumes. This forces the job appli- 
cant to articulate exactly what it is 
that he is going after. Ultimately, 
that means you may, and probably 
should, have more than one re- 
sume, because you may have more 
than one focus. Before you even sit 
down and write a resume, you need 
to be clear on what career you want 
to pursue. 

“For instance,” Guarneri says, 
“someone who is qualified to be 
CFO of a large firm may also be 
qualified to be CEO of a small 
firm. Those are two different areas 
of focus, and one resume won’t 
Serve both purposes. Different 
skills need to be brought out on 
each resume to support the specific 
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job focus.” 

Guarneri reminds applicants to 
keep the three Cs of resumes in . 
www. fennelly.com mind — clear, concise, and com- 
60 9 /5 2 0 0 0 6 4 pelling. “Twenty years ago, re- 

- sumes didn’t have to be com- 
pelling,” she says. “However, to- 
day you may be, and probably are, 
competing with people in Hong 


CALL US TODAY! (609) 671-9400 


Commercial Real Estate 
Services Worldwide 
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Kong, which means that if your resume is not 
compelling and tied into the employer’s 
needs — they’re going to skip right past 
you.” 

Not only do you need to be clear about 
your focus, but your resume is now going in- 
to an electronic database, not to a person. So, 
it needs to be compatible with the database, 
so that it doesn’t arrive garbled. Therefore, if 
you go to a website and enter an electronic 
resume, you need at least two versions: one 
that can be E-mailed cleanly without line 
wrapping, and one that can be cut and pasted 
into an existing website’s format. 

“It’s really important now that you have 
your resume and portfolio in various for- 
mats,” says Guarneri. 

For the first, you take a 
traditional resume and 
“save as” an ASCII text 
resume WITH _etiine 
breaks, and then limit 
each line end to 60 char- 
acters (because 60 is the 
default for most E-mail 
programs) and then put in 
hard returns by hitting 
“return.” Where websites 
allow you to paste your 
resume into their existing 
database, as is the case on 
Monster.com, you need to “save as” an 
ASCII text resume WITHOUT line breaks, 
which means it will fit into each individual 
website’s requirements automatically. 

Also, remove parentheses: many pro- 
grams read parentheses as the letter “I” or a 
“1.” And then there’s the forward slash; the 
forward slash is also read by some comput- 
ers as anlora 1. 

Keep in mind that whatever part of a re- 
sume shows up on the first screen is the most 
important. Don’t assume that anyone is go- 
ing to scroll down to read the rest. The type 
of job desired and the focus of your career 
needs to be clearly stated at the top. You need 
a clear and concise summary stating your 
qualifications for the position in a nutshell. 
“Think of it as a preview of coming attrac- 
tions,” says Guarneri. 

Finally, your resume needs to contain key 
words so that it comes up on a database 


The Princeton 
Center for 


NLP 


One Day Program 


Sa ES 
Technology has cre- 
ated a resume revolu- 
tion over the past 20 
years. ‘Years ago 
when you sent your 
resume in, an actual 
person reviewed it.’ 


search for the sort of things you would ex- 
pect your focus to include. “Without the ap- 
propriate key words your resume is going to 
sit out there and languish away,” says 
Guarneri. “And the key words have to be on 
the right place ina resume. Typically up front 
and near the top, right after the contact infor- 
mation. Think about it,” she explains. 
“When you go on Google.com, depending 
on the phrase or key words you enter, differ- 
ent results appear.” 

Also, when you send an E-mail, in the 
subject line, make sure you put “Re:” and 
any job number or job title provided. If you 
put “John Brown resume,” who cares? You 
must make it relevant to the employer. 

Many professionals cannot just send a re- 
sume, they must add a link 
to a portfolio. If you are a 
professional — photogra- 
pher, artist, or writer, you 
have to have a web portfo- 
lio. It’s not even an option 
anymore, it’s absolutely 
necessary. © “Remember, 
you have to have proof,” 
says Guarneri. “It’s no 
longer enough to state that 
you’re an expert. Every- 
body says that. 

Even those who don’t 
need to show a portfolio do have to provide 
proof of accomplishments. For every job you 
list on your resume, you should show quan- 
tifiable accomplishments. Everybody has 
them. Ask yourself: when you started that 
job, what needed to be fixed? How did you 
deal with the problems? Did you resolve 
them? If they were not resolvable, why? Po- 
tential employers need to get a feel for the 
scope of what you’ve handled. If you are a 
corporate trainer, how many training ses- 
sions have your given? How large were your 
audiences? Was it administrative, profes- 
sional or technical training? Were they on- 
site, offsite, or worldwide?” 

You’re actually painting a picture of what 
you are capable of, and what you have al- 
ready accomplished, in order to convince a 
potential employer that you are able to ac- 
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Learn the techniques that are used 
by some of the most successful 
and influential people in the world. 


Discover why millions of people 
the world over think that NLP is so 
important to them. 


Healing Your Heart, Embracing Your Spirit 


In addition to Mind and Body, Spirit is also an 
important aspect of being fully human. This 
program explores NLP concepts and 

techniques that have been modeled from some 
of the worlds most renowned spiritual masters. 


Date: February 12, 2005 
Time: 10:00 am to 5:30 pm 


For Brochure or Registration 
Call 609-689-3748 
E-mail - nlpprinc@optonline.net 


Take Your Life to a Whole New Level! 


Experience the power of Neuro-Linguistic Programming 


Free NLP preview 


Friday, January 7, 2005 
OR 


Friday, Feburary 18,2005 
7:00 pm to 8:30 pm 


Kingston, NJ 


Two Day Program 
Introduction to Neuro-Linguistic Programming - NLP 


This course is for individuals who are new to NLP or who 
have heard or read about NLP in professional journals 
and would like to “find out for themselves” if NLP is useful 
and effective. 


Date: March 5, 2005 
Time: 10:00 am to 5:30 pm 


Find out how this can work for you. 


For more information, visit us at 
www.nipprinceton.com 
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_ Mercer County Legal Staff 
“Lunch et Learn Program” 


The Honorable Paulette Sapp-Peterson 
Presiding Judge of the Mercer County Superior Court, Civil Division 
Team Leader, CDR/ 
General Equity 


Nina Thomas 
Civil Division Manager 


~And~ 


Present “Order in the Court” 


Tuesday, aes 
January 11, 2005) 
| 12:00 -2:00 pm | 


> You'll get an overview on court administration 


© You'll get tips in interacting with the Judges’ 


Chambers and the Clerk's office Amalfi’s 
, - a Fine Italian 
& You'll learn fundamental Civil Division procedures | Restaurant | 
[> You'll meet other Mercer County legal support staff _| 146 


Lawrenceville- | 
| Pennington Rd. | 
Lawrenceville | 


> You'll personally meet the Presiding Judge 


[You'll receive a FREE copy of “The Essential 
Role of the Paralegal” 


This “Lunch & Learn Program” is designed for legal secretaries and paralegals. 
$40.00/person. Includes materials and full lunch. 


! Name: Firm: 


, 1245 Whitehorse-Mercerville Road, Suite 420, Hamilton, NJ 08619-3894. 
Phone: 609-585-6200 Fax: 609-585-5537. Email: Francine@mercerbar.com. A 48 Hour 
written notice is required for cancellation and refund. Deadline for registration is 1/6/05. 
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YOUR FUTURE DEPENDS ON YOU 


Barbara L. Russo, CFP, CDFA, APM 
609-921-3017 
brusso@voicenet.com 


www.financialdivorceplanning.com 
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complish the same for him. And it’s 
not enough to state your good in- 
tentions. Employers want proof 
that you have accomplished the 
particular requirements that they 
seek. 

“Out of 100 resumes an employ- 
er receives, maybe 10 will have 
proof of accomplishments,” says 
Guarneri. “Those are the 10 they’re 
going to look at.” 

The advent of global competi- 
tion means that unlike 10 years 
ago, you don’t have to just worry 
about who else in town may apply 
for a position. You may now be 
competing with people in India, Sri 
Lanka, or Brazil. “What that means 
for the job applicant,” says 
Guarneri, “is that you have to make 
a compelling argument for why 
you are the one who should be 
hired. It really puts the onus of 
proof on the job applicant. It’s not 
enough to list a random set of ac- 
complishments. They have to be 
tied into the employer’s needs for 
the particular job for which you’re 
applying.” 

Says Guarneri: “I encourage my 
clients to write up as many accom- 
plishments as they can think of us- 
ing the ‘CAR’ formula: challenge, 
action, results. What was the chal- 
lenge or problem you faced, the ac- 
tion you took, and the results you 
gained. And then sort them, by cat- 
egory.” 

Some accomplishments may 
deal with operations. Some may 
deal with motivating personnel. 
There are going to be different 
functional categories. That way 
you have them sorted like a Chi- 
nese menu. You can go back to 
each job you’re applying for and 
pull from those columns in order to 
show that you have the experience 
to do that particular kind of job. 
You don’t have to scramble at the 
last minute because you will have 
thought about it and prepared your 
CAR statements already. It makes 
it a whole lot easier to customize 
your resume, which is now what 
you need to do.” 

Twenty years ago, a generic re- 
sume was fine. If you send out a 
generic resume now, you might as 
well get a shovel and dig your 
grave, because: you’re not going 
anywhere. — Fran lanacone 
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Business Meetings: Recruiting Websites 


The recruiting technology 
consultants who founded Career- 
Xroads, a company based in 
Kendall Park, are just two guys 
who seven years ago finally left the 
corporate world and gave up their 
day jobs. Two very smart and for- 
ward-looking guys. Today, 
Xroad’s client list looks like a For- 
tune 500 line-up: J&J, Bristol My- 
ers Squibb, AT&T, Merrill Lynch, 
Target, and Wachovia, 

It was in the early 1990s that 
Mark Mehler and Gerry Crispin 
crossed roads. Both were success- 
ful in corporate recruiting careers. 
Crispin worked with Johnson & 
Johnson and later Shaker Advertis- 
ing, arecruitment advertising firm. 
Mehler was a contract recruiter for 
General Electric, Martin Marietta, 
and Johnson & Johnson. 

“When we met, the Internet had 
just started, and it took us about a 
year to figure out 


The pair started teaching others 
how to use the Internet for recruit- 
ing purposes, and in fact Mehler is 
scheduled to give a seminar on cor- 
porate recruiting websites for the 
Human Resources Management 
Association on Monday, January 
10, at 5:30 p.m. at the Princeton 
Hyatt. Cost: $40. Call 609-844- 
0200. Collaborating with Cornell 
University, they taught technology 
classes for a number of years be- 
fore starting to consult with big 
companies. 

“We found a niche in the early 
’90s in the jobs space and we set up 
our business model like Consumer 
Reports,” says Mehler. “We take 
no advertising, we have no stock, 
we don’t sit on boards. Everything 
we do is disclosed, so the level of 
integrity in what we do is very 
high. There’s nobody else out there 
doing it. Clients ask us to come in 
and sit down with a vendor and pull 

the technol- 


that the Internet was ogy apart. 
going to change the EE AEE They know 
way a Se can’t stay on the mee pe 
sources and recruit- 

ings’ was being internet for long, and anybody.” 
done,” says Mehler. getajob that way, Things 
“We — a says CareerXroads’ z Ml a 
ing information an t ; change 
building a database Mehler. You ve got to bit since the 
of online job sites. | network. early days. 
And then we got in- _uguuueeeemememmmmmmmmms A! ‘hat 
vited to speak at a time, we 


conference. They 

told us if we had a book, they 
would promote it for us. Anda light 
went off in our heads. It took us 
about a month to put it together.” 

They took the database and 
working with a now defunct 
Princeton printer printed a book in 
a very short time. 

“We had to work fast because 
the Internet changes so quickly, 
and anything published about it is 
old as soon as it hits the streets,” 
says Mehler. “Once we got pub- 
lished, we didn’t have enough 
money for two plane tickets to 
Chicago, so Gerry gave the presen- 
tation alone. It was standing room 
only. That presentation led to eight 
books in eight years. We turned in- 
formation from the book into about 
100 speaking engagements each 
year. We’ve been to Japan, China, 
Australia, and Europe.” 


could only 
find 300 job boards. No corporate 
sites. Just Monster.com and some 
others,” says Mehler. “Now there 
are probably 10,000.” 

In fact Mehler and Crispin have 
done a survey of corporate web- 
sites for the last four or five years. 
They look at the job page on every 
Fortune 500 website every year. 
Amazingly enough, 2004 was the 
first year that all of the Fortune 500 
companies had a corporate web- 
site. 


Mente: recommends that job 
seekers today should get a map of 
where they live. Find out who they 
want to work for in the surrounding 
area and check out their websites. 
Because it costs no additional 
money, most companies today post 


jobs on their.corporate websites. 


“Target the company, not the 


job,” recommends Mehler. “Be- 


cause 35 to 60 percent of all job 
seekers get their jobs through em- 
ployee referrals, you need to find a 
friend inside that targeted compa- 
ny to walk your resume down to 
human resources. The odds are 
much more in your favor if you 
have a friend on the inside, instead 
of being one of a half million re- 
sumes in a database.” 

The Internet is a great place to 
find out about jobs, and it is also a 
great tool for finding out about 
companies. “You're going to be 
asked questions on the Internet pri- 
or to submitting your resume on- 
line to the company,” says Mehler. 
“You have to have knowledge 
about the job you're applying for, 
and what the culture is, before you 
apply.” 

Because the recruiter’s job is to 
knock you out of the running, web- 
sites have as many ‘knock-out’ 


-questions as ‘knock-in.’ Compa- 


nies get 300 to 400 resumes for 
each job, so you want to make sure 
that yours is viewed as the cream of 
the crop. Recruiters customize 
questions for each job and they 
vary by recruiter and by company. 
The responses you give are graded 
by percentages set by the re- 
cruiters. They set the percentage of 
right answers that they require so 
that you pass or don’t pass the bar. 
Mehler sees 2005 as full of 
promise for job seekers. “Based on 
reports from our clients, the first 
six months of 2005 are going to be 
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very good for job seekers,” he says. 
“Our clients are hiring hundreds, 
thousands, and tens of thousands of 
people all across the country. But 
the job seeker has to find the niche 
into which he fits.” 

Despite the fact that their busi- 
ness is built around Internet job 
searches, the Xroads partners ac- 
knowledge one tactic that has not 
changed since the dawn of ‘Net. 
“You can’t stay on the Internet for 
long, you’re not going to get a job 
that way,” says Mehler. “You’ve 
got to network. You’ve got to meet 
people. You have to find what you 
like to do, and twist it, and keep it 
up to date. What we tend to do, is 
look for the same job we just left. 
That’s a mistake.” 


— Fran lanacone 


Business Meetings 
Thursday, January 6 


11:30 a.m.: Princeton Chamber, 
Sidney Caspersen, director of 
homeland security for New Jer- 
sey. $40. Doral Forrestal, 609- 
924-1776. 


2:30 p.m.: New Jersey Bankers: 
Association, “Reporting Suspi- 
cious Activity,” telephone semi- 
nar, Ken Golliher, Pegasus Edu- 
— Services. $250. 609-520- 


5:30 p.m.: Middlesex Chamber, 
Young Professionals Happy Hour. 
Light appetizers and cash bar, 
$15 and $30. Call Erin Clarke at 
732-821-1700. Sheraton at 
Woodbridge Place, Iselin, 732- 
287-2222. 


7 p.m.: New Jersey State Bar 
Foundation, “Wills and Estate 
Planning,” Edward Wacks of 
Mandelbaum Sailsburg et al in 
West Orange. Free. New Jersey 
Law Center, One Constitution 
Square, New Brunswick, 732- 
937-7518. 


Friday, January 7 


9 a.m.: Rider University, “Business 
Analysis and Equity Valuation 
with eVal,” also Friday, January 
14, Larry Prober, associate pro- 
fessor of accounting. $795. Com- 
puter Classroom 109, Sweigart 
Hall, 609-896-5033. 


Saturday, January 8 


9 a.m.: Rider University, “Fraud 
Detection and Prevention,” first of 
four seminars, Paul E. Zikmund, 
director of forensic audit for Tyco 
International and director of fraud 
investigative services for Dow 
Chemical. $300. Computer 
Classroom 109, Sweigart Hall, 
609-896-5033. 


Monday, January 10 


9 a.m.: NJAWBO Women’s Busi- 
ness Center, “Are You an Entre- 
preneur?” Free. 127 Route 206, 
Hamilton, 609-581-2220. 


5:30 p.m.: Human Resources 
Management Association, “Your 
Website is the ‘Soul’ of Your Re- 
cruiting Process: Sinners Re- 
pent,” Mark Mehler, Ca- 
reerXRoads. $40. Hyatt Regency, 
Princeton, 609-844-0200. 


7 p.m.: Princeton PC Users 
roup, Lawrenceville Public Li- 
brary, Route 1 and Darrah Lane, 
908-218-0778. 


Tuesday, January 11 


Stinar. 


Communications, LLC 


well said, weil written, well done! 


Visual Presentations 
Newsletters 
Brochures 
Procedure Manuals 
Training Presentations 
Logo Design 


Our creative staff combines over 
25 years experience with CNN. 


609.275.4497 
- stinar_comm@hotmail.com 


10 a.m.: Mercer Chamber, Career 
Connections job fair. Snow date, 
ig og! January 12. To 4 
p.m. Free. Rider University, 609- 
393-4143. 


11:30 a.m.: NJ CAMA, “The Glob- 
al Brand,” Darralyn Reith, Global 
Design, Campbell Soup. $45. Do- 
ral Forrestal, 609-799-4900. 


Noon: Metropolitan Trenton 
African American Chamber of. 
Commerce, Roman Hall Restau- 
rant, 100 Whittaker Street, Tren- 
ton, 609-393-5933. 


2:30 p.m.: New Jersey Bankers 
Association, “IRA Part |: Introduc- 
tion,” telephone seminar. Laura 
Wilson, Pegasus Educational 
Services. $245. 609-520-1221. 


4 p.m.: New Jersey Technology 
Council, Panel on technology col- 
laborations and exporting be- 
tween India and New Jersey. 
Seema Singhe, state rate payer 
advocate, moderator, with Rajeev 
Kahoka of netForensics, Venu 
Myneni of Radiant Systems, Sub- 
hajit Chatterjee of Quest Diag- 
nostics. $40. Cogswell Realty 
Group, 744 Broad Street, 
Newark, 856-787-9700. 


5 p.m.: Society for Human Re- 
source Management of Central 
New Jersey, “Legal Update on 
Hot Topics,” Gregory T. Alvarez 
and Brett M. Anders Anderson of 
Jackson Lewis. $40. Somerset 
Holiday Inn, 732-356-8905. 


6 p.m.: American Chemical Soci- 
ety, Trenton Section, “Chemical 


Literature in Yiddish,” Stephen M. - 


Cohen, HORIBA Jobin Yvon, in 
honor of the late Paul S. Cohen, 
professor emeritus of chemistry, 
College of New Jersey. $18. Daly 
Boardroom, Rider University, . 


6 p.m.: Business Marketing Asso- 
ciation, “Keeping in Touch with 
Your Customers Via Surveys,” 
Terry Pranses, Pranses Research 
Services. $40. Somerset Rama- 
da, 866-203-7830, extension 
8418. 


6 p.m.: NAWBO, North Central 
Jersey, “Guerrilla Marketing,” 
Ellen Silverman, ESA Marketing 
and certified Guerrilla Marketing 
Coach. $25. Brown bag. Room 


003, Brookdale Community Col- _ 


lege, Freehold, 732-291-4613. 


6 p.m.: NAWBO, South Jersey, 
“Building Business Value: Three 
Personalities of a Business Own- 
er,” Michael S. Pucciarelli of Bar- 
tolomei Pucciarelli, $25. Burling- 
ton County College Enterprise 
Center, 3331 Route 38, Mt. Lau- 
rel. 609-298-5991. 


6:30 p.m.: Institute for Profession- 
al Development, Logistics/Supply 
Chain management certificate, 
Tuesdays and Thursdays through 
April 21. Daniel McAuliffe, Ameri- 
can ea of Transportation & 
Logistics. $199 per two-session 
course. Enterprise Center, 
Burlington County College, Mt. 
Laurel, 609-877-4520. 


7:30 p.m.: JobSeekers, Network- 


ing and support for changing jobs 
or careers, weekly, no charge. 
Parish Hall entrance, Trinity 
Church, 33 Mercer Street, 609- 
924-2277. 


Wednesday, January 12 


8 a.m.: Newark Technology 
Group, “The ABCs of Setting up a 
Small or Medium Business Com- 
munications Network,” Tom Sen- 
ator of Cisco and Trent Tursi of 
Nu-Vision Technologies. $25. 
www.newarktechgroup.com. 
Bentley's, Hilton Newark Gate- 
way, 973-623-9464. 


5:30 p.m.: Association of Govern- 
ment Accountants/ASPA, “2004 
Tax Update,” Sherise Ritter, Mer- 
cadian Group. Call Michelle 
Cooper, extension 2770 or John 
Geniesse at 609-292-7210. $30. 
Roman Hall, 100 Whittaker Av- 
enue, Trenton, 609-882-2000. 


Thursday, January 13 


10 a.m.: NJIT Procurement Center 
in Trenton, “How to Do Business 
with the Federal and State Gov- 
ernment.” Free. Mary G. Roebling 
Building, 973-596-3105. 


11:30 a.m.: Industrial/Commercial 
Real Estate Women, “Work Life 
Balance,” Janet Neal, Productivi- 
ty Resource Group. $55. Hilton 
Woodbridge, 120 Wood Avenue, 
South Iselin, 732-842-5070. 


EXPERIENCED HEALERS, HEALING EXPERIENCES 


Take a tree 


test sit. 


Drop in any day January 3-9. 


c er 4 Ney. 


f XB 4 


609-924-7294 
PRINCETONYOGA.COM 
The (enter for feng shui, massage, naturopathy, 


aromatherapy, consciousness-raising, 
chiropractic and yoga of all kinds. 
Over 80 workshops and daily classes. 


50 VREELAND DRIVE, SUITE 506 at MONTGOMERY PROF'L CENTER 
1/2 MILE WEST OF ROUTE 206, OFF ROUTE 518 WEST 


39 Everett Drive, Bidg D 
Princeton Junction, NJ 08550 


LOOKING FOR AN ACCURATE 
MAILING LIST? 


Let SHM help you reach new qualified prospects! 
We offer BUSINESS, CONSUMER, RESIDENTIAL 
and SPECIALTY databases. 


Give us a Call today for counts or to place an order. 
Contact Lisa Edelstein our list expert at 609-799-1717 x 205. 


Mike Fattori is a Believer. 


have LASIK sooner’ 


an 


Call us to schedule a 
complimentary LASIK screening. 


\ 
\ Join The LASIK Generation. 


au Ez \ 
Call us at 609-924-9200 


Princeton Healthcare Center 
419 No. Harrison St., Princeton, N] 08540 


~Mike Fattori, Amateur Race Car Driver 


At Wills Laser Vision at Princeton, the doctors of The Princeton Eye Group 
have been correcting vision for 25 years. If you're tired of wearing glasses 
or contacts — talk to us about LASIK and we'll make a believer out of you. 


e . 
Wills Laser Vision 
The Princeton at Princeton Y 4 


Eye Group 
STEPHEN M. FELTON, M.D., Ph.D., MICHAEL Y. WONG, M_D., 
RICHARD H. WONG, M.D., R. DAVID REYNOLDS, M.D., 
ANITA L. MIEDZIAK, M.D., SAMUEL M. LIU, M.D., Ph.D., 
JOHN A. EPSTEIN, M.D. 
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ART FILM 


LITERATURE 


| Og DANCE DRAMA MUSIC 


PREVIEW 


DAY-BY-DAY, JANUARY 5 TO JANUARY 13 


Wed inesdi Vv ' 


Nikon Exhibit, New Jersey State 
Museum, Galleries at 225 West State 
Street, Trenton, 609-292-6464. “Nikon's 
Small World,” a touring exhibit recognizing 
excellence in photography through the mi- 
croscope, continues through February 4. 9 
a.m. to 5 p.m. 


Jessie Starbuck, Small World Coffee, 14 
Witherspoon Street, 609-924-4377. First 
day for art exhibit featuring works by Jessie 
Starbuck reflecting the years 2000 to 2004. 
Through February 1. 11 a.m. 


American Art Icons, Mason Gross School 
of the Arts, Civic Square Galleries, 33 Liv- 
ingston Avenue, New Brunswick, 732-932- 
7511. First day of exhibit of 20th century 
American art icons from artists Will Barnet 
and Bob Blackburn. Through February 4. 
Gala to honor Barnet and memorialize 
Blackburn will be held 6n Saturday, Janu- 
ary 15. Dinner for two and a print by Barnet, 
$500. 5 p.m. 


The Secret in the Wings, Berlind Theater 
at McCarter, 91 University Place, 609-258- 
2787. Five classic fairy tales adapted and 
directe by Mary Zimmerman include Three 
Blind Queens, Allerleirah, The Prince Who 
Wouldn't Laugh, Silent for Seven Years, 
and Beauty and the Beast. Not suitable for 
small children. Through February 13. $28 
to $48. 7:30 p.m. 


The Winning Streak, George Street Play- 
house, 9 Livingston Avenue, New 
Brunswick, 732-246-7717. Drama by Lee 
Blessing about a father and son who have 
little in common. Preview. $28 to $56. 8 
p.m. 

Harold & Maude: The Musical, Paper Mill 
Playhouse, Brookside Drive, Millburn, 
973-376-4343. World premiere of a musical 
based on the cult film, Harold and Maude, 
about a widow and a young man. Directed 
by Mark S. Hoebee. Through February 6. 
$31 to $68. 8 p.m. 


Princeton Country Dancers, Suzanne Pat- 
terson Center, behind Borough Hall, 609- 
683-7956. $7. Beginners welcome, lessons 
at 7:40 p.m. 8 p.m. 


Women’s Workout Center, Princeton YW- 
CA, 609-497-2100. The new fitness center; 


Chicken Teriyaki & California Roll 
Chicken Ketsu & Beef Dumpling 
Scallop Teriyaki & Shrimp Tempura ...necorenenSO.49 
Tuna Boy Tuna Roll & 4-Pc. Tuna. 
Salmon Boy Salmon Roll & 4-Pc. Salmon .....$7.35 


2-9 p.m. Mon-Fri. 
All Day Sat. & Sun. 


Good on Take-Out 
and Eat-in Only With Coupon. 


Expires 1-31-05 


Under the Microscope: 
‘Nikon’s Small World,’ a col- 
lection of 20 photomicro- 
graphs from around the world 
is at the State Museum 
through Wednesday, Febru- 
ary 4. See story, page 36. At 
right: A photo of crystallized 
resorcinal and carbon tetra- 
bromide (33x) by John Hart. 


memberships available. Fitness and yoga 
classes free through January 8. 10 a.m. 


Princeton Center for Yoga & Health, 50 
Vreeland Drive, Suite 506, Skillman, 609- 
924-7294. Feldenkrais method of aware- 
ness through movement. Register. 12:15 
p.m. 


Yoga for Cancer Survivors Gentle yoga. 
Drop-ins welcome. $14. 5:45 p.m. 


For Parents 


Parent Education Classes, HiTops, 21 
Wiggins Street, Princeton, 609-683-5155. 
“Take a Deep Breath: How to Talk With Your 
Kids About Sex and the Internet”, facilitated 
by Judith Steinhart, Certified Sex Educator, 
Columbia University. Register. Free. 7:30 
p.m. 


Guitar Workshop, Lawrence Library, Dar- 
rah Lane and Route 1, Lawrence Township, 
609-989-6922. Musician Richard Kauffman 
presents workshop for the busy person. 
Guitars are provided. Register. Free. 7 p.m. 


UFO Study Group, Hamilton Township Li- 
brary, Municipal Drive, 609-631-8955. Pat 
Marcattilio hosts monthly meetings about 
UFOs and earth mysteries including 
ghosts, lake monsters, and crop circles. 
7:30 p.m. 


Open House, Congregation Beth Chaim, 
329 Village Road East, West Windsor, 609- 
799-8811. Open house for prospective stu- 
dents in pre-school and enrichment pro- 
grams for toddlers to age six. The school is 
open to the community. Through January 7. 
Register. 9:30 a.m. and 1:30 p.m. 


Sports 


Trenton Titans Hockey, Sovereign Bank 
Arena, Hamilton Avenue at Route 129, 
609-599-9500. Bakersfield. $10.50 to 
$25.50. 7 p.m. 


Northern Lights Festival, New Jersey 
Symphony Orchestra, State Theater, New 
Brunswick, 800-ALLEGRO. Neeme Jarvi, 
conductor, and Per Tengstrand, piano. Pro- 
ttt includes Finlandia, Op. 26, Sibelius. 

24-$82. 8 p.m. 


The Secret in the Wings, Berlind Theater 
at McCarter, 91 University Place, 609-258- 
2787. Five classic fairy tales adapted and 
directed by Mary Zimmerman include 


FORRESTAL VILLAGE 
609-734-0900 Fax: 609-734-0910 


GOOD FOOD - GOOD PRICES 


$5.49 


$5.99 


FREE DELIVERY 


30! N. Harrison St. 


2-8:30 p.m. (Minimum order $15) - Lunch Delivery Please call by tam 
Store Hours: Mon-Sat. 10 am.-9 p.m. - Sunday 10 am.-6 p.m. 


| 


Three Blind Queens, Allerleirah, The Prince 
Who Wouldn't Laugh, Silent for Seven 
Years, and Beauty and the Beast. Not suit- 
able for small children. Through February 
13. $28 to $48. 7:30 p.m. ; 


The Winning Streak, George Street Play- 
house, 9 Livingston Avenue, New 
Brunswick, 732-246-7717. Drama by Lee 
Blessing about a father and son with little in 
common. Preview. $28 to $56. 8 p.m. 


Harold & Maude: The Musical, Paper Mill 
Playhouse, Brookside Drive, Millburn, 
973-376-4343. Musical based on the cult 
film, Harold and Maude, about a widow and 
a young man. Directed by Mark S. Hoebee. 
Through February 6. $31 to $68. 8 p.m. 


Garden State African Violet Club, Wash- 
ington Township Library, 42 Robbinsville- 
Allentown Road, Robbinsville, 609-275- 


VEGETARIAN RESTAURANT 


Sunflower House Specializes in: Healt hy Vegetarian [ 


“Sich 
IS 


with Very Special Tastes. All Veggie Meat Made of Soy Bear Protek 


$7.35 Must 


oom or Wheat Glute: 


, Princeton ¢ (Princeto n Shopping Ce 


Tel: 609- 279- weee.’ + vex: 609- 683- 8989 | 
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8708. Monthly meeting features 
“Violets 101.” Visitors are wel- 
come. 7:15 p.m. 


Biood Drive, University Medical 
Center at Princeton, 253 Wither- 
spoon Street, 609-497-4366. 
Waik-ins welcome. Also open 
Tuesdays, 7:30 a.m. to 3 p.m.; 
Wednesdays, 1 to 3 p.m.; and Fri- 
days, 7:30 a.m. to 3 p.m. 7:30 
a.m. to 6:30 p.m. 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. 
Core muscles toning with Michal 
Ben-Reuven. First class free for 
newcomers. $96 for eight weeks. 
Noon. 


Feldenkrais Chair Class. Regis- 
ter. 2:30 p.m. 


Introduction to Crystals, Full 
Circle Family, 329 Princeton 
Hightstown Road, East Windsor, 
609-371-0888. Explore healing 
and mystical qualities with Mar- 
lene Volper. Register. $40. 7 to 9 
p.m. 


Prenatal Yoga, Princeton Health- 
care System Foundation, 
Princeton Fitness and Wellness 
Center, Route 206, 609-497- 
4480. First of eight-session pro- 
gram. Through February 24. Reg- 
ister. $160. 7 p.m. 


Gary Delena, The Stress 
Factory, 90 Church Street, New 
Brunswick, 732-545-4242. $12. 8 


p.m. 


Music Together, Princeton area, 
609-924-7801. Sample a class for 
newborn to age four. Register. 
Free. 9:30 a.m. 


Open House, Congregation 
Beth Chaim, 329 Village Road 
East, West Windsor, 609-799-_ 
8811. Open house for prospective 
students in pre-school and en- 
richment programs for toddlers to 
age six. The school is open to the 
community. Register. 9:30 a.m. 
and 1:30 p.m. 


Gay People Princeton, Unitarian 
Church, 50 Cherry Hill Road, 609- 

- 410-7129. Social group meets 
first and third Thursday of the 
month. www.gaypeopleprince- 
ton.com. 8 p.m. 


55-Plus, Jewish Center of Prince- 
ton, 435 Nassau Street, 609-737- 
2001. “Jumping Genes” present- 
ed by Abram Gabriel, associate 
professor of molecular biology _ 
and biochemistry at Rutgers Uni- 
versity. Free. 10 a.m. 


Art Opening: An exhibit of works by Jessie Star- 
buck opens at the Small World Gallery at 11 a.m. 
on Wednesday, January 5. 609-924-4377. 


Piano Teachers’ Forum, Jacobs 
Music, 609-587-8313. Chrisanna 
Ghadiri presents a program, 
“How to Motivate Students.” $10. 
9:30 a.m. 


Egisto, University Opera The- 
ater, Richardson Auditorium, 
609-258-5000. Francesco Caval- 
li’s comedy “Egisto” performed by 
members of Music 214, Projects 
in Vocal Performance. Directed 
by Clifford Sofield, Class of 2002, 
and Michael Pratt conducts mem- 
bers of the University Orchestra. 
Princeton professor Wendy Heller 
presents a talk at 7 p.m. followed 
by 8 p.m. performance. Free by 
reservation. 7 p.m. 


Northern Lights Festival, New 
Jersey Symphony Orchestra, 
Prudential Hall/NJPAC, Newark, 
800-ALLEGRO. Neeme Jarvi, 
conductor, and Per Tengstrand, 
piano. Program includes Finlan- 
dia, Op. 26, Sibelius. $24-$82. 8 
p.m. 


David Kleiner and Liz Pagan, the 
Folk Project, Morris Cultural 
Center, 300 Mendham Road, 
Morristown, 973-335-9489. Also, 
Mark Schaffer. $6. 8:30 p.m. 


The Three Phantoms in Concert, 
Community Theater, 100 South 
Street, Morristown, 973-539- 
8008. Three former leads from 
“Phantom of the Opera” perform 
signature standards and Broad- 
way show tunes. $32 to $47. 8 
p.m. 


Art 


Artist of Art and Life, West 
Windsor Library, North Post 
Road, 609-799-0462. Exhibit of 
painting by Indian artist Jayant 
Parikh. Born in India in 1940, he 
has exhibited in both-India and 
abroad. He has received numer- 
ous national and international 
awards in painting and graphics. 
Through January 31. 10 a.m. 


Art Opening, Arts Council of 
Princeton, 102 Witherspoon 
Street, 609-924-8777. Reception 
for “Distillations,” a shared exhibit 
by Pam Farrell and Madhvi Sub- 
rahmanian. The show features In- 
dian-inspired pottery and clay 
sculpture by Subrahmanian along 
with Farrel's exhibit of encaustic 


works created by an ancient 
painting method. On view through 
January 21. Artists present a talk 
and slide presentation at 7 p.m. 6 
to 8 p.m. 


Frank Magalhaes and E.J. 
Greenblat, Gallery 14, 14 Mer- 
cer Street, Hopewell, 609-333- 
8511. Reception for shared ex- 
hibits, “Closeup: A Photographer 
and His Lady” by Frank Magal- 
haes, and “A Taste of New Or- 
leans” by E. J. Greenblat. Exhibits 
on view through February 6. Meet 
the photographers on Sunday, 
January 9, 1 to3 p.m. 6 to 9 p.m. 


Rico Telofski, Gourgaud 
Gallery, Cranbury Town Hall, 
Schoolhouse Lane, Cranbury, 
609-395-0900. Opening recep- 
tion for “Art for Guys,” an exhibi- 
tion created by Rico Telofski of 
color composited images creating 
a spoof on modern society and 
advertising. A Plainsboro resi- 
dent, Telofski is a nationally ex- 
hibited pop artist. Show is on view 
through January 28. 6 to 8 p.m. 


Meditations, Barron Arts Center, 
582 Rahway Avenue, Wood- 
bridge, 732-634-0413. Reception 
for “Meditations,” an exhibit of 
paintings by Nicholas Rosal. To 
January 30. 7:30 to 9:30 p.m. 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787. Five 
classic fairy tales adapted and di- 
rected by Mary Zimmerman in- 
clude Three Blind Queens, Aller- 
leirah, The Prince Who Wouldn't 
Laugh, Silent for Seven Years, 
and Beauty and the Beast. Not 
suitable for small children. 
Through February 13. $28 to $48. 
8 p.m. 


The Winning Streak, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. Opening night for dra- 
ma by Lee Blessing about a fa- 
ther and son who have little in 
common. Lucie Tiberghien di- 
rects. Through January 30. $28 to 
$56. 8 p.m. 


The Foreigner, Kelsey Theater, 
Mercer College, 1200 Old Tren- 
ton Road, 609-584-9444. Open- 
ing night for Maurer Productions 
On Stage comedy about a fisher- 
man who pretends not to speak or 
understand English. Reception 
follows performance. Through 
January 16. $12. 8 p.m. 


Bed Full of Foreigners, Off- 
Broadstreet Theater, 5 South 
Greenwood Avenue, Hopewell, 
609-466-2766. Dave Freeman's 
comedy about a European vaca- 
tion gone awry. Through January 
22. $23.75 & $25.25. 8 p.m. 


Continued on following page 


There are dedicated winemakers out there striving 
to get the best out of their vineyards - from grape 
varieties you may not have heard of - in regions 
you may not have thought of... YET! 


We specialize in an international selection of 
hand-crafted, small-production wines from 
passionate winemakers. 


Purchasing a bottle of wine should not be an 
overwhelming experience. 
Nor does it have to be an expensive one. 


The Wine Shop is entirely temperature controlled at a 
constant 60° so that every bottle of wine from $7.00 and 
up is in perfect condition for you. 


Located Just Minutes From Many of Princeton's Fine 
B.Y.0.B. Restaurants. 


Please visit us and let our knowledgeable staff help you 
choose the perfect wine for any occasion and any budget. 


PRINCETON 
CORKSCREW 


Open Seven Days 
Monday & Tuesday: 11-9 
Wednesday-Saturday: 10-9 
Sunday: 12- 


4-6 Hulfish Street, Princeton, NJ 08542 
tel.609.430.1200 « fax.609.430.0012 


www. princetoncorkscrew.com 
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Bed & Breakfast 
circa 1750 


An Elegant Country Setting 
For Your Special Events 


Weddings Showers @ Rehearsal Dinners 
Engagemeng Parties ¢ Enchanting Overnights 
Pretty Parties ¢ Corporate Parties 
Overnight Gift Certificates make the perfect Holiday Gift! 
wwwfernbrookbb.com 
Please call for further information. 

Fernbrook Bed & Breakfast 
Chesterfield, NJ * 609-298-3868 
Only 20 minutes from Princeton, off 1-295 


* Enchanting Overnights ° 


Bar/Bat Mitzvahs ° Meetings ° Engagement Part 
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JAPANESE CUISINE. 


Take Out 


Catering 
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Over 25 Lunch Specials from $5.50 


Chef's Daily Specials 
Limited Orders Available 


66 Witherspoon St., Princeton 


Across from the Princeton Public Library 


609-683-8323 Open 7 Days 


Alexander Rd. 


N 


te 1 


Carnegie Blvd 


Canal 

{Pointe 

Bivd. 

Market Fair 


Carnegie 
Center 


Pe 


Emmons Dr. 


Palmer Inn 


A block south of Market Fair. 
Take first exit after overpass. 
(Between Car Wash & Mobil) 


Continued from preceding page 


Harold & Maude: The Musical, 
Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film, Harold and Maude, about a 
widow and a young man. Directed 
by Mark S. Hoebee. Through 
February 6. $31 to $68. 8 p.m. 


An Evening of Song, Princeton 
University Theater & Dance 
Program, Matthews Acting Stu- 
dio, 185 Nassau Street, 609-258- 
1742. Performed by Danielle 
Ivory ‘05 and Directed by Debra 
Siegel ‘05. $10. 8 p.m. 


Lambertville Country Dancers, 
St. Andrews Church, 50 York 
Street, Lambertville, 609-393- 
3762. English country dance. $8. 
8 p.m. 


Real Rap Sessions for Teen 
Girls, My Daughter’s Keeper, 
1086 Livingston Avenue, North 
Brunswick, 732-565-9313. Real 
Rap Sessions for Teen Girls Only. 
MDK is providing a forum for jun- 
ior high and high school aged 
girls to discuss real life issues in a 
comfortable, safe, supportive 
group environment. Held first Fri- 
day of each month. Refresh- 
ments. Parental consent re- 
quired, register. Free. 6 p.m. 


Comedy Night, West Windsor- 
Plainsboro High School South, 
Clarksville Road, 609-799-5713. 
Rob Magnotti, a featured comedi- 
an known for his work on “Last 
Comic Standing.” Dessert fol- 
lowed by show. $10. 7:30 p.m. 


Faith 


Church of Saint Ann, Route 206, 
Lawrenceville, 609-882-6491. 
Taize prayer. 7:30 p.m. 


Quick Dinner Ideas, Whole 
Foods Market, Windsor Green 

Shopping Center, West Windsor, 
609-799-2919. Sue Gordon pres- 
ents meals to make on a shoe- 
string time budget. Register. $15. 
7 p.m. 


Women’s Workout Center, 
Princeton YWCA, 609-497- 
2100. The new fitness center 
opening on January 3. Member- 
ships available. Fitness and yoga 
classes are free through Satur- 
day, January 8. 10 a.m. 


Krishna Das at Dillon Gymnasi- 
um, Integral Yoga of Princeton, 
Dillon Gym, Princeton, 609-683- 
9199. Krishna Das will lead a 
large yoga class at Dillon Gym. 
$20, bring yoga mats or cushion. 
8 p.m. 


Hot Spots 


Gary Delena, The Stress 
Factory, 90 Church Street, New 
Brunswick, 732-545-4242. $12.8 
p.m. 


The Mark, Triumph Brewery, 


Fresh Made To Order Sushi 


Freshness is what matters in Sushi. 
Comparable in quality & freshness to the 
Jinest restaurants in the area. 


Teriyaki Boy carit be beat for its combination of 
well-prepared food and inexpensive prices. 
—Princeton Living 


over 20 SUSHI selections from $5 29 


Choose from Teriyaki, Tempura, Udon or Combos & Platters. 


Take-out & Catering 
Service Available. 


MARKETFAIR 


All food is cooked 
to order in 100% vegetable oil. 


609-897-7979 Fax: 609-897-1204 
Mon-Thurs. |0am-9pm, Fri-Sat |0am-!0pm, Sun | lam-7:30pm 


Meet the Artist: Gallery 14 in Hopewell hosts a 


reception for artist Frank Magalhaes’ exhibit 
‘Closeup: A Photographer and His Lady’ on Janu- 
ary 7, at 6 p.m. 609-333-8511. 


Union Square, West Bridge 
Street, New Hope, 215-862-3000. 
$5. 10 p.m. 


Robert Hazard, Triumph Brew- 
ing Company, 138 Nassau 
Street, 609-924-7855. Singer 
songwriter Robert Hazard had 
great success in the early 1980's 
with his new wave band, Robert 
Hazard and the Heroes. But he 
really hit the big time when Cyndi 
Lauper had an international hit 
with his song, “Girls Just Want to 
Have Fun” in 1983. These days, 
he’s back to his roots as a blues 
and folk singer, working with a 
small band. $5..10 p.m. 


Cool Spots 


Folk by Association, Borders 
Books, 601 Nassau Park, 609- 
514-0040. Harmony driven 
acoustic singer/songwriter duo. 
Free. 8 p.m. 


"Music Together, Princeton area, 


609-924-7801. Sample a class for 
newborn to age four. Register. 
Free. 9:30 a.m. 


Open House, Congregation 
Beth Chaim, 329 Village Road 
East, West Windsor, 609-799- 
8811. Open house for prospective 
students follows Tot Shabbat 
service. Register. 10 a.m. 


Public Lecture, Waldorf School, 
1062 Cherry Hill Road, 609-466- 
1970. “Teaching Humanities at 
the Waldorf High School: Con- 
tent, Methods, and Goals for 
Teenage Personality Develop- 
ment” presented by Valentin 
Wember. A history and German 
teacher in Germany, he is the au- 
thor of three books, and has pub- 
lished in German magazines, 
Register. 7 p.m. 


Singles 


Princeton Singles, Friendly’'s, 
Route 206 North, Montgomery, 
609-448-1337. Breakfast for ages 
55-plus. Register. 9 a.m. 


Divorce Recovery Su 
Group, Princeton Church of 
Christ, 33 River Road, Princeton, 
609-581-3889. Open discussion. 
Free. 7:30 p.m. 


Yardley Singles, Sheraton, 400 
Oxford Valley Road, Langhorne, 
215-736-1288. Dance n 
singles 35 plus. $13. 8 p.m. 


Trip to Newark Museum, 


Women’s College Club of 
Princeton, 609-921-8575. The 
Women's College Club of Prince- 
ton holds chartered bus trip to 
Newark Museum for special ex- 
hibit, “Nicholas and Alexandra: At 
Home with the Last Tsar and his 
Family.” Bus returns to Princeton 
by 3:30 p.m. Lunch can be pur- 
chased at the museum's cafe. 
$25. Bus departs from Princeton 
Shopping Center. 9:30 a.m. 


Sports 


Princeton Hockey, Baker Rink, 


609-258-3538. Clarkson. 7 p.m. 


Saturday 


January 8 


Tsunami Relief Fund Raiser, 


Plainsboro Arts Partnership, 
High School North, 90 Grover Mill 
Road, Plainsboro, 609-799-0909. 
An evening of South Asian 
Dances presented by Nrithyanjali 
Institute of Dance, Asha for Edu- 
cation, and Plainsboro Arts Part- 
nership. Dance ch y 
and presentation of Indian, In- 
donesian,and Thai dance. All pro- 
ceeds will be forwarded to relief 
efforts in South Asian. Food avail- 


able after concert. oes 
minimum donation is $10. 5 p.m. 
Checks should be payable to 
Nrithyanjali Institute of Dance- 


Tsunami Relief Fund, 2 Stallion 
Way, North Brunswick 08902. 


bers of the Un Orchestra. 
Princeton professor Heller 
ese a talk at 7 p.m. 

y 8 p.m. performance. Free by 
reserva 


7 p.m. 


Bach and Handel Fest, 
Ensemble, Miller Chapel, 


18541. Ye program atures 
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Julianne Baird in works with 
oboes, horns, and strings open- 
ing with the Overture from Han- 
del’s “Water Music.” The second 
half of the concert is devoted to 
Bach and concludes with Bach’s 
“Cantata 52: Falsche Welt. $22. 8 
p.m. 


Performing on period instru- 
ments, the members of the Dry- 
den Ensemble include Jane 
McKinley, Julie Brye, and Virginia 
Brewer, oboes; Marilyn Boenau, 
bassoon; Jorie Garrigue and 
Rachel Evans, violins; Daniel El- 
yar, viola; Lisa Terry, violoncello; 
Jay Elfenbein, violone; and Webb 
Wiggins, chamber organ. 


Northern Lights Festival, New 
Jersey Symphony Orchestra, 
War Memorial, Trenton, 800-AL- 
LEGRO. Neeme Jarvi, conductor, 
and Per Tengstrand, piano. Pro- 
gram includes Finlandia, Op. 26, 
Sibelius. $24 to $82. 8 p.m. 


Ron Orlando and Friends, Roo- 
sevelt Arts Project, Municipal 
Building, Roosevelt, 609-443- 
4421. American-roots music in- 
clude cuts from his new CD, 
“Jasper, Texas.” Snow date is 
Saturday, January 15. 8 p.m. 


Women’s Coffee House, Pride 
Center of NJ, 1048 Livingston 
Avenue, North Brunswick, 732- 
846-2232. Julie Lloyd opens for 
Arjuna Greist. $5. 7 p.m. 


Bernice Lewis, Mine Street Cof- 
feehouse, First Reformed 
Church, 9 Bayard Street, New 
Brunswick, 732-545-1005. 
Singer-songwriter Bernice Lewis 
performs. $7. 8:30 p.m. 


Art 


Princeton University Art Muse- 
um, 609-258-3788. Highlights 
tour by docents, free. 2 p.m. 


Jan Lipes, Gratz Gallery, 30 
West Bridge Street, New Hope, 
215-862-4300. Opening recep- 
tion for the fourth annual exhibi- 
tion of new oils featuring local 
landscapes by Jan Lipes of Sole- 


bury. Lipes is an emergency room 


doctor who, after the loss of his 
physical abilities due to MS, be- 
came a painter. Show runs to 


February 6. Snow date is Sunday, 
January 9, 3 to6 p.m. Free. 6to 9 


p.m. 


Born in 1951 in New York City, 
Lipes graduated from the Albert 
Einstein College of Medicine in 
1976. With his wife, Janet, Lipes 
moved to Solebury, Pennsyiva- 
nia, over 20 years ago and 
worked as an emergency physi- 
cian at Doylestown Hospital until 
1991. It was at that time that his 
battle with multiple sclerosis 


made it impossible to continue his 


career in medicine, and Lipes 
taught himself to paint. With use 


of only his non-dominant left hand 


and confined to his wheelchair, 


today Lipes no longer paints in his 


former plein-air style but creates 
impressionist landscapes from 
his state-of-the-art studio. 


The Winning Streak, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. Drama by Lee Bless- 
ing about a father and son who 
have little in common. $28 to $56. 
2 and 8 p.m. 


Harold & Maude: The Musical, 
Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film. $31 to $68. 2:30 and 8 p.m. 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787. Five _ 
classic fairy tales adapted and di- 
rected by Mary Zimmerman in- 
clude Three Blind Queens, Aller- 
leirah, The Prince Who Wouldn't 
Laugh, Silent for Seven Years, 
and Beauty and the Beast. Not 
suitable for small children. 
Through February 13. $28 to $48. 
3 and 8 p.m. 


Kathy Griffin, Community The- 
ater, 100 South Street, Morris- 
town, 973-539-8008. Outspoken, 
opinionated comedian Kathy Grif- 
fin performs. $37 to $47. 8 p.m. 


The Foreigner, Kelsey Theater, 
Mercer County Community 
College, 1200 Old Trenton Road, 
609-584-9444. Maurer Produc- 
tions On Stage comedy about a 
fisherman who pretends not to 
Speak or understand English. 
$12. 8 p.m. 


Bed Full of Foreigners, Off- 
Broadstreet Theater, 5 South 
Greenwood Avenue, Hopewell, 
609-466-2766. Dave Freeman's 
comedy about a European vaca- 
tion gone awry. Through January 
22. $23.75 & $25.25. 8 p.m. 


An Evening of Song, Princeton 
University Theater & Dance 
Program, Matthews Acting Stu- 
dio, 185 Nassau Street, 609-258- 
1742. Performed by Danielle 
Ivory ‘05 and Directed by Debra 
Siegel ‘05. $10. 8 p.m. 


Literati 


Garden State Horror Writers, 
Monmouth County Library, 
Symmes Drive, Manalapan, 973- 
625-9512. Garden State Horror 
Writers meet second Saturday of 
each month. Free. 11 a.m. 


Rock-n-Roll Party, Montgomery 
Township Veterans Memorial, 
Cherry Valley Country Club, 125 
Country Club Drive, Skillman, 
609-466-1643. Benefit for the me- 
morial features entertainment by 
the Bangers, dinner, and cock- 
tails. The Bangers will perform 
songs from their recently re- 
leased CDs, “Star Spangled 
Americans” and “Out of This Uni- 
verse.” Casual dress, no jeans. 
$75. 6 to 9:30 p.m. 


Model Trains 


Abington Lines Model Railroad 
Club, 2066 Second Street, Rich- 
boro, PA, 215-598-7720. Open 
house at Abington Lines Model 
Railroad Club. Marvel at the 20 by 
60 foot two track mainline ex- 
ceeding 1,000 feet in length. Digi- 
tal wireless control of locomotives 
and their sound systems. To 4 
p.m. Free. 1 p.m. 


Peace Gathering 


PeaceWeavers, Princeton Univer- 
sity Chapel, 609-397-1844. 15th 
annual New Year’s Peace Gath- 
ering combines songs and 
prayers to promote peace around 
the world. Bring drums and rattles 
for musical part of the program. 
The non-profit organization focus- 
es on healing the circle of life. $10 
adults; kids free. 7 p.m. 


Massage and reflexology ses- 
sions are available from 3:30 to 
6:30 p.m. $25 with proceeds to 
benefit the Peaceweavers. 


Historic Foodways Demonstra- 
tion, Johnson Ferry House, 
Washington Crossing State Park, 
609-737-2515. Early American 
cooking class presented by food 
historian Mercy Ingraham in- 
cludes hands-on instruction and a 
full meal. Register. $38. 10 a.m. 
to 4 p.m. 


Open House, Yoga Studio, 114 
West Franklin Avenue, Penning- 
ton, 609-818-9888. Classes, pos- 
ture demo, prize drawings. 9:30 
a.m. to 2:30 p.m. 


Prenatal Yoga, Princeton Center 
for Yoga & Health, 50 Vreeland 
Drive, Suite 506, Skillman, 609- 
924-7294. Breathing techniques, 
energy conservation, and mental 
focus. Drop-ins welcome. $20. 
10:30 a.m. 


Mom and Baby Yoga. For moth- 
ers and babies ages four weeks 
to six month. Drop-ins welcome. 
$15. Noon. 


Drumming Circle. Share rhythm 
and enjoy the physiological heal- 
ing effects of group drumming. 
Bring own drums and percussion 
instruments. $10. 8 p.m. 


Maternity Unit Tour, University 
Medical Center at Princeton, 
253 Witherspoon Street, 609- 
497-4480. Register. Free. 1 p.m. 


In Princeton: Krish- 
na Das leads a yoga 
class at Dillon Gym 
on Friday, January 7. 
609-683-9199. 


History 


After Holidays Walk, Delaware & 
Raritan Canal State Park, Wash- 
ington Crossing State Park, Ti- 
tusville, 732-873-3050. Five-mile 
walk along the canal with the 
D&R’s historian. Register. Free. 1 
p.m. 


Video, American Revolution, 
Volume I, Washington Crossing 
State Park, Visitor Center Muse- 
um, Titusville, 609-737-9303. 
Video screening on the dramatic 
outbreak of the war at Lexington 
and Concord and examines the 
forces that made the American 
Revolution unavoidable. 2 p.m. 


Gary Delena, The Stress __.. 
Factory, 90 Church Street, New 
Brunswick, 732-545-4242. $12. 8 
p.m. 


Robert Hazard, Triumph Brew- 
ery, West Bridge Street, New 
Hope, 215-862-3000. Robert 
Hazard had great regional suc- 
cess in the early 1980's with his 
new wave band, Robert Hazard 
and the Heroes. But he hit the big 
time when Cyndi Lauper recorded 
and had a hit with his song, “Girls 
Just Want to Have Fun.” These 
days, he’s back to his roots as a 
folk and blues singer and song- 
writer. $5. 10 p.m. 


Larry Tritel, Orpha’s Coffee 
Shop, 1330 Route 206, Skillman, 
609-430-2828. Rock, blues, funk, 
jazz, oldies, and originals. 9 a.m. 
Acme Trio. Jazz. 2 p.m. 


Coffee House, Six Mile Run Re- 
formed Church, 3037 Route 27, 
Franklin Park, 732-297-3734. Six 
Mile Run Bluegrass Band with 
Guy and Beverly Troichuk. Re- 
freshments. $5. 7:30 p.m. 


Emergency Funk Squad, Small 
World Coffee, 14 Witherspoon 
Street, 609-924-4377. Music. 
8:30 p.m. 


Continued on page 30 
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Authentic Thai Cuisine 


Eat-in & Take-Out 
The only 
Thal Restaurant 
In Princeton 
235C Nassau St., Princeton 
609-683-3896 


609-683-1981 


Mon-Sat 11:30am-10.30em 
Sun 12:00em-10:00em 


; Z New Jersey's _ favorite | 


Jodian Cuisine Restaurant 


PAL 
Spectacularly designed S> decorated, 
Palace of Asia promises 
to surround you in Good “7aste! 
Cjur mission is to make every 


Mew Serseyan proud 
to be our neighbor in the community. 


So 
Join us for Luncheon or Dinner 


and kindle the unique taste of 
Indian Cuisine. 


ae 


For More Information Please vistt our webstte: 
www.palace-of-asta.com or call 609-689-1500 for reservations } 


540 Lawrence Square Blvd. South, 
corner of Quakerbridge Road Lawrenceville, New Jersey 


Your silent partner... 


4 


specialists in 
quality corporate catering 


since 1984 — princeton — 609.921.2777 
www. mainstreercarering.com 


¢ Kalluri Corner 


Fine Indian Dining 
235 Nassau Street, Princeton, NJ 08540 
609-688-8923; 609-688-8926 (fax) 


“— sizzles with samosas, seafood curries, savory dals,— 
all Indian curries definitely best in the area and served 
in a dramatic and sedate setting providing a superior 
dining experience —” 

— Zagat Survey Restaurant Guides 


that is fresh, delicious and different every day * 


Lunch Buffet: $8.95 (weekdays, 11:30 to 2:30); 
$9.95 (weekends, 12:00 to 3:30) 
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apuano 


Ristorante Italiano 


SERVING YOU IN TWO LOCATIONS 


gpenane Mistoray, 
@ 


West Windsor, 
Village Square Shopping Center 
217 Clarksville Rd. 
609-897-0091 


Cafe Capuay, 2 


East/West Windsor, 
Princeton Arms Shopping Center 
2025 Old Trenton Rd. 
609-426-0020 
Fax 609-426-0506 


Fax 609-897-9755 


GEC 
CERTIFICATES 
AVAILABLE 


DELIVERY 
AVAILABLE 


REMEMBER. US FOR ALL YOUR CATERING NEEDS, BUSINESS OR. PRIVATE. 
ITALIAN CUISINE & GOURMET PIZZA. 
YOU ARE ALWAYS WELCOME TO BRING YOUR OWN SPIRITS. 
BUSINESS ACCOUNTS WELCOME. 


Daily Specials: 
Charcoal Grilled Steaks & Chops, Fresh Seafood, Saute & Gourmet Pizza. 


Incredible Edibles 
Are Here! 


_ Delicious holiday gift 
| fruit baskets, perfect @ 
| for any occasion. g@ae 
| Ayummy gift 
_ idea too! 


Planning a ? 
We do catering too.Call for details. 
421 Wall St. Princeton NJ 


How far would you travel? 


Barodue 


IMAGINATION 


20 Nassau STREET ° PRINCETON, NJ * 609.497.3500 


Fathers, Sons and Forgiveness 


by Simon Saltzman 


t was 1998 and the 

San Diego Padres had risen to the 
top of their division in the National 
League, led again by Trevor Hoff- 
man, who ties a league record with 
53 saves in 54 chances, the second 
most in baseball history. Mean- 
while Greg Vaughn slugged a club- 
record 50 home runs and drove in 
119 runs. The Padres won a club 
record 98 games enroute to their 
second division title in three years 
and an appearance in the World Se- 
ries, 

It was also in 1998 that play- 
wright Lee Blessing was told that 
his father was diagnosed with lung 
cancer. The prognosis was not 
good — six months at the outside 
— for the senior Blessing, who was 
living in retirement in San Diego. 

“The one thing I noticed was 
how quickly the disease was dis- 
abling him,” says Blessing, who, 
although he was living in Manhat- 
tan, was spending more and more 
time with his father. The other 
thing that Blessing noticed was 
how the San Diego Padres, in the 
midst of a winning streak, gave his 
father the will to get up and see an- 
other day. “It gave him a lifeline as 
it also gave me the idea for my play 
‘The Winning Streak.’ The play, 
having its East Coast premiere, 
marks a return, after just one sea- 
son, to George Street Playhouse for 
the author of the 1988 Tony Award 
and Pulitzer Prize-nominated “A 
Walk in the Woods,” revived there 
last season. 

Just as Blessing knew ‘how 
much watching the Padres meant 
to his father, he knew it was also 
the time for him to confront and 
work out certain issues with him. 
Blessing makes it clear that the 
characters and the issues in the play 
are not the same as those he faced 
with his father. However, he ex- 
plains that the reunion and the 
process by which the father, Omar, 
a retired major league baseball um- 
pire, and Ryland, the son he never 
knew, get to know and understand 
each other is similar. 

“The reason that I love this play, 
about two men who were going to 
forge a bond that lasts, is that it gets 
farther down the road in that regard 
than I was able to go with my fa- 
ther.” Blessing admits that he was 
determined that his characters 
would have the kind of resolution 
that he didn’t have with his father. 
“But you don’t have to be a base- 
ball fan to love ‘The Winning 
Streak.’ It’s very funny. You'll 
laugh a lot,” he promises. 

Blessing is hardly the first play- 
wright to use baseball as either the 
theme (the musical “Damn Yan- 
kees”) or the background (Richard 
Greenberg’s “Take Me Out”). 
When it comes to writing about 
real baseball history and tradition, 
Blessing’s “Cobb,” about Ty Cobb, 
which won the Drama Desk Award 
for ensemble acting) was an out- 
standing example and a well-de- 
served Off-Broadway success. 

“I’ve always been a baseball 
fan,” he says, recalling his first pro- 


fessionally-produced 
play/basebal] mono- 
logue “Old-Timers 
Game.” His original 
screenplay for “Coop- 
erstown,” starring 
Alan Arkin and Gra- 
ham Greene, aired in 
January, 1992, on TNT 
in its Screenworks se- 
ries. “Baseball is fine 
but I’m using it to tell a 
much more personal 
story,” says Blessing. 
“People who don’t 
know or like baseball 
come and see these 
plays and are delight- 
ed, or so I am told,” he 
says immodestly. 

In “The Winning 
Streak,” Blessing once again turns 
to baseball, but this time using it as 
a catalyst that brings together for 
the first time a father and the son he 
never knew. Did Blessing grow up 
a Padres fan? “No, I grew up in 
Minneapolis, a Twins fan.” 

Blessing, the author of nearly 30 
plays, including such Off-Broad- 
way hits as “Thief River,” “Chesa- 
peake,” “Eleemosynary,” and 
“Down the Road,” was honored by 
the Signature Theater Company 
during the 1992-’93 season, which 
it gave over entirely to his plays. 


Possibly his most controversial’ 


and most surreal play to date is 
“Whores” — about a retired gener- 
al of a Central American country 
now living in Florida, where he has 
been granted amnesty from prose- 


ROSES Ses 
I’m using baseball to 
tell a peronal story,” 


says playwright 
Blessing. “People 
who don’t like base- 
ball see these plays 
and are delighted, or 
so lam told.” 


cution on charges of committing 
atrocities — which has just com- 
pleted a run at the New Jersey 
Repertory Company in Long 
Branch. It is on the slate for a run at 
Playwrights Theater of New Jersey 
in Madison later this season. 
Glancing over the plays that 
comprise Blessing’s canon to date 
offers evidence that he is not only a 
prolific playwright, but he is, in- 
deed, an “explorer” (his word). His 
themes are as varied as are the 
themes and styles in which he 
writes. “As an artist I see myself as 
an adventurer,” he says, “part of 
my self-exploration that makes me 
want to try different forms.” Di- 
rectly following the opening of 
“The Winning Streak,” Blessing 
anticipates the Off-Broadway pre- 
miere of his play “Going to St. 
Ives,” in which two women, an 
English eye surgeon and her pa- 
tient, the mother of an African dic- 
tator, confront geo-political issues. 


Sahara Restaurant 
Genuine Middle Eastern Food p 


Falafel * Hummus ° Stuffed Z 
Grape Leaves « Vegetarian Platters 
Meat Kebab « Kibbe « Gyros « Baklava 


Call Ahead For Take Out 
609-921-8336 + 609-921-3091 (fax) 
We Cater For All Occasions 


M-Th | lam-9:30pm, Fri, & Sat. | lam-1!0pm 


Closed Sun * BYOB 


Montgomery Shopping Center 


Next to World Class ShopRite 


Homerun: Lee Bless- 
ing, author of ‘The 
Winning Streak,’ 
which runs at the 
George Street Play- 
house in New 
Brunswick through 
Sunday January 30. 


The play opens in March at the new 
East 59th Street venue of Primary 
Stages. 

Blessing believes that every 
writer has to find the genre in 
which he or she happens to be the 
most articulate. “I started as a poet 
and writing short stories, but in my 
graduate years at the University of 
Iowa, where I was acting a lot as 
well, I discovered that writing dra- 
mas came more naturally and | 
could say more than with poetry.” 
As the head of the graduate play- 
writing program at Mason Gross 
School of the Arts, Rutgers Univer- 
sity, Blessing says that teaching 
someone to write dramatic litera- 
ture is hard because (using a quote 
from George S. Kaufman), “Play- 
writing is not a craft. It’s a secret.” 
He acknowledges that you can on- 
ly help people who already have an 
insight and a feel for the form. 

Blessing says that the first time 
he wrote a play was in high school. 
“I did it to get out of writing a 30 
page term paper,” he recalls. 

But where did that playwriting 
gene come from? 


4 
i come from a pleasant mid- 
Western family where no one had 
the slightest interest in the arts,” he 
says. “Although they have been 
very supportive of me, they almost 
never go to the theater. But they 
will come to my plays.” Born and 
raised in Minneapolis, Blessing 
spent two years at the University of 
Minnesota before transferring to 
Reed College in Portland, Oregon, 
where he graduated with a degree 
in English with an emphasis on po- 

etry. 

He received his graduate degree 
at lowa in 1979. I am surprised to 
hear Blessing tell me that he was in 
his 40s before he left Minneapolis. 
“It was more feasible and econom- 
ically attractive for me to Stay in 
Minneapolis at a time when re- 
gional theater was hitting its 
stride,” he says. “I’m a mid-west- 
ern writer.” He has only been a 
Manhattanite since 2001. 

As expected with new plays, 
Blessing continues to tweak “The 
Winning Streak” with the help of 
director Lucie Tiberghien, who al- 
So recently directed the world pre- 
miere of Blessing’s “Flag Day” at 
the Contemporary American The- 
ater Festival in West Virginia. “I’ll 
continue to work on a play until it’s 
published and then I move on,” 
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says Blessing, who matter-of-factly adds that 
he has been writing about two plays a year. 

Luckily “The Winning Streak” never be- 
came what is generally referred to as “a trunk 
play” after its initial reading in 1999 at the 
O’Neill Center. In 2000 he directed a fully 
staged production at the Ensemble Theater of 
Cincinnati. “It was the first time I had ever di- 
rected a play and I don’t think I want to do it 
again,” he says, “especially since it is so time 
consuming. I would rather put my play in the 
hands of someone I trust, like Tiberghien.” 

It was the staged reading, held one year ago 
at the John Houseman Theater, that con- 
vinced George Street’s artistic director David 
Saint that “The Winning Streak” was a play 
he wanted to produce. “Because working in 
the theater requires both collaboration and 
cooperation, I was eager to have Tiberghien, 
who had done such a great job with ‘Flag 
Day,’ impress Saint,” says Blessing. He didn’t 
know her work, but after one meeting Saint 
was convinced. Blessing’s choice was vali- 
dated. 

Dan Lauria, best known for his portrayal of 
Jack Arnold, the father in the long-running 
television series “The Wonder Years,” is play- 
ing Omar, the retired umpire who still lives 
and breathes the game. Playhouse audiences 
will remember the laughs generated by Lau- 


Boys of Summer: Brennan 
Brown, left, plays Ryland and 
Dan Lauria is Omar in ‘The 
Winning Streak.’ 


ria and company in “Inspecting Carol,” a hi- 
larious spoof of “A Christmas Carol” during 
the 1998 season. Blessing gives Lauria credit 
for producing another reading of “The Win- 
ning Streak” in Los Angeles in 2000 and for 
remaining a champion of the play. Brennan 
Brown, who appeared in “Major Barbara” on 
Broadway with Cherry Jones, is making his 
George Street Playhouse debut as Ryland, the 
product of a brief affair some 30 years ago, 
someone who knows nothing about baseball 
nor does he particularly care to learn. 

Blessing’s father kept up with the Padres 
until the end. The Yankees swept the Padres 
in the World Series, but Tony Gwynn would 
bat .500 (8-for-16) with a homer and three 
RBIs. Now Blessing is at the plate and ready 
to hit his next homer and say, “This one’s for 
you, Dad.” 


The Winning Streak, through January 30, 


George Street Playhouse. $28 to $56. 732- | | 


246-7717 or visit www.gsponline.org. 


HELICOPTERS 


Nassau Helicopters has offered safe 
and dependable flight service since 1994. 
We are an F.A.A. certified air carrier. 
We will provide the thrill of a lifetime 
for that special person in your life. 


Call and ask about our cabtaibire tours 
of the Manhattan skyline! 


PRINCETON AIRPORT, ROUTE 206, PRINCETON, NJ 08540 


609-924-7164 


www.nassauhelicopters.com 


Facials 

Waxing 

Massage 

Salt Scrubs 

Body Wraps 
Microdermabrasion 
Skin & Body Care Products 
Endermologie 
Pedicures 
Manicures 
Make-up 


Gift Cards 


Spa Parties 


Spa Therapia offers a unique convergence of day spa 
luxury services and medical enhancements performed 
in a serene and tranquil environment. Our programs, 
under the supervision of Thomas A. Leach, MD, of The 
Princeton Center for Plastic Surgery are designed to 
facilitate your pursuit of total wellness and beauty. 


932 State Rd. (Rt. 206) 
Princeton, NJ 


609.921.8854 


www.spatherapia.com 


Spa 


therapia 


e 27 + Kendal Park (intersection of Sand Hill Road & Route 27 
_ www.shogun27.com 
732-422-11 17 ¢ 732-422-1118 


Accepting Entertainment 
Membership Cards 
2005 #153 


Happy Hour 
at the Bar 
(4:30-7pm) 

onday through Friday 
$1 Off Drinks 


Rooms for all occasions, business meetings, 
special occasions, holidays & birthdays 


HIBACHI DINNER 
Special for 2 


$3495 


Steak, Shrimp 
& Chicken 


ALSO INCLUDES 
All-You-Can-Eat Salad Bar (Except 


HIBACHI DINNER 


Special for 4 
Mon. -Thurs. 


$6995 


Choose 2 of the Following: 
Chicken, Steak 
or Shrimp 


a $25 Gift 
Certificate 


With Any Party 
Of Over 
20 People or More 


Party Menu Available + Cail for Details 


SHOGUN 27 


Hibachi , . 
Noodles & ice Cream + Dine-in Only 


SHOGUN 27 SHOGUN 27 


Kendall Park - 732-422-1117 


Fax: 732-422-4688 


Preane present coupon before ordering Not valet 
hoikteys Cannot be comtweed with any other offer 
Ofer expires 1/1905 
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Live Entertainment 


Every Friday and Saturday Nights 
9pm-lam 


Fri. 1/7 Robert Bruce 
Sat. 1/8 Darryl Gibson 


Join Us For Sunday Brunch 
14:30am-3pm 
Tiki Bar opens at 2pm 
Entertainment Sundays 
Spm-Ipm at the Tiki Bar 


Please call 
609. 882.0303 


for more information 
and to make your 


Riverside 


Mg 


1140 River Road (Route 29) West Trenton, NJ 09628 
www.diamondsrestaurant.com 609-882-0303 


reservations. 


“Three Generations of 
Custom Cabinetry” 


Glegant Cabinet 


Creative, innovative furniture solutions 
limited only by your imagination! 


Vince Damiano Jr. 
609-587-8783 


RALPH LAUREN «+ ELLEN TRACY * ESCADA 
Sees «Princeton *& 
ee CONSIGNMENT 
Za Boutique 
LOVELY WINTER FARE 
a Furs Included 7 


Hours: Mon-Fri. 10-6; Thurs 10-8; Sat 10-5; Sun 1-4 
1378 Route 206, Village Shopper Skillman, N] 08558 + 609-924-2288 


DONNA KARAN + LOUIS FERAUD - MONDI 


- JOTHD + G14ixIOVT 


ARMANI + CHANEL « HERMES 


YqOIvV. 
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Kids Stuff 


Barnes & Noble, MarketFair, 609- 
716-1570. Corduroy Bear visits. 
11 a.m. 


For Families 


Sofrito!, New Jersey Performing 
Arts Center, Victoria Theater, 
Newark, 888-466-5722. Actor and 
storyteller David Gonzalez per- 
forms with the Latin Legends 
Band to celebrate Three Kings 
Day. Ages 8 and up. $10, $19. 2 
p.m. 


For Parents 


Music Together, 609-924-7801, 
ext. 334. Winter session of class- 
es for infants through age four 
and a parent or caregiver begins. 
Locations in Princeton, East 
Windsor, Hamilton, Hopewell, 
Kingston, Pennington, and East 
Brunswick. 9 a.m. 


For Teens 


Writers Workshop, Princeton 
Public Library, 65 Witherspoon 
Street, 609-924-9529. Author 
Megan McCafferty presents two- 
hour creative writing workshop for 
students in grades 6 to 12. No ex- 
perience necessary. Register. 
Free. 2 p.m. 


Megan McCaffery is the author of 
“Sloppy Firsts” and its sequel, 
“Second Helpings.” She also edit- 
ed a short story anthology, “Six- 
teen: Stories About That Sweet 
and Bitter Birthday.” 


Family Theater 


Jazz and Tap for Kids, Bucks 
County Performing Arts 
Center, 1100 Edgewood Road, 
Yardley, PA, 215-493-3010. David 
Leonhardt Jazz Group and Shelly 
Oliver Tap Dancers present work- 
shop in styles, rhythms, and im- 
provisations. The show is aimed 
at ages 6 to 12, but parents are 
welcome. $8. 3 p.m. 


Freezing Cold Hash Run, Rum- 
son Hash House Harriers, 2053 
Woodbridge Avenue, Edison, 
732-572-0500. Non-competitive 
four- to six-mile group run in Edi- 
son woods, near the marsh. 10 
a.m. 


Aqueous Worids of Wonder, 
Princeton Day School, The 
Great Road, Princeton, 609-924- 


Consider 


unwanted hair from 


Laser Hair Removal 


oe tee Pg 


A gentle laser light easily removes 


bikini line & underarms utilizing different 
lasers for different skin types. 


Call 609-685-4999 


For your Appointment Today. 


Dr. Roderick Kaufmann 
301 North Harrison Street, Suite 1E © Princeton, NJ y 


the facial area, 


‘Foreigner’: 


Clockwise from top left: Susan 


Schwirck, Dan Spalluto, David DiLiberto, Mered- 
ith McLeod, Mark Violi, Doug Edelson, and James 
Bryan in the Kelsey comedy opening January 7. 
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6700. Opening reception for 
artists Nancy Staub Laughlin and 
Logan Laughlin. Register. 5 a.m. 


Princeton Friends School, 470 
Quaker Road, Princeton, 609- 
683-1194. Open house. 1 p.m. 


Sports 


Princeton Hockey, Baker Rink, 
609-258-3538. St. Lawrence. 7 
p.m. 


Trenton Titans Hockey, Sover- 
eign Bank Arena, Hamilton Av- 
enue at Route 129, 609-599- 
9500. Atlantic City. $10.50 to 
$25.50. 7 p.m. 


Northern Lights Festival, NJ 
Symphony Orchestra, Pruden- 
tial Hall/NJPAC, Newark, 800-AL- 
LEGRO. Neeme Jarvi, conductor, 
and Per Tengstrand, piano. Pro- 
gram includes Finlandia, Op. 26, 
Sibelius. $24-$82. 3 p.m. 


Bach and Handel Fest, Dryden 


Ensemble, St. Paul’s Episcopal 
Church, East Oakland Avenue 
and Pine Street, Doylestown, 
Pennsylvania, 609-466-8541. 
The program features Julianne 
Baird in works with oboes, horns, 
and strings opening with the 
Overture from Handel's “Water 
Music.” The second half of the 
concert is devoted to Bach and 
concludes with Bach’s “Cantata 
52: Falsche Welt. $22. 4 p.m. 


Performing on period instru- 
ments, the members of the Dry- 
den Ensemble include Jane 
McKinley, Julie Brye, and Virginia 
Brewer, oboes; Marilyn Boenau, 
bassoon; Jorie Garrigue and 
Rachel Evans, violins; Daniel El- 
yar, viola; Lisa Terry, violoncello; 
Jay Elfenbein, violone; and Webb 
Wiggins, chamber organ. 


Faculty Recital, Westminster 
Choir College, Bristol Chapel, 
609-921-2663. “Clarinet and 
Friends” features clarinetists Ken- 
neth Ellison, Jay Hassler, and Jo- 
di Weitz; pianists Bingbing 
Chang, Lynda Saponara, and Ed- 
ward Deptula; and flutist Kevin 
Willoise. Musical works by Hin- 
demith, Libermann, Barab, and 
Cooke. $10. 4 p.m. 


Organ Recital, Christ Church, 5 
Paterson Street, New Brunswick, 
732-545-6262. Timothy Spelbring 


Healthy New Year 


Dr. Brian F. Civinski 


Mercer Family Chiropractic 


3105 Nottingham Way - 


rmamuilton, N, O86] 
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of Grenwich, Connecticut, plays 
after the choral vespers at 6 p.m. 
Free. 6:30 p.m. 


Jazz & Blues 


Laurie Altman, pianist, Steinway 
Musical Society, Jacobs-Music, 
2540 Brunswick Pike, Lawrence- 
ville, 609-434-0222. Pianist and 
composer Laurie Altman per- 
forms. 4 p.m, 


Pop Music 


Julio iglesias, State Theater, 15 
Livingston Avenue, New 
Brunswick, 877-782-8311. Popu- 
lar singer from Spain presents hits 
from his newest album. $25 to 
$100. 7 p.m. 8 p.m. 


Art 


Focus on Sculpture 2005, 
Grounds For Sculpture, 18 Fair- 
grounds Road, Hamilton, 609- 
986-0616. First day for “Focus on 
Sculpture 2005,” an annual juried 
exhibition of photographs by am- 
ateur photographers and the figu- 
rative sculptures of contemporary 
Norwegian artist Nicolaus Wider- 
berg. On view in the Domestic 
Arts Building to May 1. 10 a.m. 


Frank Magalhaes and E.J. 
Greenblat, Gallery 14, 14 Mer- 
cer Street, Hopewell, 609-333- 
8511. Meet the photographers of 
shared exhibits, “Closeup: A Pho- 
tographer and His Lady” by Frank 
Magalhaes, and “A Taste of New 
Orleans” by E. J. Greenblat. Ex- 
hibits on view through February 6. 
1 to 3 p.m. 


Contemporary Chinese Art, 
Montgomery Center for the 
Arts, 124 Montgomery Road, 
Skillman, 609-921-3272. Recep- 
tion for exhibition of work by 
prominent Chinese artists “An- 
cient Arts in a Modern World: 
Contemporary Chinese Art.” 
Artists include Zhi Lin, Hong Zhu 
An, Zhenmin Ji, and Chao-Han 
Huang. Exhibit on view through 
February 12, 2005. Gallery talk by 
Virginia Bower at 2 p.m. 1:30 to 
3:30 p.m. 


Mel Liepzig, Artworks, 19 Everett 
Alley, Trenton, 609-394-9436. 
Reception for an exhibit of recent 
paintings featuring members of 
the faculty, staff, and students of 
Mercer County Community Col- 
lege. Free. 2 p.m. 


Princeton University Art Muse- 
um, 609-258-3788. Highlights 
tour by docents, free. 2 p.m. 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787. Five 
classic fairy tales adapted and di- 
rected by Mary Zimmerman in- 
clude Three Blind Queens, Aller- 
leirah, The Prince Who Wouldn't 
Laugh, Silent for Seven Years, 


and Beauty and the Beast. Not 
suitable for small children. 
Through February 13. $28 to $48. 
2 and 7:30 p.m. 


The Winning Streak, George 


Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. Drama by Lee Bless- 
ing about a father and son who 
have little in common. $28 to $56. 
2 and7 p.m. 


The Foreigner, Kelsey Theater, 


Mercer County Community 
College, 1200 Old Trenton Road, 
609-584-9444. Maurer Produc- 
tions On Stage comedy about a 
fisherman who pretends not to 
speak or understand English. 
$12.2 p.m. 


Harold & Maude: The Musical, 


Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film. $31 to $68. 2 and 7:30 p.m. 


Bed Full of Foreigners, Off- 


Broadstreet Theater, 5 South 
Greenwood Avenue, Hopewell, 
609-466-2766. Dave Freeman's 
comedy about a European vaca- 
tion gone awry. Through January 
22. $23.75 & $25.25. 2:30 p.m. 


An Evening of Song, Princeton 


University Theater & Dance 
Program, Matthews Acting Stu- 
dio, 185 Nassau Street, 609-258- 
1742. Performed by Danielle 
Ivory ‘05 and Directed by Debra 
Siegel ‘05. $10. 8 p.m. 


Literati 


The Writers Room of Bucks 


County, 4 West Oakland Avenue, 
Doylestown, 215-348-1663. Book 
launch for Frank Freitag’s Civil 
War Trilogy, “Sphinx of the Con- 
federacy,” based on the life of Jef- 
ferson Davis. 4 a.m. 


Night Out with NAMI, NAMI Mer- 
cer, Music Building, College of 
New Jersey, Ewing, 609-777- 
9766. Benefit lecture recital fea- 
tures pianist and psychiatrist 
Richard Kogan performing the 
music of Peter Ilyich Tchaikovsky, 
a musical legend who suffered 
from depression during most of 
his life. Concert only $35; Concert 
and Romanov banquet reception 
$150. 3 p.m. 


Tchaikovsky experienced classi- 
cal signs of depression including 
melancholy, insomnia, lack of ap- 
petite, delusions, and hallucina- 
tions. His depressions were a 
source of inspiration and he ex- 
pressed them directly in his mu- 
sic. 

Kogan uses the example of 
Tchaikovsky's “The Pathetique,” 
the last of his six symphonies and 
says, “This is a piece of incon- 
solable anguish and grief. Nine 
days after it premiered, Tchai- 
kovsky died, and there is reason 
to believe he took his own life.” 


Coffee House Taste 


By the Cup.™ 


* Great Taste 


Coffees 


* 


Seasonings Teas 
Compact Size 
Easy to Use 

No Clean-Up 


+ + + 


Why You'll Love the Keurig System 


* 25+ Varieties of Green 
Mountain, Diedrich & 
Gloria Jean’s Gourmet 


6 Varieties of Celestial 


Optional Coin Control 
Call today for your FREE 
in-office demonstration! 

Carefree Coffee, Inc. 

800-427-2350 


KEURIG 


BREWED 


Dance For Relief: 
The Plainsboro Arts 
Partnership presents 
an evening of South 
Asian Dances 5 p.m. 
at High School North 
to raise funds for vic- 
tims of the Tsunami in 
Asia. 609-799-0909. 


Kogan, a renowned international 
concert pianist and orchestral 
soloist, often performs with cellist 
Yo-Yo Ma and violinist Lynn 
Chang. He gives lecture perform- 
ances exploring how composers 
including Beethoven, Chop, 
Schumann, Tchaikovsky, and 
George Gershwin used their inner 
conflict, illness, and suffering as 
sources of inspiration. 


Apsychiatrist with a private prac- 
tice in New York City, he is direc- 
tor of the Human Sexuality Pro- 
gram at New York Presbyterian 
Weill Cornell Medical Center. In 
the past, he has presented lec- 
ture concerts for NAMI about 
Robert Schumann and George 
Gershwin. 


Continued on following page 
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| Princeton Health Food |; 


. Next door to Wawa at Rts. 206 & 518 ! 
" One-Stop-Shopping 
| 


_ORGANIC PRODUCE 


15 - 35% OFF 


Vitamin Supplements 


(except specials) 


609-279-1636 


Mon-Fri 10-6:30; Thurs 10-7:30; Sat 10-5; Sun 11-3 | 
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COUPON |—————=—: 


: 
! YES! BOSTON RED SOX 
| CHAMPIONSHIP SPECIAL! 


20% OFF FIRST ORDER 


¢ STARBUCK'S and WAWA AVAILABLE 
¢ FLAVORED GOURMET COFFEES 

¢ PRIVATE COLUMBIAN BLENDS 

¢ FREE DELIVERY — 


800-698-6656 ¢ 215-943-5977 
N orthEast 


V \ 


www.nebev.com 
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Princeton understands the importance of your special day. 


i 


A SPECIAL OCCASION... 


UNIQUELY YOURS. 


There will be no event quite like 


Discounted Room Block 


Meeting Dividend Points 
usable for upgrades and free 
stays 


Indoor Pool, Sauna, Tennis 
Courts, and Fitness Center 


yours. 
That's our promise to you. 


Celebrate your Wedding, Bar/Bat Mitzvah, Anniversary, 
Graduation or any milestone with us. Our event planners 
are creative, good listeners, and pride themselves on mak- 
ing your special day as individual as you are. Experience 
how it's done ~ with the Hyatt touch. 


For more information 

call 609.734.4080 

or visit princeton.hyatt.com. 

Ask about our $11.4 million renovation. Hyatt Regency Princeton | 102 Camegie Center, Princeton, NJ 08540 


HYALT 


® 
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Wider Hurniture 
teh te 


Fine Quality Home Furnishings at Substantial Savings 


SOFA & RECLINER 


SALE! 


The Whole Month of January 


Gift Certificates Available 
Dining Room, Bedroom, Occasional 
Custom Made Upholstery * Accessories * Leather Furniture 
Prints ¢ Spring Air Bedding 
HUNDREDS OF MANUFACTURERS 
4621 Route 27, Kingston, NJ 


609-924-0147 


www.riderfurniture.com 
Mon-Fri 10-6, Thurs. 10-8 pm ¢ Sat. 10-5 pm, Sun. 12-4 


fel 


R.A.H. HOME IMPROVEMENTS 


Custom Woodworking 


Computer Aided Design Available 
for Your Home Office Conversion 


Do You Have a "Honey-Do" List? 


¢ Fast, Reliable Service * Fully Insured 
* 2 Year Warranty on All Work * References Upon Request 


Hourly Handy Man Service with a4-hour minimum 
=. 
eS: 


S&S 


Call Ryan A, Henninger, Owner 


609-883-6269 


Be a Real Pilot in 2005 
‘Introductory Flying Lesson 


_ Plane Rides 
1 hr. (8 people) $140 — 


Online Store: 
- www.princetonairport.com 


Princeton Airport A | 
PES: 
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Achieve A Healthy Weight for 2005 


By Melissa Bennett, RD, CDE 


nknown to most 
women, being ata 
healthy weight can af- 


fect their chances of conceiving. 
My role as a medical nutrition 
therapist is to motivate patients 
to make lifestyle changes, specif- 
ically related to exercise and 
meal planning. By doing so, they 
can optimize their health and al- 
so their ability to conceive. Re- 
search has shown that overall 
health can boost fertility. Medical 
nutrition therapy is an integral 
part of DVIF&G's infertility treat- 
ment plan. By helping a woman 
to learn to eat healthier, it can re- 
sult in a healthier weight, im- 
prove metabolic control, and in- 
crease self-esteem. 

Medical nutrition therapy pro- 
motes overall good health, which 
is an important factor in concep- 
tion. Being overweight can in- 
crease the risk of developing dia- 
betes, heart disease, and high 
blood pressure, and other med- 
ical problems. Being at a healthy 
weight decreases your chances 
of developing these serious 
health problems. Achieving and 
maintaining a healthy weight is 
important for all women, both be- 
fore and after they conceive. 


Here are some tips to get you 
started: 


Eat a well-balanced diet. 
Follow a low carbohydrate diet 
that includes plenty of fruits, veg- 
etables, low-fat protein sources, 
including fish, skinless chicken 
and turkey, and beans. 


Don’t say you don’t have 
time to eat right. Grocery stores 
sell pre-washed salads, cooked 
chickens, and other healthy 
choices to make dinner a snap. 
To stay on course, prepare 
weekly meal charts to keep you 
from resorting to fad-laden fast 
food cheeseburgers and fries 
when time is ata premium. 


Find a fun way to exercise. 
In addition to relieving tension 
and stress and burning calories 
to help you lose weight, exercis- 
ing makes you feel better about 
yourself. The possibilities are 
endless. From walking to swim- 
ming, exercise options 
abound. Too many people believe 
they have to change their lives 
completely in order to exercise 
regularly. That's a myth. People 
who exercise have learned to fit it 
into their daily lives. Like brush- 
ing their teeth or getting enough 


sleep, exercising is something 
they do without question. Why? 
Because it’s fun! 


Create a support network. 
Get your spouse and friends in- 
volved in your fitness plan. It's 
fun to exercise with others. By 
sharing your resolution to lose 
weight with others, they can help 
you stick to your plan. 


Melissa Bennett, a registered 
dietitian and Certified Diabetes 
Educator, is a medical nutrition 
therapist with the Delaware Val- 
ley Institute of Fertility & Ge- 
netics in Lawrenceville. To 
schedule a weight-management 
consultation with her, please call 
609-895-0088. For more infor- 
mation on the Delaware Valley 
institute of Fertility & Genetics, 
visit www.startfertility.com. 


Maintaining a healthy weight is important for all women. Being overweight can 
increase the risk of developing diseases and decrease the chance of conceiving. 
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Model Trains 


- Abington Lines Model Railroad 
Club, Inc., 2066 Second Street, 
Richboro, PA, 215-598-7720. 
Open house at Abington Lines 
Model Railroad Club. Marvel at 
the 20 by 60 foot two track main- 
line exceeding 1,000 feet in 
length. Digital wireless control of 
locomotives and their sound sys- 
tems. To 4 p.m. Free. 1 p.m. 


Festa della Polenta 


Dorothea’s House, 120 John 
’ Street, Princeton, 609-924-9713. 
Annual event of variations of 


Rt. 206, Princeton, NJ, 609-921-3100 
, Stop Frowning 


Open Every Day From 8am to til Dark 
within 1 Week! 


—— 


Safe & Effective! 


a Call 


‘ for your complimentary 
consultation. 


R. Kaufmann, M.D. 
Princeton 
Dermatology 
Associates 
301 North Harrison Street 
Suite LE, Princeton, NJ 


609-685-4999 


EEEN EU" 


| 


Frown lines 
before Botox® 


1 week 
after Botox® 


recipes, old and new on the 
theme of polenta. Bring your own 
favorites and be ready to taste 
others. Free. 5 p.m. 


Crafts 


Built by Hand with Khara Flint, 
Mercer Museum, East Court 
Street and Route 313, Doyles- 
town, 215-345-0210. Adult craft 
workshop. Students will create 
sconces and pots that will be 
glazed and fired on site. $120, in- 
cludes all materials. Class meets 
January 9, 16 and 23. 1 to 4 p.m. 


Health & Wellness 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. Yo- 
ga for stress reduction class. 
10:15 a.m. 


Ruth A. Golush, 666 Plainsboro 


Road, Suite 655, Plainsboro, 609- 
426-9693. “Seeds for the New 
Moon.” Register. $10. 7:30 p.m. 


History 


Open House, Historical Society 
of West Windsor, Schenck 
House, 50 Southfield Road, West 
Windsor, 609-452-8598. Tour the 
historical society's restored head- 
quarters. The 1790-1830 farm 
house features museum rooms, 
memorabilia, and exhibits of West 
Windsor history. Donations wel- 
come. 1 to 4p.m. 


Cool Spots 


Larry Tritel, Orpha’s Coffee 
Shop, 1330 Route 206, Skillman, 
609-430-2828. Rock, blues, funk, 
jazz, oldies, and originals. 9 a.m. 


Family Theater 


Jazz and Tap, Bucks County 
Performing Arts Center, 1100 
Edgewood Road, Yardley, PA, 
215-493-3010. David Leonhardt 
Jazz Group and Shelly Oliver Tap 
Dancers. $10. 3 p.m. 


Lectures 


Flower Power, Whole Foods 
Market, Windsor Green S 
2919. Diana Kobus presents 


a program on the steps of choos- 
ing and arranging cut flowers. 
Register. $25. 2 p.m. 


Al-Jazeera: The Myth versus the 
Reality, Princeton University 
Middle East Society, Art Muse- 
um, Princeton University, 609- 
258-5006. Hafez Al-Mirazi 
speaks. Free. 4 p.m. 


Nature Videos, Washington 
Crossing State Park, Visitor 
Center, Titusville, 609-737-0609. 
Screening of nature videos. Free. 
1:30 p.m. 


Creating Habitat in Small 
Spaces, Bowman’s Hill Wild- 
flower Preserve, River Road, 
New Hope, 215-862-2924. The 
winter lecture series features a 
slide presentation by a regionally 
renowned expert. “Elements of 
Backyard Habitats” is presented 
by John Harrod. $10. 2 p.m. 


Schools 


Ring Nursery Open House, Jew- 
ish Community Center of the 
Delaware Valley, 999 Lower Fer- 
ry Road, Ewing, 609-883-9550. 
Pre-school programs are two, 
three, and five days. Afternoon 
enrichment classes with a lunch 
option. Early and late hours avail- 
able. Call director Joann Baum- 
garten for information. 12:30 p.m. 


Open House, Princeton Montes- 
sori School, 487 Cherry Valley 
Road, 609-924-4594. Presenta- 


tion and tour. Register at ext. 245. 
1to4p.m. 


Jewish Singles of Mercer Coun- 
ty, KC Prime Restaurant, Law- 
renceville, 609-883-9550 


Brunch. Register. $20. 11 a.m. 
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Monday 


January 10 


Art 


Bible Drawings, Princeton Theo- 
logical Seminary, Erdman Hall 
Gallery, 20 Library Place, 609- 
497-7990. Opening reception for 
William Hogan and Howard 
Berelson’s exhibit of Bible Draw- 
ings. On view through February 
11. 4:30 to 6 p.m. 


Literati 


McCarter Live at the Library, 
Princeton Public Library, 65 
Witherspoon Street, 609-924- 
9529. “Producing Martha Gra- 
ham,” a behind-the-scenes look 
at how the innovative dance com- 
pany is run. Executive director 
Marvin Preston, a Princeton resi- 
dent, is joined by members of the 
company’s artistic and manage- 
ment teams for a discussion of 
booking, touring, and restaging 
legendary works. The company 
performs at McCarter on Friday, 
January 28. 7:30 p.m. 


Delaware Valley Poets, Barnes & 
Noble, MarketFair, 609-716- 
1570. B.J. Ward is reading. An 
open read follows. Free. 8 p.m. 


Blood Drive, American Red 
Cross, Nassau Club of Princeton, 
6 Mercer Street, 800-448-3543. 1 
to 6 p.m. 


Michal Ben-Reuven, 51 Clover 
Lane, Princeton, 609-924-2595. 
Feldenkrais for back and hips. 
$120 for eight weeks. Register. 5 
p.m. 


Introduction to Essential Oils, 
Full Circle Family, 329 Princeton 
Hightstown Road, East Windsor, 
609-371-0888. Darby Mackenzie 
Line presents history and benefits 
of essential oils. Register. $40. 7 
to 9 p.m. 


Meet the Chef, Princeton Health- 
care System Foundation, 
Princeton Fitness and Wellness 
Center, Route 206, 609-497- 
4480. Jesus Donis, chef of Sante 
Fe Grille, prepares dishes with a 
Southwestern flare including po- 
tato soup and chicken almenda- 
do. Register. Free. 7 p.m. 


Baby Care, University Medical 


Center at Princeton, 253 Wither-- 


spoon Street, 609-497-4480. 
Register. $35 per couple. 7 p.m. 


PFLAG, Trinity Church, 33 Mercer 
Street, Princeton, 609-683-5155. 
Monthly meeting of PFLAG (Par- 
ents, Families, and Friends of 
Lesbians and Gays). Group 
meets second Monday of each 
month. Open forum for discussion 
and support. Free. 7:30 p.m. 


Attention Back Pain Sufferers of the Princeton Area 


“Don’t Take Another Pill Or Even 
Consider Surgery Until You Call 
The Lower Back Hotline!” 


Princeton, NJ - Anewly released free report reveals why 
taking pills may be making your pain worse. To learn the 


the best treatment call toll-free. 


1-800-286-5609 
24 Hr. Recorded Message 


real reason your back hurts and what medical studies say is 


Folk Project: Liz Pagan and David Kleiner head- 
line at the Morris Cultural Center in Morristown on 
Friday, January 7. Also appearing: Mark Schaffer. 


973-335-9489. 


History 


Historical Society of West Wind- 
sor, Schenck House, 50 South- 
field Road, West Windsor, 609- 
452-8598. Meeting. 7:30 p.m. 


Happy Baby, Healthy Baby, 
Princeton Public Library, 65 
Witherspoon Street, 609-924- 
9529. New series for parents and 
caregivers kicks off with session 
on infant massage. Register. 
Free. 10:30 a.m. 


Infant and Child CPR Course, 
Jewish Community Center of 
the Delaware Valley, 999 Lower 
Ferry Road, Ewing, 609-883- 
9550. For adults. Register. $50. 6 
p.m. 


Open House, Maple Stream 
Road School, 50 Maple Stream 
Road, East Windsor, 609-448- 
1144. Pre-school for ages 2 1/2 to 
5. Half or full-day classes, kinder- 
garten enrichment, mommy and 
me program, and mom’s day out. 
Through January 14. 9:30 a.m. to 
3:30 p.m. 


Single Separated, Divorced, 
Widowed Support Group, St. 
Gregory the Great Church, 
Draus Room, 4680 Nottingham 
Way, Hamilton, 609-588-0790. 
Meets every Monday. 7:30 p.m. 


Continued on page 40 
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Senior Care Management® 
Specializing in Elder Care Services 
CARE MANAGEMENT 


e Assessments/Recommendations ¢ On Going 
monitoring for families living at a distance. 
HOME CARE 
Personal Care Assistance * Meal Preparations 


° Transportation * Companionship 
* Certified Home Health Aides * Nursing Supervision 


Mercer County, NJ (609) 737-8398 | 
Bucks County, PA (215) 321-1401 


com 


Since 1968 . 4 Plowers, nea 


Wishing all cur friends a Hay New Cear! 


360 Nassau Ane + SOO-944- Judy C88Y 


VALID JAN. 3rd thru JAN. 30th 2005 


Clip the coupon and SAVE an ADDITIONAL ~ 
$100 OFF the current SALE PRICE of any — 


LANDAU LODEN 


FOR MEN SIZE 36-48, FOR WOMEN SIZE 2-18! 


AUTHENTIC AUSTRIAN LODEN JACKETS and GOATS. | 


Designed for staying warm and dry in winter. _ 4 


LIGHT-WEIGHT, WINTER-WARM, WIND-PROOF, 


SAVE YOURSELF AN EXTRA $100 NOW THRU JAN. 30th. 


Winter Shop Hours 
Monday-Saturday: 9:30 a.m. to 5:30 p.m. 
Sundays: 11:30 a:m. to 4:30 p.m. 


102 Nassau Street * Across from the University * Princeton, NJ « £608) 924-3494 
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| WATER-REPELLANT, DURABLE and BEAUTIFUL! 


| 
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fill Gutowski & Michael Brantl 
Co-Directors 


at Pennington 


Suite K2, Straube Center, 114 West Franklin Ave., Pennington, NJ 08534 


ga practice 


Holiday Gift 
ae 


Sat. January 8th, 9:30am-2:30pm 
Call for more information 


(1/4 mile north of 
Pennington Market off Route 31) 


609.818.9888 


www. yogastudiopennington.com 


Don’t Miss Our Open House! 


| . 
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i HARMONY 
; SCHOOLS 


«e Littie Dreams Grow™ 


23 Years Experience in Children 


NOW ENROLLING 


Infants, Toddlers, Preschool and Kindergarten 
Full and Part time Programs 


Princeton Forrestal Village 609-799-4411 
Foxmoor - Robbinsville 609-443-7575 


wwwharmonyschools.com 
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ial arts 


real world mart 


~ call 


(609) 


get in the best shape of your life 
while learning effective self-defense 


FEATURED ARTS INCLUDE 
JEET KUNE DO, KICKBOXING, THA! BOXING, 
GRAPPLING, CAPOBRA, KALI, SILAT 


for free trial class ~ 


featuring edged-weapons 


* defense classes * 


14 FARBER ROAD, PRINCETON NEAR MARKET FAIR 


452-2208 


wWwWWwW.pamMmausa.com 


‘Harold & Maude:’ Will It Sing? 


o say I had mixed feel- 
ings when I learned that Paper Mill 
Playhouse would be presenting a 
musical based on the 1970s cult 


film “Harold and Maude” would 
be an understatement. Opening on 
Wednesday, January 5, “Harold 


and Maude: The Musical” — with 
book and lyrics by Tom Jones, the 
co-writer of “The Fantasticks,” and 
starring Oscar-winning actress Es- 
telle Parsons — has a fine pedigree 
before it even gets out of the gate. 
And Paper Mill is certainly known 
for its high quality productions. Yet 
I couldn’t help feeling apprehen- 
sion about it. As an enthusiastic 


» theater lover, I’ve seen plenty of 


films turned successfully into mu- 
sicals (and visa versa), but I wasn’t 
sure I’d want to see this show 
adapted for the stage. 


Because, you see, I am one of © 


the leigons of people who made 
“Harold and Maude” the cult fa- 
vorite that it is. I’ve seen the film so 
many times that I can recite entire 
scenes, and I quote it with the regu- 
larity that some Trekkies quote 
their beloved “Star Trek.” When 
dating, “Harold and Maude” be- 
came something of a litmus test for 
the men I’d meet. Ifa guy loved the 
movie it probably meant that the 
themes of the film resonated with 
him, so that put him up a few notch- 
es in my book, and if he didn’t like 
it, his chances were not that good. 
(Ifa man had never heard about the 
movie, there was still a possibility 
if I could get him to see it and he 
liked it.) 

When I accidentally spilled cof- 
fee on my video copy of it a few 
years back — wrecking, as some 
would say, “only” the last minute 
or so of the movie that leads into 
the credits — I had to get another 
one. I just had to. Because as any 
true fan of “Harold and Maude” 
would tell you, that last couples of 
minutes of the movie are really 
key. But then, all of it is. Each ele- 
ment in this quirky story of two un- 
likely friends whose lives are 
changed by their even unlikelier 
romance is so perfect and poetic 
that it’s hard to imagine it any other 
way. 

Anyone but Ruth Gordon as the 
plucky, life-loving Maude? Can’t 
picture it. Who but Bud Cort with 
his huge saucer-like eyes as the 
comically death-obsessed Harold? 
It just wouldn’t work, would it? 


PRINCETON ACADEMY 
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Re-making a Classic: Composer Joseph 


Thalken, left, and Tom Jones, writer of ‘Harold 
and Maude: The Musical,’ have remade the story 
of the 1970s cult film at Paper Mill Playhouse. 
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And what would the movie be 
without Cat Stevens’ soundtrack 
perfectly complementing the 
film’s every moment? 

To some of us, “Harold. and 
Maude” is not just a movie, it’s a 
manifesto. It is about living life to 
the fullest and celebrating unique- 
ness, and it is told in a quirky, sub- 
versive, funny, lyrical, and tender 
way. 

When it comes to “Harold and 
Maude,” I am not simply a fan, I 
am a bit of a fanatic. That can be a 
dangerous thing. But like most fa- 


Se ee eee 
To some, Harold and 
Maude is more than a 
movie, it is a mani- 
festo about living life 
to the fullest and cel- 
ebrating uniqueness. 


natics, I am also a sucker for all 
things “Harold and Maude,” so I 
found that I couldn’t help be curi- 
ous — compelled even — to find 
out more about the musical version 
that is receiving its world premiere 
at Paper Mill Playhouse. 

How would the creative team 
translate the intimate, sometimes 
outrageous story to the stage? (And 
Paper Mill’s huge stage at that?) 
Would they get the rights to Cat 
Stevens’ music, and if so, how 


.would they weave it into the ac- 


tion? Or would they do without his 
music entirely? And how could 
they come up with actors powerful 
(and brave) enough to step into the 
shoes of Ruth Gordon and Bud 
Cort? 


F.. Tom Jones, musical the- 
ater writer and co-creator of “The 
Fantasticks,” (not, as some might 
assume, the Welch singer of “It’s 
Not Unusual” fame) the creation of 
“Harold and Maude: The Musical” 
has been a unique labor of love. 

“If we do it right,” says Jones, 
speaking to me on a break during 
rehearsals of the production in 
New York in late December, “it 
will be different, its own thing.” 
Adapting such a popular film had 
its challenges, “it was a matter of 
trying to compress and distill the 
piece,” he says. “Hopefully we've 
found the essence.” 

Composer Joseph Thalken 
agrees. “To make the leap to the 
musical stage, it’s a whole different 
animal. We’re staying true to the 
spirit of the film, but with any 
adaptation, and particularly one as 
beloved as ‘Harold and Maude,’ 


people will miss certain parts. But 
it’s so exciting to see it take on a 
life of its own.” 

“For me,” says Jones, the story 
“reached me on a level I didn’t 
quite understand. I love the film — 
I had to, since I’ve spent nearly 
four years working on adapting it 
—and I feel like there’s some kind 
of ancient, primitive parable at 
work in it.” The story of these two 
different souls at different stages in 
their lives “reached across time,” 
he says. Maude is about to turn 80 
in the play and Harold is in his ear- 
ly 20s; Jones turns 77 in February 
and “I still have two teenaged 
sons,” he says. “It means a lot to me 
— thinking about what I can teach 
them and what they can teach me.” 
This same theme, Jones says, is 
part of what drives Maude to be- 
friend Harold. 

“T think people will be pleased,” 
says Paper Mill’s Maude, Estelle 
Parsons. “Pleased and surprised. 
It’s an incredible adaptation. Tom 
is a genius.” Known for her Acade- 
my Award winning turn as the 
crazed Blanche in “Bonnie and 
Clyde,” and for Tony-nominated 
roles in “Miss Margarita’s Way” 
and “Mornings at Seven,” as well 
as her run as Roseanne’s mother, 
Bev, on television’s “Roseanne,” 
Parsons actually got her start in 
musical theater, playing in “Happy 
Hunting” with Ethel Merman. The 
return to musical theater is a real 
treat for her. “I love to be funny, 
and I love to sing and dance,” she 
says. Getting to collaborate on a 
new musical and playing Maude 
“is great fun; I’ve never been so 
happy.” 

According to Eric Millegan 
(Harold), working on the play is 
“wonderful” and working with 
Parsons is “a dream.” 

“I remember when I audi- 
tioned,” he says. (Parsons had al- 
ready been cast as Maude.) “I got 
in there and she went along with 
whatever I'd do. She was very ac- 
cessible; I love her.” When he got 
the role, Parsons took him to lunch. 
He then went to see her in another 
show she was doing at Primary 
Stages in New York, and they spent 
some time talking afterward. So 
when the creative team arrived in 
New York at the end of December 
to begin rehearsals, the pair already 
knew one another. 

The 30-year-old actor (who 
looks at least 10 years younger) 
says he is often told that he looks 
too young to play certain parts, but 
“that he is glad he stayed young 
enough to play the part of Harold, a 
teen-ager. “It’s such a beautiful sto- 
ry,” he says. 

Adding to the beauty of the sto- 
ry in the film was Cat Stevens’ mu- 
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sic — as essential to the mood of 
each scene as the Bee Gees’ music 
was in “Saturday Night Fever.” Yet 
for the Paper Mill production, the 
writing team decided to start from 
scratch. Why? “I’m a big fan of Cat 
Stevens’ music,” says composer 
Thalken, “and I love the music in 
the movie.” But in his opinion it is 
evocative, rather than essential to 
the story. “It doesn’t move the plot 
forward,” he says. Jones and 
Thalken decided to musicalize mo- 
ments that expressed the charac- 
ters’ inner thoughts and yearnings. 
“IT made a conscious choice not to 
mimic Cat Stevens’ style,” he says, 
“so the music would be fresh, and 
not a bad imitation of Cat Stevens.” 


ee change in the play 
repairs the one spot in the movie 
that has always been tough to swal- 
low (even for fanatics). On the eve 
of her 80th birthday, Maude, who is 
in love with life — and, as she calls 
it, “the cosmic dance” of change — 
decides to commit suicide. The 
character says she doesn’t want to 
end up old and infirm, but in the 
hands of impish Ruth Gordon, “old 
and infirm” seems a very long way 
away for Maude, so the choice to 
end her life seems arbitrary and is 
hard to take. 

To make the twist work in the 
musical, Jones decided to add an- 
other layer to Maude’s story. “In 
the movie she’s this life-giving 
force,” he says, and her decision to 
end her life was hard to understand. 
Jones’ small additions don’t “trade 
on tragedy” he says, but they give 
Maude a more obvious motivation 
for her decision, one that, in 


Unlikely Pair: Eric Millegan and Oscar winner 
Estelle Parsons in ‘Harold and Maude’ at Paper 
Mill Playhouse through February 6. 
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Maude’s own lingo, would be more 
“organic.” 

In the film, the Bay area around 
San Francisco is another character, 
with rolling hillsides, fog-covered 
graveyards, and misty, deep red- 
wood forests adding to the texture 
of the story. Jones says that these 
were the easiest things to let go of. 
“I didn’t want to try to re-create 


ee 
According to Oscar 
winner Parsons, 
Maude’s celebratory 
message is timely. 
‘It’s so hard for peo- 
ple to be unique. The 
message ‘Don’t dare 
to be different’ is 
everywhere.’ 


that in any way; I want you to be 
aware that you’re in the theater,” he 
says. Paper Mill’s cavernous stage, 
used to hosting enormous casts 
with massive set pieces, has been 
“brought in” according to Jones, to 
make it feel more intimate. “We 
have some ‘theatricals’, but the 
best experiences in the theater hap- 
pen,” he says, when the audience 
reacts to what is going on on the 
stage in a personal way. “The para- 


Jewish Family & Children’s Service 
of Greater Mercer County 
Presents 


PROJECT RE-EMPLOYMENT 
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ble underneath the story opens you 
up in some way.” 

For Parsons the parable under- 
neath the play is extremely timely. 
Maude invites Harold to explore a 
new way of looking at the world 
and she invites him to embrace life 
in all its precious paradox. “It’s so 
hard these days for people to be 
willing to be unique,” she says, 
“The message is everywhere: ‘You 
don’t dare to be different!” 
Through Maude, Parsons says, 
Harold’s eyes are re-opened and 
she gives him his life anew. 

The creative team of Jones and 
Thalken, along with actors Parsons 
and Millegan, seem to be holding 
the essence of Harold and Maude’s 
story with the preciousness of a 
real gem. And for this fanatic, they 
seem to be the perfect stewards to 
introduce the story to a whole new 
audience, and to let them see the 
world anew through the fresh eyes 
of Harold and Maude. 


— Deb Cooperman 


Harold and Maude: The Mu- 
sical. Paper Mill Playhouse, Mill- 
burn. To February 6. Wednesdays 
and Fridays at 8 p.m.; Thursdays at 
2 and 8 p.m.; Saturdays at 2:30 and 
8 p.m.; Sundays at 2 and 7:30 p.m. 
$31-$68. 973-376-4343 or www.- 
papermill.org. 
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Inside the fish: This image of a 25-day-old Tur- 
bot larvae (6x), taken by Norwegian Toar Bardal, 
won seventh prize and is among the work on tour. 


he Small World photog- 


raphy exhibit features 20 images 


that are stunning in their color and 


to five year olds. 


Visit any weekday — Monday, Jan. 12 
thru Friday, Jan. 23, 9:30 — 11:30 am 


> that kids love and parents have trusted for over 50 years. 


| Discover the wonderful program of learning through play : 


composition, even more intriguing 
when you find out what they are. 
There’s a picture of fish larvae 
magnified six times, extraordinary 
because you’re looking through 
the skin to the skeleton and internal 
organs. There’s a picture of fresh- 
water algae undergoing cell divi- 
sion so you see it actually in the act 
of splitting, plant reproduction 
happening right in front of your 
eyes. There’s an image that repre- 
sents a section of a metallic beetle. 
You can see part of the body, head 


State Museum. “We have hosted it 
since 1996. Throughout the past 30 
years, this competition’s reputa- 
tion has grown to be regarded as 
the leading forum for recognizing 
art, proficiency, and photographic 
excellence in photomicrography.” 

The Small World contest was 
founded in 1974 to recognize ex- 
cellence in photography through 
the microscope illustrating the 
complex and beautiful world that 


out into space and show us the vast- 
ness of the galaxy,” says Shirley 
Albright, the museum’s assistant 
curator. “Now think of something 
that takes you in the other direc- 
tion, allowing you to see a world of 
beauty on a microscopic level. 
Photomicrography allows us to see 
familiar things in a whole new 
light. It’s looking at the world 
through a new eye, quite literally.” 

It was Albright who was respon- 
sible for bringing the exhibit to the 


Parents welcome, too! 


The acclaimed Ring Nursery School and full-day Kindergarten / 


is far more than day care — it’s certified teachers in a happy setting, nurturing each child. § 


eS eee 
The Small World ex- 
hibit illustrates the 
complex and beauti- 


New Jersey State Museum in 1996. 
“T had read a very obscure science 
journal called ‘USA Microscopy 
and Analyses,’ which is sent out 
free to people who specialize in mi- 


and eye, the shiny iridescence il- 
lustrating the luster of beetle 
wings, one of the most colorful 
things you can find in nature. 


? 5-day, 3-day, and 2-day sessions These are just a few of the mem- 


Give your kids an early advantage 


> Full or half days that will last a lifetime! Facilities orable images from the 30th annu- ful world that exists croscopy. I enjoyed it because 
$ Before & after include a full gymnasium, al tour of Nikon’s Small World, a out of the range of the every now and then there would be 
ila ane classroom computers, 43-acre collection of 20 winning photomi- an interesting article about forensic 
(7:45 am - 5:30 pm) campus and more. crographs from around the world, naked eye. science used, for example, to deter- 
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children ages 6 house. We're just 5 minutes from | West State Street. (Note that, while exists out of the range of the naked as they say, is history. They were 


months and older! ‘ 
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fopom texturizing to trimming... 
A fow highlights to dramatic change... 


or formal updos . 


the main museum is. currently 
closed for renovation, the galleries 
are open.) 

“We are pleased to be the only 
venue in New Jersey to offer 
Nikon’s Small World to the pub- 
lic,” says Helen M. Shannon, exec- 
utive director of the New Jersey 


eye. Each year Nikon makes the 
winning images accessible to the 
public through the Nikon Small 
World Calendar and a national mu- 
seum tour. Only 20 winners were 
selected out of 1,200 images from 
around the globe. 

“We have telescopes that shoot 


Cranbury Book Worm 
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609-655-1063 
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reaching out primarily to science 
centers. Back then a lot of people 
weren’t interested, but the interest 
has blossomed.” 


Pisin own interest in the 
use of microscopes in forensics 
comes from her late husband, Jef- 
frey, who was a forensic geologist 
with the New Jersey State Police in 
West Trenton. She was working at 
the museum when she realized that 
the police had equipment that the 
museum did not. So the museum 
partnered with the state police to 
work on specific projects. For ex- 
ample, one study looked at rocks 
used by the Leni Lenape Indians in 
the area to make arrowheads. “We 
needed fine grained rocks,” ex- 
plains Albright. “We were trying to 
determine the source of the materi- 
als and using microscopes is one of 
the ways you do that.” 

Albright was born in Mechan- 
icsburg, Pennsylvania, on a Hol- 
stein dairy farm. In 1972 she re- 
ceived her B.S. degree in geology 
from Juniata College in Hunting- 
ton, Pennsylvania, where she also 
studied criminalistics and archae- 
ology. She pursued paleontology 
on the graduate level at the Univer- 
sity of Rochester, while simultane- 
ously studying vocal performance 
at the Eastman School of Music. 

Shortly after her marriage to Jef- 
frey Albright, a fellow geology ma- 
jor at Juniata, she moved to New 
Jersey, where she worked briefly 
for the New Jersey Geological Sur- 
vey before settling down at the 
New Jersey State Museum in the 
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winter of 1973. She established a 
career in natural history exhibition 
development, research in Devon- 
ian invertebrate fossils, and data- 
base management. She co-founded 
several professional organizations, 
including the international Society 
for the Preservation of Natural His- 
tory Collections, the Geological 
Association of New Jersey, and the 
New Jersey Earth Science Teach- 
ers Association. After her hus- 
band’s death in 1989, she raised 
their son, Kurtis, who is now a jun- 
ior at Rensselaer Polytechnic Insti- 
tute in Troy, New York. 

The pictures in the Small World 
exhibit range from a magnification 
of 6x up to 1000x, though most im- 
ages are in the higher ranges from 
200x on up. There are great artists 
like Van Gogh and Monet whose 
works captivate the eye, tease the 
imagination, and uplift the soul 
with their breathtaking and unfor- 
gettable images. Then there is art 
created by scientists in the course 
of their research, images that are in 
themselves works of great beauty, 
which are created unintentionally. 
And that, explains Albright, is what 
most of these images in the exhibit 
represent. “They were taking the 
pictures in the course of their re- 
search or normal duties and hap- 
pened to notice their artistry, so 
they submitted them.” 

A recent winner who isn’t a sci- 
entist is Aaron Messing of West Or- 
ange, one of the New Jersey prize 
winners last year, taking honorable 
mention for his cross-section of a 
pine tree. He’s a repeat winner, 
having taken eighth place the year 
before with a very simple image of 
a plant spore. He didn’t use any 
special dyes or high hi-tech proce- 
dures, but won on the basis of com- 


Worlds Within Worlds: From left, ‘Micras- 
terias rotata (a desmid) undergoing cell divi- 
sion (200x),’ taken by Wim van Egmond, Mi- 
cropolitan Museum Rotterdam; ‘Brittle Star 
Larva, ’ living specimen (100x), another van 
Egmond entry, and ‘Filamentous actin and 
microtubules in the growth cone of a bag cell 
neuron (800x),’ taken by Dylan Burnette of 
New Haven, Connecticut. 


position and the colors that came 
through. 

Albright says that most of the 
entrants have no formal training in 
photographic technique and for the 
most part have picked it up on the 
job and are fine-tuning it as they 


Eas ee 
“You’re not always 
sure what procedures 
to use to get the best 
image. Hence great 
art can be born purely 
by accident,’ says re- 
cent contest winner 
Aaron Messing. 


go. Sometimes they take courses in 
professional development at 
schools that specialize in scientific 
photomicrography. 

“They might take hundreds and 
thousands of pictures before they 
get the right one,” she says. 
“There’s lots of experimentation 
trying to get the cleanest image of 
the object they’re taking. You’re 
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not always sure what kind 
of procedures you’ll have 
to use to get the best image 
under the microscope. 
Hence great art can be 
born, often purely by acci- 
dent.” 

As for real-life applica- 
tions of photomicrograph 
technique, there’s a big 
conference every year, the 
Pittsburgh Conference, 
known as PITTCOM, that centers 
on all the scientific lab equipment, 
including microscopes, ever 
known to man. PITTCOM 2005 is 
scheduled for Florida. “It’s a gath- 
ering of technicians and scientists, 
forensic scientists, crime scene in- 
vestigators, CSI types like the ones 
on TV,” says Albright. “They use 
this to determine the composition 
of a complex material. They might 
use it in forensic science research 
to illustrate projects or presenta- 
tions or in gene research.” 

She explains that the technique 
is also widely used in industries 
that use paints and metals. “If 
you’re in the middle of a research 
project you may need to present 
your findings to your company or 
be called upon to present it at for- 
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mal science conference,” she says. 
“You can’t just get up there and 
read your notes. It helps to engage 
your audience, to call out the ooohs 
and ahhhs — and a picture is worth 
a thousand words. It’s important 
that you substantiate your work 
with photographic evidence.” 


Fs prize this year was cap- 
tured by Seth Coe-Sullivan from 
the Massachusetts Institute of 
Technology with quantum dot 
nanocrystals deposited on a silicon 
substrate, magnified 200 times. Al- 
bright says the picture reminds her 
of swarming paramecium. “What 
it’s showing is an inorganic thing, 
but under the microscope it looks 
organic and filled with the poten- 


tial for movement. What looks like 
microscopic animals is actually 
about as inorganic as you can get. 
To me it looks like those amoebas 
swimming around. The vibrant 
colors of orange and green and the 
backdrop of red is very unusual.” 
Second prize was awarded to 
Shirley Owens of the Michigan 
State University Center for Ad- 
vanced Microscopy with her image 
of a spiderwort flower anther. 
Third prize went to Torsten 
Wittmann of the Scripps Research 
Institute in La Jolla, California, for 
his picture of differentiating neu- 
ronal cells magnified 1,000 times. 
There is a very nice incentive for 
scientists to participate in the annu- 


Continued on following page 
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al contest. First place takes $3,000 
in Nikon photographic equipment 
or scientific and industrial equip- 
ment for use in research. Top prize 
also includes an all-expense paid 
trip to be wined and dined at a New 
York City reception. Second prize 
is $2,000 in Nikon photographic or 
scientific equipment. 

Albright says the Nikon Small 
World exhibit has become a highly 
anticipated annual event, with 
more and more people learning 
about it through word of mouth, 
trying it out for the first time, then 
coming back every year. The ex- 
hibit draws children, their families, 
and some scientists, not so much 
those into pure research, but people 
who are interested in the connec- 
tion between science and art. It also 
brings in many adults who love 
photography. 

“This idea of taking images 
through a microscope might be 
new to the general population, but 
ever since people first took a look 
through the microscope they’ve 
been trying to take pictures beyond 
the range of the naked eye,” says 
Albright. “The images shown here 
employ some very sophisticated 
technology. It’s not something 
most people have in their homes. 
This exhibition opens their eyes to 
the little world.” 


— Euna Kwon Brossman 


Nikon’s Small World, through 
February 4, at the Galleries of the 
New Jersey State Museum in Tren- 
ton at 225 West State Street (not at 
the main museum building, which 
is closed for renovations), Monday 
through Friday, 9 a.m. to 5 p.m., 
closed weekends and state holi- 
days. Admission is free. 609-292- 
6464 or visit www.newjerseystate- 
museum.org 
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‘4 Friends’: The pop art image by Rico Telofski is 
at Gorgaud Gallery at Cranbury Town Hall 
through Friday, January 7. 609-395-0900. 


Artin Town 


Chapin School, 4101 Princeton 
Pike, 609-924-7206. “A Different 
View,” a multi-media exhibit by 
South Brunswick artists Stephanie 
Galvano Barbetti. Through Febru- 
ary 4. Gallery is open by appoint- 
ment during school hours. 

Dynasty Arts, 20 Nassau Street, 
Unit F, 609-688-9388. The recent- 
ly opened Chinese antique and art 
gallery features a silk-screen se- 
ries, “Last Dynasty,” oil and water- 
color, and limited edition prints. 
Artist and owner, Lu Zuogeng, 
combines Chinese brushwork with 
Western watercolor. Also, Chinese 
antique furniture of Ming and Qing 
dynasties. The gallery is open 
Tuesday through Saturday, 11 a.m. 
to 6:30 p.m., and Sunday, noon to 5 
p.m. 


Historical Society of Prince- 
ton, Bainbridge House, 158 Nas- 
sau Street, 609-921-6748. “Prince- 
ton Recollects” exhibition was or- 


Joanne Dailey, LCSW 
166 Bunn Drive « Suite 101 + Princeton * New Jersey 08540 


609-683-0002 


ganized to celebrate the accom- 
plishments of the Princeton Histo- 
ry Project. In the 1970s and 80s, the 
project was dedicated to collecting 
and preserving memories, and 
publishing “The Princeton Recol- 
lector,” a monthly magazine. The 
exhibition includes original letters, 
documents, and artifacts. Free. 
Museum is open Tuesday through 
Sunday, noon to 4 p.m. 


Witherspoon Gallery at Hol- 
some, 27 Witherspoon Street, 609- 
279-1592. Exhibit of works by 
Joseph Petrovics, sculptor, and 
Madelaine Shellaby, photographer. 
The show, curated by Ann Ridings, 
is on view through January 24. 
Gallery hours are Wednesday to 
Sunday, | to 5 p.m. 


Numina Gallery, Princeton 
High School, 151 Moore Street, 
609-806-4314 ext. 3170. Inaugural 
exhibition, “Til Every Art Be 
Thine,” developed as part of the 
statewide Transcultural Initiative 
that includes exhibitions by 17 oth- 
er professional New Jersey muse- 


THERAPY FOR WoMEN 


Depression Problems in Relationships 
Anxiety Dependence 
Sexual Trauma Life Transitions 


Marriage ® Divorce ¢ Career 


Ms. Dailey, a Princeton psychotherapist 
for 20 years, offers psychotherapy focusing 
on emotional expression, mind/body 
integration, linking the past with the 
present, and moving toward wholeness. 
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ums and galleries. The focus of the 
multi-media presentation is a con- 
troversial mural that occupies 
Princeton’s Palmer Square post of- 
fice. Through February 18, 2005. 
The gallery is open weekdays, 3 to 
5 p.m. and other times by appoint- 
ment. Although guided by John 
Kavalos, art history teacher at 
Princeton High School, students 
run this gallery on their own. It 
started in 2000 and has expanded to 
10 times the original size. 

The mural in question, by New 
York artist Karl Free, was a 1939 
New Deal work-relief project. The 
verse that accompanies the paint- 
ing was the inspiration for the ex- 
hibit title: “America! with Peace 
and Freedom blest/ Pant for true 
Fame and scorn inglorious rest. 
Science invites, urged by the Voice 
divine, Exert thyself ‘til every Art 
be thine.” 

The show features interviews 
with people from a cross-section of 
Princeton’s population are project- 
ed on large screens. Visitors can 
videotape their own comments in 
an interactive “voting booth,” and 
this footage will be added to the ex- 
hibit. 


Area Galleries 


Gold Medal Impressions, 43 
Princeton Hightstown Road, West 
Windsor, 609-606-9001. Newly- 
expanded gallery of photographer 
Richard Druckman, a freelance 
photographer for Associated Press. 
Six rooms and over 250 photo- 
graphs of professional football, 
basketball, hockey, tennis, and 
Olympic events. Photographs for 
sale are matted and framed and ina 
variety of sizes and prices. Gallery 
is open 9 a.m. to 5 p.m. 


Grounds For Sculpture, 18 
Fairgrounds Road, Hamilton, 609- 
586-0616. A seasonal outdoor 
sculpture exhibition featuring the 
ISC Outstanding Student Achieve- 
ment Awards Exhibition. “Twisted 
Logic” by Patrick Dougherty,” 
Earthwords and Geoglyphs” by 
Australian artist Andrew Rogers. 
Show continues to May I. 


La Principessa Ristorante, 
Route 27, Kingston Mall, 609-921 - 
3043. “La Dolce Vita, “ a collec- 
tion of original photographs from 
Italia by Ed Tseng. The exhibition 
remains on permanent display. 
Tuesday to Friday, 11:30 a.m. to 10 
p.m.; Saturday, 5 to 10 p.m.; and 
Sunday, 4:30 to 9 p.m. 


Plainsboro Public Library, 
641 Plainsboro Road, 609-275- 
2897. “Guy Ciarcia: Retrospective 
1990-2004” presents a vibrant se- 
lection from three distinctive phas- 
es of the artists’s work. The 
Agamemnon series of Arch paint- 
ing, boxes featuring dazzling as- 
semblages, and ceramic dishes. 
Born in Union City, an exhibiting 
artist since the 1960s, he was a 


Art Echoes Life: Artworks in Trenton exhibits 
paintings by Mel Liepzig featuring faculty, staff, 
and students at Mercer County College. A recep- 
tion will be held on Sunday, January 9, at 2 p.m. 


609-394-9436. 


a ee 


Trenton art teacher from 1967 to 
1992. Through January 3. Open 
Monday and Friday, 9 a.m. to 5:30 


p.m.; Tuesday to Thursday, 9 a.m... 


to 8:30 p.m.; Saturday and Sunday, 
10. a.m. to 5 p.m. 


Printmaking Council of New 
Jersey, 440 River Road, North 
Branch Station, 908-725-2110. 
Annual juried members show fea- 
turing prints by 31 members. Art- 
works include woodcuts, etchings, 
digital prints, and handmade paper. 
Through January 22, 2005. 
Wednesday through Friday, 11 
a.m. to 4 p.m.; Saturday, 1 to 4 p.m. 


Campus Arts 


Princeton University Art Mu- 
seum, 609-258-3788. Medieval, 
Renaissance, and baroque galleries 
are open. The museum’s galleries 
are open Tuesday to Saturday, 10 
a.m. to 5 p.m.; and Sunday, 1 to 5 
p.m. Tours are given on Saturdays 
at 2 p.m. 

“Bringing into Being: Materials 
and Techniques in American Prints 
1950 to 2000,” an exhibition of 30 
prints exploring American artists 
to technical advances in printmak- 
ing. Through January 23. “Con- 
temporary Photographs from the 
Museum Collection.” Through 
February 6. 


Artin the Workplace 


Bristol-Myers Squibb, Hope- 
well Campus, 609-252-5120. Out- 
door sculpture show features 
works by seven prominent East 
Coast artists: Hope Carter of 
Hopewell, Kate Dodd, Richard 
Heinrich, John Isherwood, Joel 
Perlman, John Van Alstine, and Jay 
Wholley. Exhibition is on view 
during business hours and will re- 
main in its location for two years. 

The artists were selected by a 
panel composed of Alejandro An- 
reus, veteran curator and scholar, 
Jeffrey Nathanson of the Interna- 
tional Sculpture Center, and visual 
artist Sheba Sharrow, working un- 
der the guidance of Kate Somers, 
curator of the company’s corporate 
gallery in Lawenceville. 


Art by the River 


Artists’ Gallery, 32 Coryell 
Street, Lambertville. “Little 
Gems,” an exhibit of small-scale 
works in many different media. 
Artists include Joy Barth,Bob 
Baum, Gail Bracegirdle, and Joy 


Kreves. Through February 6, 2005. 
Gallery hours are Friday, Saturday, 
and Sunday, 11 a.m. to 6 p.m. 


Coryell Gallery, 8 Coryell 
Street, Lambertville, 609-397- 
0804. Holiday show features 
Joanne S. Scott with paintings and 
prints, and Lucy Graves McVicker 
with watercolors and mixed media. 
On view to January 16. Wednesday 
to Sunday, noon to 5 p.m. 


Srivivas S. Vasireddi M.D., FACP 


Diplomate American Board of Gastroenterology 
Affiliated with Robert-Wood Johnson University Hospital, 
JFK, RBMC(Old Bridge) & Bayshore Hospital 


SPECIALIZED IN ALL DIGESTIVE SYSTEM 
AND LIVER DISORDERS 


RELIABLE CARE 
FROM A NAME YOU CAN TRUST 


OFFERING STATE-OF-THE-ART 
ON SITE OFFICE TESTING 


@ CAPSULE (CAMERA-PILL) ENDOSCOPY 

@ BREATH TESTS FOR LACTOSE INTOLERANCE / 
BACTERIAL INFECTIONS 

@ BREATH TESTS FOR ULCER BACTERIA (H. PYLori) 

@ WIRELESS HEARTBURN MONITORING 

@ GASTROSCOPY AND COLONOSCOPY 


CONVENIENT HOURS DAILY 
MONDAY - FRIDAY: 9 TO 6PM 
WE PARTICIPATE IN ALL PLANS 
Web: www.mydoctor.com/vasireddi 
SERVING ALL OF CENTRAL JERSEY 


Tel: 732-205-9886 
Fax: 732-205-9887 
Bridgepointe, Bidg. D 
205 Bridge Street 
Metuchen, NJ 08840 

, (Exit 2A off 287) 


Tel: 732-888-4800 
Fax: 732-888-4779 

668 N. Beers Street, Ste. 101 
Holmdel, NJ 07733 
(Exit 117 of GSP) 


Sour us ton rottee - 


January 19th 
8:15am 


Join us for our Kindergarten Forum. 


Tour the school and meet 
our faculty. 


+ 
\iF 
Stuart Country Day School 


of the Sacred Heart 
Princeton, New Jersey 


Come see what weve all abort. 


Co-ed Pre-School, Girls onty K-12 
www.stuartschool.org * 609-921-2330 


A member of The National and Intemational 
Network of Sacred t 


eo Heort 
and The National Coalition of Girts” Schools 


FULLY 
SCIRCLE} 


™@ FAMILY MASSAGE & 
HEALING CENTER 


329 Princeton-Hightstown Road (Route 571), Cranbury 


Expand your horizons with our 
JANUARY WELLNESS CLASSES 


Thurs. Jan. 6: Introduction to Crystals, 7-9 p.m. 

Mon. Jan. 10: Introduction to Essential Oils, 7-9 p.m. 

Sat. Jan 15: Self Esteem and the Spirit, 11 a.m. - 2:30 p.m. 
Mon. Jan. 17: Raindrop Essential Oil Technique, 7-9 p.m. 
Thurs. Jan 27: Feng Shui and Love & Romance, 7-9 p.m. 


All classes $40 per person. Pre-registration required. 


Massage & healing bodywork therapies 
for every member of the family 
By appointment 7 days a week 


609-371-0888 


www.fullcirclemassage.com 
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happy new year 
from the staff of 


Hair Plus 


THE SALON 


Harr, Nam & SKIN CARE 


WEST WINDSOR 
609-897-0400 


Southfield Center, Princeton-Hightstown Road 


OPEN 7 Days 


JUNCTION 
BARBER SHOP 


¢ Men’s Haircut * Boy’s 12 and Under 
¢ Senior Men 60 & Over 


33 Hightstown Rd., Princeton Jct. 
ELLSWORTH’S CENTER (Near Train Station) 


609-799-8554 


Hrs: Tues - Fri: 10am - 5:45pm 
Sat: 8:30am - 2:30pm 


Can you € 
I’m straightenir 
my teeth? 


Get the beautiful smile 
you've always wanted, 
without braces. 


She's wearing Invisalign 


Invisalign is the invisible way to straighten teeth 
using a series of custom-made, nearly undetectable, 
Aligners. It’s been proven to be effective in both 
clinical research and in practices nationwide. So 
whether your teeth are crowded, too far apart, or 
have shifted since wearing braces, you'll have a new 
reason to smile. 


invisalign 


start smiling more” 


Melvin S. Babad, DMD 
1941 South Broad Street, 
Hamilton, NJ 08610 

Phone 609-396-949 | 

for a consultation. 


© 2003 Align Technology, Inc. 
invisalign” is 2 registered trademark of Align Technology, Inc. 
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Tuesday 


Jan ely AL) 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787, Five 
classic fairy tales adapted and di- 
rected by Mary Zimmerman. Not 
suitable for small children. $28 to 
$48. 7:30 p.m. 


The Winning Streak, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. Drama by Lee Bless- 
ing about a father and son who 
have little in common. $28 to $56. 
8 p.m. 


Literati 


Writers Talking, Princeton Pub- 
lic Library, 65 Witherspoon 
Street, 609-924-9529. Robert A. 
Scott, author of “The Gothic En- 
terprise: A Guide to Understand- 
ing the Medieval Cathedral.” A so- 
ciology professor at Princeton 
University for 18 years, Scott ex- 
plores how and why cathedrals 
were built and their uses. 7:30 
p.m. 


Lunch and Learn for Legal Staff, 
Mercer County Bar 
Association, Amalfi’s Italian 
Restaurant, 146 Lawrenceville- 
Penninton Road, Lawrenceville, 
609-585-6200. Lunch and learn 
for legal secretaries, paralegals 
with Hon. Judge Paulette Sapp- 
Peterson, Cindy Leslie-Post and 
Nina Thomas. $40, includes ma- 
terials and full lunch, register. 
Noon. 


Food & Dining 


Great Greens, Whole Foods 
Market, Windsor Green Shop- 
ping Center, West Windsor, 609- 
799-2919. Short tour of the pro- 
duce department followed by 
demonstration with broccoli rabe 
and kale. Register. 7 p.m. 


Vegetarian Series, Whole Foods 
Market, Windsor Green Shop- 
ping Center, West Windsor, 609- 
799-2919. Register. $15. 7 p.m. 


Varicose Veins: Now You See 
‘Em, Now You Don’t, Princeton 
Healthcare System Foundation, 
Princeton Fitness and Weliness © 
Center, Route 206, 609-497- 
4480. Seminar by Dr. Kenneth 
Goldman on varicose veins, wear 


Benefit Rock: The Bangers original rock-n-roll 


band plays at the Cherry Valley Country Club ito 
raise funds for Montgomery Township’s veterans 


memorial. 609-466-1643. 


or bring shorts to change into for 
screening afterwards. Register. 
Free. 6 p.m. 


Ruth A. Golush, 666 Plainsboro 


Road, Suite 655, Plainsboro, 609- 


426-9693. “Chi Kung Energy Ex- 
ercises and Healing.” Register. 
$20. 7 p.m. 


The Biology of Tumors, Breast 
Cancer Resource Center of the 
YWCA Princeton, Bramwell 
House, Paul Robeson Place, 
609-252-2003. Dr. Richard T. Lee 
presents “The Biology of Tumors: 
What This Means for Breast Can- 
cer Treatment.” He is an internist 
specializing in hematology and 
medical oncology with Princeton 
Medical Group. Free. 7:30 p.m. 


Hot Spots 


John Bianculli, Brothers Moon 
Restaurant, 7 West Broad Street, 
Hopewell, 609-333-1330. John 
Bianculli on piano and Tom Baker 
on drums. 7:30 p.m. 


Barnes & Noble, MarketFair, 609- 
716-1570. Storytime. 11 a.m. 


Job Fair, Mercer Chamber, Rider 
University, Bart Luedeke Center, 
609-393-4143. Seminars include 
resume, networking, and inter- 
viewing skills. Industries repre- 


sented include retail, banking, in- 
surance, publishing, education, 
healthcare, government, and hos- 
pitality. Snow date, Wednesday, 
January 12. Cost of admission is 
a copy of your resume. 9 a.m. to 
4p.m. 


Business attire encouraged. 
Bring 20 copies of your resume. 
Free parking. 


Science Lectures 


Amateur Astronomers Associa- 
tion of Princeton, Peyton Hall, 
Ivy Lane, Princeton University, 
609-393-2565. Guest speakers. 
Group meets second Tuesday of 
each month. Free. 8 p.m. 


PRINCETON 
UNIVERSITY 
CONCERTS 


Thursday 
January 13, 2005 
at 8:00 pm 


pa i| 
Pod ba? 
\ i 
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Chausson: Andante and Allegro 
Fran¢gaix: Tema con Variazioni for Clarinet and Piano— 
“y Bunch: Cookbook 
Ca Brahms: Sonata No. ] in F Minor ~~ 
Bassi: Fantasia on Motives from Verdi's Rigoletto 
—— es ~ * Na — 
TICKETS: $35, $28, $20; STUDENTS, $2 609.258.5000 


RICHARDSON AUDITORIUM IN ALEXANDER HALL 
www.princeton.edu/sites/puconcerts 


Princeton Ski Club, Masonic 
Lodge, River Road, Kingston, 
732-431-0118. General meeting. 
Non-members are welcome. 7 
p.m. 


Open House, Maple Stream 
Road School, 50 Maple Stream 
Road, East Windsor, 609-448- 
1144. Pre-school for ages 2 1/2 to 
5. Haif or full-day classes, kinder- 
garten enrichment, mommy and 
me program, and mom's day out. 
9:30 a.m. to 3:30 p.m. 


Waldorf School, 1062 Cherry Hill 
Road, 609-466-1970. “From 
Kindergarten to First Grade: Is 
Your Child Ready?” presented by 
Waldorf educators, Kathy 
Berkowitz, Lorraine Shiarappa, 
and Tammy Wagner. Register. 
7:30 p.m. 


Wednesday 


January 12 


B.B. King, Keswick Theater, 
Easton Road and Keswick Av- 
enue, Glenside, Pennsylvania, 
215-572-7650. B.B. King and Or- 


chestra perform. $61.50. 7:30 
p.m. 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787. Five 
classic fairy tales adapted and di- 
rected by Mary Zimmerman in- 
clude Three Blind Queens, Aller- 
leirah, The Prince Who Wouldn't 
Laugh, Silent for Seven Years, 
and Beauty and the Beast. Not 
suitable for small children. 
Through February 13. $28 to $48. 
7:30 p.m. 


The Winning Streak, George 
Street Platicumn 9 Lianeenai 
Avenue, New Brunswick, 732- 
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Classical Performance: Julianne Baird 
performs works by Bach and Handel with 
the Dreyden Ensemble at the Princeton 

Theological Seminary Saturday, January 


8. 609-466-8541. 


246-7717. Drama by Lee Bless- 
ing about a father and son who 
have little in common. $28 to $56. 
8 p.m. 


Harold & Maude: The Musical. 
Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film. $31 to $68. 8 p.m. 


Film 


| Never Sang for My Father, 
Princeton Public Library, 65 
Witherspoon Street, 609-924- 
9529. A film series, “Reel Man, 
Real Man: Beyond the Macho 
Myth,” challenges the stereotypi- 
cal Hollywood portrayal of men. 
Screenings include an introduc- 
tion by a member of the film se- 
lection committee and the post- 
discussion of issues presented by 
the movie. Co-production with 
Arts Council of Princeton. Free. 7 
p.m. 


Princeton Country Dancers, 
Suzanne Patterson Center, be- 
hind Borough Hall, 609-683- 
7956. $7. Beginners welcome, 
lessons at 7:40 p.m. 8 p.m. 


Literati 


Readings Over Coffee, Prince- 
ton Public Library, 65 Wither- 


Crafts 


Rug Braiding for Be- 
ginners, Fonthill Mu- 
seum, East Court 
Street and Route 313, 
Doylestown, 215-345- 
0210. Doylestown resi- 
dent Cheryl Hanline in- 
structs; learn to make 
your own three foot 
braided wool rug in 
three easy lessons. 
$75 plus $35 materials 
fee. Class meets Janu- 
ary 12, 19 and 26. 
Noon to 3 p.m. 


/ 


Jazz Vespers, Princeton Univer- 
sity Chapel, Washington Road, 
609-258-3654. Jazz Vespers En- 
semble conducted by Anthony D. 
J. Branker. Free. 8 p.m. 


Cosmetic Surgery, Princeton 
Healthcare System 
Foundation, Princeton Fitness 
and Wellness Center, Route 206, 
609-497-4480. “New Year, New 
You” presented by Dr. Thomas A. 
Leach. Register. Free. 7 p.m. 


Singer-Songwriter Showcase, 


House Tours 


Open House, Drumthwacket, 
Drumthwacket Foundation, 354 
Stockton Street, 609-683-0591. 
Guided public tours of New Jer- 
sey’s Official governor’s resi- 
dence. Free admission. Reserva- 
tions required by phone or at 
www.drumthwacket.org. 10 a.m. 
to 2 p.m. 


Kids Stuff 


Robotics Workshop and Com- 
petition, Princeton Public Li- 
brary, 65 Witherspoon Street, 
609-924-9529. Brian Patton of 
Robodyssey leads a demonstra- 
tion of robotics and learn how to 
program a robot to run a maze 


New York Life-The Company You Keep® 


They say nothing remains constant except change itself. 
At New York Life, we see the world a little differently. The values with 
which we started. Financial Strength in our products, integrity and 
humanity in our dealings -remain the unshakable foundation of the 
company today. That they will be our values tomorrow ~ no matter 
what it looks like - is why New York Life is the Company You Keep®. 


Full Range of Insurance and Financial Products Life 
Insurance * Annuities 
Long Term Care Insurance * Mutual Funds* 
Retirement and Estate Planning 


Funding for 401k and Roll-Over 
College Funding 529 Higher Education Plan* Group 
Medical, Dental, Disability, Life, AD&D** 


Rakesh Bansal, LUTCF 
Princeton, NJ 08540 


Tel: 609-375-2046/2048 


Fax: 609-375-2637 
www.rakeshbansal.com 
Rbansal@ft.newyorklife.com 


Y < 


The Company You Keep® 


Registered Representative for 
NYLIFE Securities Inc. 

Park 80 West, Plaza One 
Saddle Brook, NJ 07663 

Tel: 201-845-6900 


e Mutual Funds offered by NYLIFE Securities, inc. (member 
NASD/SIPC), 51 Madison Avenue, New York, NY 10010 
** Product available through one or more carrier not affiliated 
with New York Life and dependent on carrier authorization 
and product availability in your situation/focality 


ANOTHER ANGLE 


Introduces 


Beata 


New York Trained 
Vidal Sassoon Trained 


and challenge other participants 
to maze races. For grade 3 and 4 
with parent. Grades 5 and over at 
1:30 p.m. Register. 10 a.m. 


spoon Street, 609-924-9529. 
“Godly and Righteous, Peevish 
and Perverse: Clergy in Literature 
and Letters.” Read by Pat Con- 
nor. 10:30 a.m. 


Triumph Brewery, Union 
Square, West Bridge Street, New 
Hope, 215-862-3000. Singer- 
songwriter showcase with Frank 
Thewes, Cliff Hillis and Nora 
Whittaker. $5. 9 p.m. 


Goldwell Hair Color Specialist 
Call today to make 
your appointment 


924-7733 
362 Nassau Street @ Princeton 
Free Parking 


Continued on page 44 


Are you still 
at risk for a 
Heart Attack 
or Stroke? 


ooking Fabulous is the Goal... 


Looking great, from head to 
toe, has never been easier 
using both surgical & non- 
surgical procedures. 

To further enhance the results 
of plastic surgery, we have the 
Hazen Aesthetic Laser Skin Care 
Center of Princeton for: 

= facial rejuvenation 

m hair removal 

m acne 

m acne scarring 

mw wrinkles & age spots 

m rosacea & spider veins 

m= microdermabrasion 

= skin resurfacing 

= Botox™, Restylane™ 

m collagen 


Face 

full face lift 

mini lift 

brow lift 

upper & lower eyes 
neck lift 


Recent research suggests 

that a simple blood test may #4 

show inflammation of the 

arteries, which may be an 

early indicator of 

cardiovascular disease - 

even in people with normal 

or low cholesterol. A local 

doctor is conducting a 

research trial to evaluate if an investigational drug will lower 
the risk of heart attack or stroke. | 


Breasts 
augmentation 
breast lift 

breast reduction 
reconstruction 


Body 

body contouring 
tummy tuck 
LipoSelection™ 
thigh & arm lifts 


Call today to schedule 
a consultation. 


Knowing who to trust is the secret... Qualifications for the study include: 
¢ Men must be 55 years old or older 
¢ Women must be 65 years old or older 
¢ No previous history of heart attack or stroke 
Qualified participants will receive study related medical 


evaluations and may receive study medicine. 
Call today for details. 


Dr. Jill Hazen 
D.0,, FA.C.OS. 


with her son, Alec 


fw 
aq 
HAZEN 


Board Certified in Plastic 
& Reconstructive Surgery 
by the American 
Osteopathic Board of PLASTIC SURGERY 
Surgery. & 


Fellow of American 
College of Osteopathic 
Surgeons. Fellowship 
Trained in Cosmetic 
Surgery & Hand Surgery. 


Confidential, in-office 
operating suite 


AESTHETIC LASER 
SKIN CARE CENTER 
OF PRINCETON 


og New Jersey 


Partnering with 


Dern . 3 . ar ; uo . . 
Preventive Cardiology LU Clinical Research 


311 Commons Way y 
& Cholesterol Clinic, P¢ 


Princeton, NJ 


Rolando L. deGoma, MD, FACC 


Medical Director To learn more, call Melissa 


609-895-1991 


609.921.7747 


hazenplasticsurgery.com tudy managed by PPD. Development 
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Lakeview Child Center 


Robert Wood Johnson University Hospital Hamilton 


Nationally accredited centers: 
Full-day, year-round service 
Ages 6 weeks - 6 years old 
Nutritious breakfast, snacks & lunch 
Professional, caring staff 
Developmentally appropriate curriculum 
Summer Enrichment Program 


» 
Hamilton Quakerbridge —_ Lawrenceville Horizon 
609-890-1442 609-587-8088 609-896-0500 609-587-8002 
Manalapan West Windsor New Brunswick 


732-536-8181 609-987-0977 732-828-6828 


Ewing 
609-530-9696 


www. lakeviewchildcenter.org 


Limousine 


~With over 25 years of experience~ 


: 
| Lincoln Towncars Limo Service 
| 


* Serving all Major airports in the Tri-State area 
¢ We'll take you to your special event to 
NYC, Philadelphia, Atlantic City (Roundtrip) 


Serving Bucks & Mercer Counties 
215.547.3067 or 609.519.5551 


www.applelimo.info 


WINDSOR MOVING 


“8&2 STORAGE Co. INC. 


We Can Handle All Your Moving Needs 


* Professional Service from Start to Finish 
Relocations 

* Local & Long Distance 

* Prompt, Reliable Service 609-448-8840 

* Low Rates ~ Free Estimates 24 Hours a Day, 7 Days a Week 


* Residential & Commercial ae 
+ Professional Packaging ® Co 
2 Brickyard Rd. ¢ Cranbury, NJ 08512 


The Year the Theater Wore Blue 


he New York theater 
community was, if nothing else, 
united by strong feelings and an 
impassioned resolve in 2004. This 
did not prevent the theater, famous- 
ly known as the fabulous invalid, 
from having a major setback for a 
time. It was August. It was very 
hot, but not so hot to discourage the 
hordes of Republican delegates, 
friends, and supporters from at- 
tending the political party’s week- 
long convention at Madison 
Square Garden. As we know, and 
as Mayor Bloomberg presumably 
knows, Republicans don’t go to the 
theater. They do, however, go to 
the opera, ballet, and concerts for 
reasons that you can find in the so- 
ciety pages. 

But with the cry, “The Republi- 
cans are coming, the Republicans 
are coming,” tens of thousands of 
New Yorkers, brave citizenry all 
who had not previously flinched at 
the numerous orange or red alerts 
that were simultaneously sending 
thousands of Texans into a state of 
near panic, packed up and fled the 
city. Tony Award-winner Jefferson 
Mays, who was starring in Douglas 
Wright’s acclaimed “I Am My 
Own Wife,” about a German trans- 
vestite, shrewdly decided to go on 
vacation that week. 

Understandably, there was also 
a dearth of Broadway theater-lov- 
ing tourists, who may have been 
concermed by news of the massive 
anti-Bush/anti-war march and the 
numerous protest rallies being or- 
ganized around the city. Box office 
receipts plummeted so severely 
that half a dozen shows shuttered 
prematurely and the rest were 
lucky to fill 20 percent of their 
seats. Even the few smash hits had 
empty seats. But the real problem 
Broadway had to deal with in the 
face of the Republican insurgency 
was that there was barely a show on 
the boards that didn’t contain 
something to offend them. Except 
for the revival of “Wonderful 
Town,” almost every play and mu- 
sical running on and Off-Broad- 
way was a little left of center and 
something for the right to disdaing 
or outright abhor. 

Perhaps it isn’t all that surpris- 
ing that theater producers, writers, 
and artists used the stage this past 
year, more than any other year in 
memory, to counter the govern- 
ment’s deplorable political tract 
and its support of a terrifyingly an- 
ti-inclusive social trend. People of 
the theater vigorously voiced their 
concern — if not downright disap- 
proval — of the direction this 
country is headed. The year 2004 
was notable for its number of solo 
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star-driven vehicles on the Rialto, 
providing Whoopi Goldberg, Billy 
Crystal, Mario Cantone, and Dame 
Edna golden opportunities to cast 
well aimed stones at the president 
and his policy administrators and 
advisors — all within the frame- 
work of entertainment. 

With a couple of exceptions, 
fewer plays with higher prices and 
smaller casts were also continuing 
a trend on Broadway. For the most 
part, the Off-Broadway shows of- 
fered a richer and more adventur- 


-ous theatrical experience, although 
ticket prices, with few exceptions, 


were also on the uptown express. 
The biggest surprise on Broad- 
way last June was the winner of the 
Tony for Best Musical. The witty, 
funny, and intimate people and 
puppet populated “Avenue Q” won 
over the grander and louder musi- 


CE 

Almost every play 

and musical on and 
Off-Broadway was 
something for the 

right to disdain; box 
office receipts plum- 
meted during the Re- 
publican convention. 


cal “Wicked.” But neither the 
lyrics in “Only For Now,” from 
“Avenue Q,” or “Wicked’s” plot 
about a repressive government 
were designed to gladden the 
hearts of those in support of a re- 
gressive administration. Wouldn’t 
you know that the splendid and 
splashy revival of the one musical 
that is a peon to family values — 
“La Cage aux Folles” — extols the 
virtues of same sex parents? 


Va just couldn’t escape poli- 
tics and politicized entertainments 
this year. 

Award winning playwright 
Tony Kushner (“Angels in Ameri- 
ca”) saw his revised — and still ex- 
traordinary play — “Homebody/ 
Kabul” revived at the BAM Har- 
vey Theater. A gripping revival of 
Wallace Shawn’s “Aunt Dan and 
Lemon” reiterated its searing mes- 
sage that a government has to be 
brutal so that its people can contin- 
ue to live in the manner to which 
they have become accustomed. 

Also a standout among the polit- 
ically-themed plays were Larry 
Kramer’s heartbreaking “The Nor- 
mal Heart,” about, among other 


Not-quite ‘Popular’: 
Kristin Chenoweth 
sings about being 
‘Popular’ in ‘Wicked.’ 
The play’s loss for 
Best Musical to ‘Av- 
enue Q’ surprised 
many. 


things, the reluctance of President 
Reagan to respond responsibly and 
compassionately to the outbreak of 
AIDS; Tim Robbin’s controversial 
“Embedded,” which lampooned 
Bush, his cronies, and their self- 
serving agendas; “Guantanamo,” a 
profoundly stirring docudrama that 
brings to light the plight of the de- 
tainees being held without legal 
representation in the infamous 
American concentration camp in 
Cuba; “Bug,” a_ hallucinatory 
dramedy about a paranoid escapee 
from a military hospital; the in- 
sightful and emotionally charged 
“Nine Parts of Desire,” in which 
Iraqi-American actress Heather 
Raffo portrays various Iraqi 
women coping with the American 
invasion; and Sam _ Shepard’s 
frightening allegory, “The God of 
Hell,” about the advent of overt 
government supported  brain- 
washing in the USA. Shepard also 
returned to the stage for the first 
time in 30 years in Caryl 
Churchill’s startling “A Number,” 
about the effects of cloning, anoth- 
er hot topic to incite the right. 

Two of our best playwrights had 
multiple plays produced. Two 
plays by A.R. Gumey — “Big 
Bill,” about the famed but sexually 
troubled tennis legend Bill Tilden 
(1893 - 1953) —and the audacious 
“Mrs. Farnsworth,” about a 
woman who has written a provoca- 
tive short story about one of young 
Bush’s indiscretions and its subse- 
quent cover-up, provided excellent 
theater. 

But it was John Patrick Shanley 
who created the most buzz with 
three plays — a revival of “Danny 
and the Deep Blue Sea,” and the 
two new plays “The Sailor’s 
Song,” a romanticized fantasy, and 
“Doubt” (see my 10 best list be- 
low). 

Although the fall of this year 
welcomed a pair of musicals — 
“Dracula” and “Brooklyn” — so 
unspeakably awful that they defy 
defense, “La Cage” arrived a few 
weeks ago to keep our faith-based 
belief in the American musical 
alive. Picking out the 10 best from 
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Revival, lite: Donna 
Murphy, left, and Jen- 
nifer Westfeldt in the 
revival of ‘Wonderful 
Town’ at the Al 
Hirschfeld Theater. 
(Murphy has since 
been replaced by 
Brooke Shields.) 


ERSTE IBERIA Werk EER 


a list of more than 50 worthy pro- 
ductions, both off and on Broad- 
way, new and revivals, plays, and 
musicals was not easy. | am sorry 
that so many of them have already 
closed, but these are the best in my 
opinion — not necessarily the most 
popular or in any particular order. 


Doubt is a stunning play by 
John Patrick Shanley in which a 
sister in a Catholic boys school 
confronts a priest whom she be- 
lieves is sexually abusing one of 
the boys. 


The Day Emily Got Married 
by Horton Foote, who has chroni- 
cled the lives of the citizens of Har- 
rison, Texas in past plays. He hits 
the peak with this tender compas- 
sionate play about a lonely previ- 
ously-wed woman’s desperate 
need to leave her mother’s home. 
(Closed.) 


Valhalla by Paul Rudnick. This 
wild and wacky laugh-out-loud 
farce gave new meaning to the 
madness of Ludwig, the King of 
Bavaria. (Closed.) 


Beautiful Child by Nicky Sil- 
ver. A daring play about the most 
difficult aspect to understand in the 
guise of love and the lengths and 
limits to which parents will go to 
protect their pedophile son. 
(Closed.) 


Rose Rage. A gift from the 
Chicago Shakespeare Theater, 
their brilliantly acted condensed 
and fast-moving five-hour version 
of Shakespeare’s War of the Roses 
chronicles was set in a Victorian 
meat market. (Closed.) 


Gem of the Ocean. August Wil- 
son’s ninth play in his 10-cycle 
chronicle of the black experience 
in America is a gem and empow- 
ered by Phylicia Rashad, who, as 
old Aunt Esther, helps to cleanse 
and mend the souls of former 
slaves. 

A Number by Caryl Churchill 
confronts the nature vs. nurturing 
of cloning as it concerns a father 
and his son(s). 

- Fat Pig by Neil LaBute. A frank 
and honest play about the difficul- 
ties of a romantic relationship be- 
tween a rising young executive and 
his very fat girl friend. 

Sailor’s Song. John Patrick 
Shanley’s poignant romantic sea- 
side fantasy with dancing suggest- 
ed Gene Kelly meets Eugene 
O’Neill. (closed) 

Well, a wise and witty multi- 
character play by Lisa Kron 
(known for her monodramas), 
dealt with the complicated path to 
getting well in the face of family 
conflicts that lead to health issues. 
(Closed.) 

It’s no fun unless we can also 
ferret out the 10 worst of the year: 

Dracula, The Musical. 


Brooklyn, The Musical. 
(does anyone spot a trend?) 
Jumpers. 

Twentieth Century. 
Bombay Dreams. 

Ears on a Beatle. 
Blackbird. 

Where Do We Live. 
Dames at Sea. 

People Be Heard. 


If you don’t recognize some of 
these, consider yourself lucky. 


—Simon Saltzman 


The key: &**** Don’t miss; 
**&* You won’t feel cheated; k* 
Maybe you should have stayed 
home; * Don’t blame us. 


All Shook Up, Palace Theater, 
1564 Broadway. Previews begin 
February 20. 


Avenue Q **** Golden The- 
ater, 252 West 45. 


Beauty and the Beast kx* 
Lunt-Fontanne Theater, Broadway 
& 46. 


Billy Crystal: 700 Sundays, 
Broadhurst Theater, 235 West 44. 

Brooklyn the Musical * Ply- 
mouth Theater, 236 West 45. 

Chicago *** Ambassador 
Theater, 219 West 49. 

Chitty Chitty Bang Bang, 
Hilton Theater, 213 West 42. 
Opens March 27. 

Dame Edna: Back With a 
Vengeance, Music Box Theater. 


Democracy, Brooks Atkinson 
Theater, 256 West 47. 

Dirty Rotten Scoundrels, [m- 
perial Theater, 249 West 45. Pre- 
views begin January 31. 

Fiddler on the Roof ** Min- 
skoff Theater, 200 West 45. Harvey 
Fierstein plays Tevye to March 27. 


Gem of the Ocean, Walter Kerr 
Theater, 219 West 48. 

Good Vibrations, Eugene 
O’Neill Theater, 230 West 49. Pre- 
views. | 

Hairspray *** Neil Simon 
Theater, 250 West 52. 

La Cage Aux Folles, Marquis 
Theater, Broadway and West 46. 

Little Women, Virginia The- 
ater, 245 West 52. 

Mamma Mia! *x*. Winter 
Garden Theater, 1634 Broadway. 

Movin’ Out *x** Richard 
Rodgers Theater, 226 West 46. 

‘Night Mother, Royale The- 
ater. Closes January 9. 

Pacific Overtures, Studio 54, 
254 West 54. Closes January 30. 

Rent k*** Nederlander The- 
ater, 208 West 41. 

Spamalot, Shubert Theater, 225 
West 44. Previews begin February 
14. 

The Lion King **** New 
Amsterdam Theater, Broadway 
and 42. 

The Phantom of the Opera 
kk Majestic Theater, 247 West 
44. 

The Producers *** St. James 
Theater, 246 West 44. 

The Rivals, Vivian Beaumont 
Theater, 150 West 65. 

Twelve Angry Men ** Amer- 
ican Airlines Theater, 227 West 42. 

Whoopi, Lyceum Theater, 149 
West 45. Through January 30. 

Who’s Afraid of Virginia 
Woolf?, Longacre Theater, 220 
West 48. Previews begin March 12. 

Wicked *** Gershwin The- 
ater, 222 West 51. 

Wonderful Town *** Al 
Hirschfeld Theater, 302 West 45. 


After the Ball, Irish Repertory 
Theater, 132 West 22. Through 
January 30. 

A Number, NY Theater Work- 
shop, 79 East 4. Through February 
13. 

Cookin’ ** Minetta Lane, 18 
Minetta Lane, 212-420-8000. 

Forbidden Broadway Special 
Victims Unit k**x* Douglas 
Fairbanks Theater, 432 West 42. 


Frankenstein, Soho Rep, 46 
Walker Street. Through January 
16. 


Jewtopia ** Westside The- 
ater, 407 West 43rd. 


Slava’s Snowshow ** Union 
Square Theater, 100 East 17. 


Souvenir, York Theater, 619 
Lexington. 


Stomp **%** Orpheum The- 
ater, Second Avenue at 8. 


The Foreigner, Laura Pels The- 


ater, 111 West 46. Closes January 


16. 
Tony n’ Tina’s Wedding kx * 
St. Luke’s Church, 308 West 46. 


Trying ** Promenade The- 
ater, 162 Broadway at 76. 


Who is Floyd Stearn?, 47th 
Street Theater, 304 West 47. 


— Simon Saltzman 


Ticket Numbers 


Broadway and Off-Broadway 
reservations can be made through 
Tele-Charge at 800-432-7250 or 
212-239-6200; Ticket Central, 
212-279-4200; and Ticketmaster, 
212-307-4100. For current infor- 
mation on shows, music, and dance 
call NYC/On Stage at 212-768- 
1818, a 24-hour arts hotline. 


All Samer Onstage! Hosted by Woody Mann 


Jorma Kaukonen 
with Barry Mitterhoff 
January 20, 9:30 pm 
xpn 


On Patriots Stage 
THE KAPLAN SERIES 
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March 10, 7pm 


ee 


April 


(7 pm show sold out!) 


The Bobs 


(a cappella madness) 
April 7, 7 ie 


Edwards 
7pm 


"Roots Festival” 

Cephas & Wiggins 

with Roy Bookbinder 
May 19, 7pm 


The ( hiffons 


FEBRUARY 18 
8 pm 


The Duprees 
The Chiffons 


Charlie Thomas’ Drifters 


in Richard Nader's 


DOO WOP REUNION II 


War Memorial is owned by the 


COMEDY IDOLS 
The “Comedy Idols" Tour hits 
Trenton, with four of the second 
season stars of NBC TV's "Last 
Comic Standing!" Second 

Season winner, John Heffron 
with Kathleen Madigan, Corey 
Holcombe and Tammy Pescatelii. 
Saturday, MARCH 12, 8:00 pm 


WNYemorial We. 


Box office: 609-984-8400 
Tickets: 1-800-955-5566 


The 


State of 


Jrenton, NV 


M-F 10-6 , Sat 10-2 
www.thewarmemorial.com 
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DIVORGE 
CAN BE PAINFUL 


Mediation is better, faster 
and much less expensive. 
You don’t have to settle for less. 


The Alpha Center for Divorce Mediation is a positive alternative 
to the traditional divorce process, offering important advantages: 


V A one-stop team approach that includes lawyers, 
psychologists, accountants and trained mediators 


V 10 years of proven experience 


V A compassionate way to shield your children 
from anxiety and trauma 


V A savings of many thousands of dollars 


If you are contemplating a divorce, the Alpha Center will help you 
make good decisions and guide you through the legal process. 


w@ ALPHA CENTER FOR DivoRCE MEDIATION 


4 LOCATIONS IN NEW JERSEY 
Princeton, Marlton, Mt. Laurel and coming soon to Lambertville 
7 LOCATIONS IN PENNSYLVANIA 
Doylestown, Newtown, Jenkintown, King of Prussia, Plymouth Meeting, 
4 Bala Cynwyd and Philadelphia. 


1-800-310-9085 * www.alpha-divorce.com 


EYECARE ASSO OANSASO 
1, CICCARELLO, OF 


Log on to 
www.icareassociates.com 
for valuable coupons 


Robert Hazard, ‘Just Having Fun’ 


obert Hazard, who ap- 
pears at Triumph Brewing Compa- 
ny on Friday, January 7, is one 
lucky songwriter. For the last 20 
years, he’s been living every musi- 
cian’s dream. You see, back in 
1983, he gave a song he’d written 
to Cyndi Lauper. It was a three- 
minute pop song called “Girls Just 
Want to Have Fun.” You’ve heard 
it. Everyone has heard it. The song 
became an international mega-hit 
throughout the 1980s and contin- 
ued to receive lots of airplay into 
the 1990s. As recently as last sum- 
mer, three movies used “Girls Just 
Want to Have Fun” in their sound- 
tracks, and it also can be heard on a 
current cruise ship ad. 

Most rock ‘n’ roll fans know 
Hazard from the national success 
of his new wave band, Robert Haz- 
ard and the Heroes. Their hits, “Es- 
calator of Life,” “Hang Around 
With You,” and “Change Reac- 
tion,” were staples of early 1980s 
FM rock radio. 

“My father was an opera singer 
and he was always playing Vic Da- 
mone and Frank Sinatra records 
around the house,” Hazard, 55, re- 
calls from his home in Vero Beach, 
Florida. . 

Hazard, who was raised in sub- 
urban Philadelphia and moved into 
that city after graduating from high 
school, says he owes much of his 
early musical education‘to his old- 
er sister, Gloria, “because when I 
was a kid, she was a teenager, so I 


got to listen to all these great 
records from Gene Vincent and 
Carl Perkins and Fats Domino.” 
Like Pittsburgh roots rocker Joe 
Grushecky and countless others 
who grew up in the 1960s, inspired 
in part by the Beatles, Hazard start- 


ROLLIE LEA ALLER 
Cyndi Lauper’s 
recording of Hazard’s 
‘Girls Just Want to 
Have Fun’ earned him 
more than $1 million 
in royalties by the 
mid-1990s. 


ed writing his own songs when he 
first picked up the guitar as a 10- 
year-old. 

“J didn’t really learn to play gui- 
tar until much later, when I started 
hanging out in coffee houses with 
guys like (Philadelphia blues and 
folk singer) Jerry Ricks,” he says. 
Asa 12-year-old, I was just beating 
on the strings, but in the early 
1960s folk music was happening 
everywhere, so I started listening 
to that. That’s the stuff that really 
got me started: Bob Dylan, Jim 
Kweskin, Tom Rush, and Phil 
Ochs. I thought all the songs by 
these people were the songs that re- 
ally mattered.” 

To finely hone his skills, Hazard 


by Richard J. Skelly 


took lessons from Ricks until he 
was in his early 20s. “I didn’t seri- 
ously get into rock ‘n’ roll until | 
was 27,” he says, “and I got a 
record deal as 4 31-year old.” 

After receiving a $12,000 loan 
from his uncle, Hazard and his 
band entered Sigma Sound Studios 
in Philadelphia in 1982 to record a 
demo. Meantime, they were draw- 
ing ever-growing crowds to big 
clubs in the city. One day Kurt 
Loder happened upon Hazard’s 
band while he was in the city cov- 
ering something else for Rolling 
Stone magazine. Impressed with 
the band’s energy, he wrote about 
them for Rolling Stone, and within 
a matter of weeks, Robert Hazard 
and the Heroes were signed to 
RCA Records. 

The band played everywhere, 
from clubs to concert arenas, and 
after some national airplay and dis- 
tribution of their first record, they 
toured with the Motels and U2, 
then a fledgling, up-and-coming 
rock band from Ireland. 

Videos for “Escalator of Life” 
and “Change Reaction” were fea- 
tured on MTV. Just as RCA was 
getting ready to drop the band after 
the release of its second album, 
which wasn’t nearly as commer- 
cially successful as the debut, Lau- 
per was beginning to have chart 
success with “Girls Just Want to 
Have Fun.” The songwriting pub- 
lishing royalties were starting to 
stream in. By the mid-1990s, Haz- 


Continued from page 41 


Rev. Dr. Martin Luther King Cel- 
ebration, New Jersey Perform- 


_ ing Arts Center, Prudential Hall, 


Newark, 888-466-5722. Richard 
Smallwood headlines a rousing 

musical tribute. Ages 12 and up. 
$15 to $37. 7 p.m. 


Family Theater 


Disney On Ice, Sovereign Bank 
Arena, Hamilton Avenue at Route 
129, 609-599-9500. “Mickey and 
Minnie’s Magical Journey” fea- 
tures the worlds of “Lilo & Stitch,” 
“The Little Mermaid,” “101 Dalma- 
tions,” and “Peter Pan.” The mu- 
sic combines familiar tunes, new 
favorites, and classic rock-and- 
roll songs. Through Sunday, Jan- 
uary 16. $10.50 to $22.50. 7 p.m. 


Don Griffin Photographs, Cen- . 
tral New Jersey Sierra Club, 
Lawrence Library, Darrah Lane 
and Route One, 609-683-0763. 
The group’s longtime outings 
chair shares his photos from an 
outing to Crater Lake National 
Park in Oregon. Free. 7:30 p.m. 


Cranbury 


Princeton Academy of the Sa- 
cred Heart, 101 Drake’s Corner 
Road, Princeton, 609-921-6499. 
Open house. Register. 8:30 a.m. 


Open House, Maple Stream 
Road School, 50 Maple Stream 
Road, East Windsor, 609-448- 
1144. Pre-school for ages 2 1/2 to 
5. Half or full-day classes, kinder- 
garten enrichment, mommy and 
me program, and mom’s day out. 
9:30 a.m. to 3:30 p.m. 


Northern Lights Festival, New 
Jersey Symphony Orchestra, 
Prudential Hall/NJPAC, Newark, 
800-ALLEGRO. Anu Tali, conduc- 
tor, and Yujia Wang, piano. Pro- 
gram includes Grieg’s Piano Con- 
cert in Aminor, Op.16, and 
Sibelius’ Symphony No. 5. Grieg. 
$20 to $72. 7:30 p.m. 


Jose Franch-Ballester, Prince- 
ton University Concerts, 
Richardson Auditorium, 609-258- 
5000. Clarinetist Jose Franch- 
Ballester, 2004 young concert 


80 Petty Road 
Cranbury, NJ 08512 
609-395-1790 


English Hunter Jumper Riding Stable 
Lessons from Beginner to Advanced 


Boarding * Spacious Indoor & 


2 Outdoor Riding Rings 


We can find the perfect horse 


to fit your needs 


and a great family environment. 
Bring In This Ad & Receive a $20 Credit Toward the Registration Fee 


artists winner, performs. $20 to 
$35. 8 p.m. 


The Winning Streak, George 
Street Playhouse, 9 Livingston 
Avenue, New Brunswick, 732- 
246-7717. Drama by Lee Bless- 
ing about a father and son who 
have little in common. LAMBDA 
night with pre-show dinner. $28 to 
$56. 2 to 8 p.m. 


The Secret in the Wings, Berlind 
Theater at McCarter, 91 Univer- 
sity Place, 609-258-2787. Five 
classic fairy tales adapted and di- 
rected by Mary Zimmerman. Not 
for small children. To February 
13. $28 to $48. 7:30 p.m. 


Some Enchanted Evening, Ritz 
Theater, 915 White Horse Pike, 
Oaklyn, 856-858-5230. Opening 
night performance for an evening 
of Rogers and Hammerstein 
songs. Through February 12. 
$18. 7:30 p.m. 


Touch of Rapture, New Jersey 
Repertory Company, Lumia 
Theater, 179 Broadway, Long 
Branch, 732-229-3166. World 
premier of a comic-drama by 
Mary Fengar Cail about an artist's 
legacy. Opening night with 
tion is Saturday, January 15, 8 
p.m. $30. 8 p.m. 


Continued on page 46 
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Back from the Escalator: 
Former new-wave rocker 
Robert Hazard appears at 
Triumph Brew Pub Friday, 
January 7, at 10 p.m. 
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ard realized the song had earned him more 
than $1 million in royalties. Enough so that 
he could afford two homes, which he still 
maintains, one in the Adirondack mountains 
in New York State and the other in Florida. 


He also ran antiques shops in both locations 
for a time. 


H e has been away from the stage for a 
long time, but is eager to return. “Some- 
times, you just need time to make the music 
you really want to make,” he says. 

At Triumph Brew Pub on January 7, Haz- 
ard will be accompanied by the touring band 
he’s put together to support his recent roots 
and folk-oriented recording, ‘Seventh 
Lake.” Hazard’s new touring band, which 
made its debut in August at the Philadelphia 
Folk Festival, includes Ken Bernard on 
drums, Fred DiTomasso on bass, Michael 
Vernaccio on keyboards, and John Lilley on 
guitar. The songs on “Seventh Lake” are 
bluesy and introspective, about love, life 
and relationships. The album was recorded 
in Vermont with T-Bone Wolk, who has also 
produced albums by Hall & Oates, Carly Si- 
mon, and Elvis Costello. 

Expect Hazard and his band to be doing 
his newer material from “Seventh Lake,” as 
well as another recent release, “Blue Moun- 
tain.” At the Philadelphia Folk Festival in 
August, to an audience packed in front of the 
camp stage, Hazard jokingly asked: “What 
the hell is Robert Hazard doin’ at the Philly 
Folk Festival, anyway?” His band launched 
into a well-rehearsed set that combined 
sounds from contemporary and traditional 
folk music, blues, and alternative country. 

Hazard’s big 1980s hit, “Escalator of 
Life,” with his old band, the Heroes, “was all 
about the coke-sniffing, greed-driven, 
1980s, and the malling and commercializa- 
tion of America,” he says. By contrast, the 


songs on “Seventh Lake” are stories about 
people he has met. 

“Back in the early 1990s, I got a call from 
a guy in Atlantic City, at one of the big casi- 
nos, and he wanted me to do a show, every 
night, for as long as it would last, and it 
would be a Robert Hazard and the Heroes 
show,” he says. “He wanted me to bring 
back the 1980s, exactly the way we did those 
shows then, with smoke machines and all 
that. I said, ‘of course not.’ And maybe, if I 
didn’t have the hit with Cyndi Lauper, things 
would have been different, but writing that 
song gave me the room to be myself and 
change and grow. It’s still incredible to me 
that one song can do that much. The success 
of that song gave me time to explore differ- 
ent areas of the country and a different style 
of life without having to be worried about 
where every dollar is coming in from.” 

But now Hazard is back. He knows what 
he wants to write — and sing — about, and 
he eager to showcase his new material at 
shows like the one he is preparing to put on 
at Triumph. It’s what he wants to do now, 
and, hey, boys want to have fun too. 


The Robert Hazard Band., Triumph 
Brewing Company, Nassau Street, 10 p.m., 
Friday, January 7; Cover: $5. Call 609-924- 
7855. 


Retail 
Wholesale * Trade 


PRINCETON DIAMOND EXCHANGE 


Fine Jewerly at Wholesale Prices. 
End of Year Clearance Event 


1225 STATE ROAD ¢ PRINCETON NJ 08540 
609.924.9400 


IS YOUR BIOLOGICAL CLOCK TICKING? 


[VF NEW JERSEY IS PLEASED TO ANNOUNCE WE ARE NOW OFFERING EGG FREEZING 
IN PARTNERSHIP WITH EXTEND FERTILITY ™ 


SERVICES 

In-Vitro Fertilization (IVF) 
Blastocyst Transfer 
intracytoplasmic Sperm Injection (I 
Egg Donation 

Gestational Surrogacy 
Insemination with Donor Sperm 


Drs. Natofsky, Yih, Treiser and Darder 
Freehold 


Offices in Somerset, and 


LEARN IF EGG FREEZING IS RIGHT FOR YOU 
For a limited time we | 


free consultations to: 
Call toll free 


Pre-implantation Genetic Diagnosis (PGD) 


) 


ay extend fertility” 


CALL TOLL FREE 800-841-7197 
www. .com 


NEW JERSEY 
Rak eng Mattie merece seater emer 
Sinee 1900 


CALL TOLL FREE 800-483-6544 
www.livfnj.com 


Everyone makes resolutions. 
At Curves, you keep them. 


This year, find out how over 4 million women who 
thought they couldn’t get fit have discovered they 
can. At Curves, you can too. Our fun, simple 
workouts take just 30 minutes, three times a week. 
Success is right around the corner. 


Curves 


curvesinternational.com 


609-750-1100 
217 CLARKSVILLE ROAD 
WEST WINDSOR 
609-716-6262 
660 PLAINSBORO ROAD 
PLAINSBORO Join today and receive 0% off* 
the service fee and find out bow 
to get a free Curves book. 
Over 8,000 locations worldwide. | 
*Offer based on first visit enrollment, minimum 12 mo. c.d. . Not valid with any other offer. 


Valid only at participating locations from 12/27/04-3/6/05. Three referrals required for free book. 
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TOGETHER 


THE JOY OF FAMILY MUSIC™ 


Come. to Music Clace with 
Your Preechooler 


Mixed age classes for 3s & 4s 
Big Kids classes for 5s & 6s 


Nine locations in the 
greater Princeton area 


(609) 924-7801 x308 
www.musictogether.com 


Sl 


-- Join us aboard one of 
“ The Most Famous Ocean Liners in the World” su-- Cunard’ Queen Mary 2. 


for the inaugural 
“Classical Crossings” su 
Presents 
Rochelle Ellis, Lyric Soprano 
Rochelle Ellis has performed in concert internationally to critical acclaim. She 


has also appeared at Carnegie Hall, New York City Opera and is on the voice 
faculty at Westminster Choir College. 


Sunday, June 26, 2005-Saturday, July 2, 2005 


The voyage includes airfare to England, transfers from the airport to the Southampton 
pier and a six-night transatlantic crossing to New York; a return which coincides with 
the commencement of our nation’s birthday celebration — the 4” of July. 

For those who wish to further explore London’s rich classical music history, 
we have designed a distinctive tour which can be 
added to this spectacular crossing. 

Call us today to reserve your place! 

For reservations call: Toll Free 1.888.445.6742 


GLOBAL VILLAGE TRAVELS, INC. ® 


Or visit our website at: www.globalvillagetravels.com 
“Come...Travel in Our Circie...”®@ 


cuNARD 


9-12 


An old curriculum proven through the ages 


ROUTE 518, RAMBLING PINES, HOPEWELL, NJ (609) 924-2206 
WWW.PRINCETONLATINACADEMY.COM 


HOUSE 


OPEN 


O05 1>?-00-2:00 PM 


Opportunities 


from kindergarten through fifth 
grade. $175. Visit www.kelsey- 
atmccc.org or call 609-4800 ext. 
3566. 


Playful Theater Productions 
seek actors for “Seussical the Mu- 
sical” at Kelsey Theater in West 
Windsor. Auditions are on Satur- 
day, January 8, 11 a.m. to 4 p.m. 
Prepare a musical theater song 
preferably not from the production 
and be prepared for a dance audi- 
tion. Thirty roles are available 
most for ages 16 and over. Call 
609-882-9636 for appointment. 


Pierrot Productions seeks ac- 
tors for “Sweet Charity” at Kelsey 
Theater in April. Auditions are Sat- 
urday and Sunday, January 8 and 9, 
beginning at noon; and Wednes- 
day, January 12, at 7 p.m. Call 609- 
658-1233 for appointment. 


Academy Theater seeks teen 
actors for children’s theater start- 
ing in February. Audition is 


Wednesday, January 5, 7 to 9 p.m. 


146 Route 130, Bordentown. Call 
609-291-9000 for appointment. 


Kidsville Production seeks ac- 
tors ages 12 to 55 for “Goldilocks 
on Trial” at Villagers Theater in 
Somerset. Comedy version of a 
fairytale. Auditioners should be 
prepared to tell one joke (not a 
knock-knock). Visit www. villager- 
stheatre.com for information. 


Step II Productions seeks ac- 
tors and dancers 14 and up for 
“You’re a Good Man Charlie 
Brown.” Auditions will be held on 
Saturday, January 15, at 2:30 p.m. 
at the Dance Conservatory, Vermil- 
lion Square, 8919 New Falls Road, 
Levittown, Pennsylvania. Visit a 
www.thedancecons@aol.com or 
call 215-946-0100 for information. 


Kelsey Kids Playshop begins 
the winter session on Saturday, 


January 8. The 10-week work-— 


shops is offered in collaboration 
with Youth Stages. For children 


Dance 


Pennington Dance offers a 
five-week African dance workshop 
for dancers 10 or older on Satur- 
days from 3 to 4 p.m. from Febru- 
ary 5 through March 12 at the stu- 
dio in the Cyrus Lodge, 131 Burd 
Street, Pennington. Call Nancy 
Warner at 609-737-7596 to regis- 
ter. 


East Windsor-Hightstown 
Chorus begins its spring session 
on Tuesday, January 18. They sing 
a variety of light music, Broadway 
show tunes, and contemporary 
choral music. Rehearsals are Tues- 
days, 7:30 p.m., at the Grace Nor- 
ton Rogers School, Stockton 
Street, Hightstown. Call Mitch 
Sharoff at 609-448-0856. 


Hopewell Valley Chorus has 
enrollment on Mondays, January 
10, 17, and 24, at 7:15 p.m. Their 
spring session “Sweet Lovers Love 
the Spring,” includes a blend of po- 
etry, romance, and music from 
Shakespeare to Broadway. No au- 
ditions. ‘Rehearsals are Monday 
evenings, 7:30 p.m. at Hopewell 
Valley High School. $35 fee. Call 
609-397-1619 for information. 


Philomusica seeks singers for 
May performances of “Voices of 
the Spirit,” religious music from 
Renaissance to 29th century for 
choir and organ. Auditions are by 
appointment January 3, 10, and 17. 
Visit www.philomusica.org or call 
888-744-5668. 


Westminster Choir College of- 
fers Saturday seminars including 


Choral Ensemble Warm-Up, Gui- 
tar in the Classroom, Piano Peda- 
gogy: What Does the Lesson Teach 
Us?, Handbell Repertoire for Lent 
and Easter, Conductors’ Musician- 
ship, and Vocal Master Classes. 
Call 609-924-7416 for informa- 
tion. 


Art 


Mercer Community College 
offers course offerings at Art- 
works, the Trenton visual arts 
school, from January 18 through 
May. Classes include “Portrait 
Painting,” “Anatomy and Draw- 
ing,” “Exploring Painted Finish- 
es,” “Figure Drawing.” For infor- 
mation visit www.mecc.edu or call 
609-586-9446. 


Participate Please 


East Windsor Township and 
Hightstown seek donations of 
food, gift certificates, and money 
for area individuals and families in 
need. Non-perishable food can be 
donated at 16 Lanning Boulevard, 
East Windsor, 148 North Main 
Street, Hightstown, or at East 
Windsor Rescue Squad, District 1 
on Twin Rivers Drive. Call 609- 
448-5678 ext. 237 for information. 


Fresh Air Fund seeks host fam- 
ilies for the 2005 season to provide 
New York City children with a 
summer respite from the city. For 
information visit www.freshair.org 
or call Betsy Bloemeke at 609- 
448-1027. 


Sports 


Garden State Yankees has try- 
outs for the 2005 baseball season 
for players ages 13 and up. Flag 
football players are wanted to build 
different skilled level teams in the 
spring. Call John at 732-382-4610. 
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Harold & Maude: The Musical, 
Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film. $31 to $68. 8 p.m. 


Independent Films Series, Law- 
rence Library, Darrah Lane and 
Route 1, Lawrence Township, 
609-882-9246. Screening of “Wit- 
ness” set amid the atrocities of 
war in the Balkans. Register. 
Free. 7 p.m. 


Dancing by Peddie Lake, 112 
Etra Road, Hightstown, 609-443- 
8990. Six-week dance class by 
Candace Woodward-Clough in 
swing, foxtrot, waltz and Latin 
dancing. Beginners at 7:30 p.m.; 
intermediates at 8:30. No partner 
required. Pre-register, $120 per 
couple. 7:30 p.m. 


Rocket Review Seminar, Barnes 
& Noble, MarketFair, 609-716- 
1570. Adam Robinson, author of 
the new Rocket Review, presents 
a free seminar. A tutor, he has - 
been featured in the wall Street 
Journal and the Today Show. The 
90-minute seminar demonstrates 
test-taking techniques and inven- 
tions. 7 p.m. 


African American Book Discus- 
sion Group, YWCA Princeton, 
Bramwell House Living Room, 
609-497-2100. “Kindred” by Oc- 
tavia Butler. Extension 317. 7 
p.m. 


Raw Foods Class, Whole Foods 
Market, Windsor Green Shop- 


ping Center, West Windsor, 609- 
799-2919. K.C. McQuillan and 
Karen Dechter of the Kind Cafe in 
Philadelphia present a cooking 
demonstration: Register. $15. 7 
p.m. 


Blood Drive, University Medical 
Center at Princeton, 253 Wither- 
spoon Street, 609-497-4366. 
Walk-ins welcome. Also open 
Tuesdays, 7:30 a.m. to 3 p.m.; 
Wednesdays, 1 to 3 p.m.; and Fri- 
days, 7:30 a.m. to 3 p.m. 7:30 
a.m. to 6:30 p.m. 


Overcoming Obesity: Surgical 
Options for Weight Loss, 
Princeton Healthcare System 
Foundation, Hyatt Regency 
Princeton, 609-497-4480. Two 
hour seminar on surgical options 
for weight loss. Register. Free. 6 
p.m. 


Princeton Center for Yoga & 
Health, 50 Vreeland Drive, Suite 
506, Skillman, 609-924-7294. “An 
Experiential Journey to Individual 
Awakening” presented by 
Jeanette Schwartz. Register. 7 
p.m. 


Hot Spots 


Tess and Rob Cantrell, The 
Stress Factory, 90 Church 
Street, New Brunswick, 732-545- 
4242. $22.8 p.m. 


For Families 


Disney On Ice, Sovereign Bank 
Arena, Hamilton Avenue at Route 
129, 609-599-9500. “Mickey and 
Minnie’s ergs Journey.” 
$10.50 to $25.50. 7 p.m. 


DataBytes, Princeton Public Li- 
pot f 65 Witherspoon Street, 
609-924-9529. Business Source 
Elite, a database that provides full 
text for 1,130 business journals 


and more than 500 peer-reviewed 
business publications. 1 p.m. 


Reading Clinic, Newgrange Edu- 
cational Outreach Center, 407 
Nassau Street, Princeton, 609- 
688-1280. “Research to Prac- 
tice," Deardra Rosenberg, direc- 
tor of outreach and curriculum. 
$87 or $250 for three sessions. 9 
a.m. 


Open House, Maple Stream 
Road School, 50 Maple Stream 
Road, East Windsor, 609-448- 
1144. Pre-school for ages 2 1/2 to 
5. Half or full-day classes, kinder- 
garten enrichment, mommy and 
me program, and mom's day out. 
9:30 a.m. to 3:30 p.m. 


Hall, Newark, 888- 
466-5722. Led by conductor Lorin 
Maazel, the New York Philhar. 


phony No. 9 and Beethoven Sym- 
phony No. 7. $20 to $86. 8 p.m. European Facials 
Northern Lights Festival, New abrasi 
Jersey Symphony Orchestra, We ee: 
— Memorial, Trenton, 800-AL- Massages 
RO. Anu Tali, conductor, and 
Yujia Wang, piano. Program in- ee ee y 
cludes Piano Concert in A minor, Menicure & Pedicure 
| Op.16, Grieg. $20 to $72. 8 p.m. Body Treatments 
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Biblical Art: Prince- 
ton Theological Semi- 
nary presents an ex- 
hibit of Bible drawings 
opening January 10. 
609-497-7990. 


SACRE ORR UT ORI, 


monic performs the Dvorak Sym- 


Windham Hill Winter Solstice, 
Community Theater, 100 South 
Street, Morristown, 973-539- 
8008. Performers include Sean 
Harkness, Liz Story and Samite. 
$30 to $40. 8 p.m. 


Open Stage, Minstrel Coffee- 
house, Morris Cultural Center, 
300 Mendham Road, Morristown, 
973-335-9489. Area singer-song- 
writers and musicians are invited 
to try their skills in front of a live 
audience during an open stage 
night at Minstrel Coffeehouse. 8 
p.m. 


Princeton High School Studio 
Band, 151 Moore Street, 609- 


The Nobodies of Comedy, 
Count Basie Theater, 99 Mon- 
mouth Street, Red Bank, 732- 
842-9000. Andy Campbell, Jon 
Fisch, Mark Gross, Jamie Lissow 


AMBER 


Sunless Tanning 
Eyebrow Sculpting 
Full Line Of Skin & Body Care Prod 


Gift Certificates & Special 
Occasion Packages Available 


16 South Main St. 
609-737-8400 


> 806-4280. Community swing and others are the funniest guys =a ; 
dance of the season by the you've never heard of, rolled into Couples, Families, Groups, Incentives, Meetings, Weddings & Honeymoons 
aie poy bien la ——- one hilarious show. $25. 8 p.m. We'll plan the perfect cruise for your personality and budget. 
of their former leader, the late An- bs hed ty. arcabagy| tial ea NEW YORK 10 & 11 DAYS 
thony Biancosino. Refreshments - A thers ml cB pe kK 732 i dtrip f N York 
available. $5. 7 p.m. venue, INEW DIUNSWICK, foc- NCL takes you roundtrip from New — 
246-7717. Drama by Lee Bless- to the exotic Southern Caribbean with visits to 
Art nh ates ee <8 Dene islands such as: Antigua, Dominica and St. Thomas. 
— eas eee ae Aboard Norwegian Dawn, you'll be lavished with 
Faculty Exhibits, CAPPS, Mari- as Freestyle Cruising™. 
poe Gallery, Peddie School, High- LM aad catpa Pha at A Lh Choices: 10 restaurants, 13 bars & 
~ tstown, 609-490-7550. ga College, 1200 Old Trenton Road, lounges and a world of things to do. 7 
ee etic creat now 609-584-9444. Maurer Produc- Call Your Local Independent Cruise Specialists N ORWEGIAN : 
work that draws on history's earli- indie weceais gage COLLEEN & FRANK ROBINSON CRUISE LINE 
SS ehomoeennc speak or understand English. > West Windsor NJ 
ary 38. 6:30 p.m. $12. 8 p.m. - (609) 275-0335 / (800) 941-2469 - www.cruiseone.com/crobinson 
2% Touch of Rapture, New Jersey Ships Registry: Bahamas 
D Repertory Company, Lumia 
rama Theater, 179 Broadway, a 
: The Secret in the Wings, Berlind oan ee ee ey 
, iy Piao “~ bangs nett gl Mary Pena about an artist's 
, i epadl : ; .8 p.m. 
: classic fairy tales adapted and di- legacy. $20 oi 
: rected by Mary Zimmerman in- Bed Full of Foreigners, Off- 
: clude Three Blind Queens, Aller- Broadstreet Theater, 5 South 
: leirah, The Prince Who Wouldn't Greenwood Avenue, Hopewell, 
Laugh, Silent for Seven Years, 609-466-2766. A European vaca- 
and Beauty and the Beast. Not tion gone awry. Through January 
suitable for small children. - 22. $23.75 & $25.75. 8 p.m. 
. $28 t 
a ten bap Bl ” Continued on following page 
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Happy New Year. 


Happy New Smile. 


Start 2005 with a whiter, straighter, more beautiful smile. 
" The future always looks brighter when your smile is eye-catching 


and confident. Visit the Princeton Center for Dental Aesthetics 


JANUARY 15TH « 1:00PM - 4:00PM 


Pictures and Autographs with 


today and put your best face forward, every day of the new year. 
~ ; Children’s recording artist David Jack 


ee ig am 
Te Se et fee 


“Ge FREE oo AND sion 3 

| ! $100 a oe Se 

PRINCETON “ 

; CENTER FOR DENTAL ‘é 


ie ee 


(Gdddardchool 


FOR EARLY CHILDHOODJ DEVELOPMENT 


Sa Fil IS 


ING @ IMPLANTS 
N VENEERS @ TOOTH WHITENING @ COSMETIC BOND 
coe STRAIGHT ENING @ GENERAL DENTISTRY # CROWNS & BRIDGES 


KIRK D. HUCKEL, DMD, FAGD 


924-1414 


www.PrincetonDentist.com 
= 11 CHAMBERS STREET 8&8 DOWNTOWN PRINCETON 


, eae ‘2s if he 


PRINCETON © 29 Emmons Drive * 609-734-0909 
(Conveniently located of of Rove | South, just souh of the Meadow Road overpass) 


" a ee 
“Ofer valid for new Goddard tariies atthe above location only, Some program restrictor apply. Not vad with any other offer: Must enrol at Open ' ies ad 
The Goddard Schools® are indapendient franchises of Godkiard Systems, in. Papare entegp may ay wenguiiniatanane sos Daliil sito dead Sai 
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TOGETHER 


THE JOY OF FAMILY MUSIC™ 


Music for Newborn—Kindergarten 
in family classes and preschool programs 


reter Now for the. 


mter Se<ecin 


Nine locations in the 
greater Princeton area 


(609) 924-7801 x308 
www. musictogether.com 


Srl 


The Choice is Simple. 


Before 


After 
C EREC Single Visit Restorations 


Ask us how. 


Visit our website NJFamily Dentist.com or call 
Plainsboro 609-799-5577 
West Windsor 609-716-7600 


The Lewis School of Princeton... 


Where Learning diversity is 


Founded in 1972, The Lewis School is a private, nonprofit, 
nonsectarian co-educational resource of educators and 
advocates for learning different students with lanquage- 
based learning difficulties related to Dyslexia, Attention 
Deficit and Auditory Processing. 


Open House 
Sunday, January 9 
1:00 — 3:00 p.m. 


53 Bayard Lane Princeton, N) OS540 609-924-E120 
www.lewisschool.org 


Confirm titles with theaters. 

The Aviator. Director Martin 
Scorsese’s film about Howard 
Hughes, played by Leonardo Di- 
Caprio. AMC, Garden, Loews, 
MarketFair, Multiplex. 

Bad Education. Two men from 
Spain meet in the 1980s, 20 years 
after attending Catholic School. 
Starring Gael Garcia Bernal, and 
Fele Martinez. Montgomery. 

Beyond the Sea. Kevin Spacey 
directs and stars in a biography of 
singer Bobby Darin. Also stars 
Kate Bosworth as his wife, movie 
star Sandra Dee. AMC, Montgom- 
ery, Multiplex. 

Blade Trinity. Action with 
Wesley Snipes. AMC, Destinta, 
Loews, Multiplex. 


Christmas with the Kranks. 
Comedy with Tim Allen and Jamie 
Lee Curtis. AMC. 


Closer. The chance meetings, 
instant attractions, and casual be- 
trayals of four strangers. AMC, 
Loews, MarketFair, Multiplex. 


Darkness. Anna Paquin, and 
Lena Olin in a horror story about a 
haunted house. AMC, Destinta, 
Loews, Multiplex. 


Fat Albert. Live action remake 
of the 1970s Bill Cosby cartoon. 
Starring Kenan Thompson, and 
Dania Ramirez. AMC, Destinta, 
Loews, MarketFair, Multiplex. 


Finding Neverland. Drama 
with Johnny Depp and Kate 
Winslet based on Allen Knees play 
“The Man Who Was Peter Pan.” 
AMC, Multiplex. 


Flight of the Phoenix. Plane 
crash survivors try to escape from 
the Gobi desert. Dennis Quaid, 
Hugh Laurie. AMC, Destinta, 
Loews, MarketFair, Multiplex. 


House of Flying Dagger. Ziyi 
Zhang and Andy Lau as police 
deputies during China’s Tang Dy- 
nasty who investigate a revolution- 
ary faction. AMC, Loews. 


The Incredibles. Animated 
family film with voices of Craig T. 
Nelson, Samuel L. Jackson, and 
Holly Hunter. AMC, Destinta, 
Loews, Multiplex. 


Kinsey. Liam Neeson plays the 
man who wrote “Sexual Behavior 
in the Human Male.” Montgomery. 


~ Lemony Snicket’s A Series of 
Unfortunate Events. Jim Carey as 
Count Olaf, the sinister caretaker 
of the Bauedelaire orphans. AMC, 
Destinta, Loews, MarketFair, 
Multiplex. 


The Life Aquatic With Steve 
Zissou. Comedy starring Bill Mur- 
ray as an oceanographer hunting 


the mysterious Jaguar Shark that 
killed his partner. Also with Owen 
Wilson, Anjelica Huston, and Cate 
Blanchett. AMC, AMC, Loews, 
Montgomery, MarketFair, Multi- 
plex. 


Meet the Fockers. Ben Stiller, 
Robert De Niro, Dustin Hoffman, 
and Barbra Streisand in the sequel 
to “Meet the Parents.” AMC, Des- 
tinta, Loews, MarketFair, Multi- 
plex. 


National Treasure. Action with 
Nicolas Cage as he searches for 
treasure that nobody believes ex- 
ists. AMC, Destinta, Loews, Multi- 
plex. 


Ocean’s Twelve George 
Clooney, Brad Pitt, and Matt Da- 
mon return. AMC, Destinta, 
Loews, MarketFair, Multiplex. 


Phantom of the Opera. Gerard 
Butler, Emmy Rossum, Patrick 
Wilson, and Minnie Driver in the 
Andrew Lloyd Weber musical. 
AMC, Garden, Loews. 


Polar Express. Tom Hanks 
stars in family film, based on Chris 
Van Allsburg’s children’s book. 
AMC, Destinta, Loews, Market- 
Fair, Multiplex. 


Sideways. Comedy with Paul 
Giametti and Thomas Haden 
Church. Montgomery, Multiplex. 


Silver Screen: Color Me 


Lavender. Documentary explor- 


ing the way Hollywood dealt with 
issues of homosexuality during its 
“Golden Age.” Multiplex. 


Spanglish. Mexican woman 
and her 12-year-old daughter move 
in with an affluent Los Angeles 
family. Adam Sandler, Tea Leoni. 
AMC, Loews, MarketFair, Multi- 
plex. 


The SpongeBob SquarePants 
Movie. Animated comedy for the 
family. AMC, Loews. 


Swades. Shah Rukh Khan plays 


Back in Town: Kevin 
Spacey as singer 
Bobby Darin and Kate 
Bosworth as his wife, 
actress Sandra Dee 
in ‘Beyond the Sea’. 


a NASA space engineer who de- 
cides to return to his homeland. 
Multiplex. 


A Very Long Engagement (Un 
Long Dimanche de Fiancailles): 
A French girl searches for her fi- 
anc,e, who disappeared in the first 
World War. Starring Audrey 
Tautou, Jodie Foster, and Gaspard 
Ulliel. Montgomery 


aE Neale 
AMC Hamilton 24 Theaters, 325 
Sloan Avenue, |I-295 Exit 65-A, 609- 
890-8307. Stadium-seating. $8 
adults; $6 matinees; $5 twilight. 


Destinta, Independence Plaza, 
264 South Broad Street, Hamilton, 
609-888-4500. Stadium-seating 12- 
screen multiplex. $7.50 adults; $5.50 
students; $5 matinees & Tuesday 
nights. 


Garden Theater, 160 Nassau 
Street, 609-683-7595. Two screens 
with stadium-seating. $8 adults; $5 
for shows before 6 p.m. 


Loews Theaters, Route 1 South, 
New Brunswick, 732-846-9200. Sta- 
dium-seating multiplex. $8.50 adults; 
$5.25 matinees. 


MarketFair-UA, Route 1 South, 
609-520-8700. Stadium-seating. $8 
adult; $5.25 matinees, students, and 
seniors. 


Montgomery Center Theater, 
Routes 206 and 518, Rocky Hill, 
609-924-7444. $8 adults; $5 mati- 
nees. 


Multiplex Cinemas Town Center 
Plaza, 319 Route 130 North, East 
Windsor, 609-371-8473. Stadium- 
seating, 15 screens. $7.50 adults: 
$5.25 matinees. 


January 14 


Continued from preceding page 


Harold & Maude: The Musical, 
Paper Mill Playhouse, Brook- 
side Drive, Millburn, 973-376- 
4343. Musical based on the cult 
film. $30 to $67. 8 p.m. 


Some Enchanted Evening, Ritz 
Theater, 915 White Horse Pike, 
Oaklyn, 856-858-5230. An 
evening of Rogers and Hammer- 
stein songs. Through February 
12. $18. 8 p.m. 


Lambertville Country Dancers, 
St. Andrews Church, 50 York 
Street, Lambertville, 609-393- 
is English country dance. $8. 

p.m. 


Good Causes 


Newcomers Ciub General Meet- 
oe en YWCA, 609-497- 
2100. Newcomers club meeting, 
membership not limited to Prince- 


ton area residents. All from the 

area and those who have had a 
lifestyle change are welcomed. 
Light lunch for nominal charge. 
11:30 a.m. 


Trenton 2 Nite, Trenton Down- 
town Association, South Warren 
and West Lafayette streets, Tren- 
ton, 609-393-8998. Food and 
drink specials. Sidewalks are 
lined with artists, crafters, and 
food vendors. Parking is available 
at the Marriott garage. 5 to 9 p.m. 


Hot Spots 
Tess and Rob Cantrell, The 
Stress Factory, 90 Church 


Street, New Brunswick, 732-545- 
4242. $22. 8 p.m. 


The Blue Method, Triumph 
Brewery, Union Square, West 
B62 000 The Blu ee bike 

. ; ue Method per- 
forms. $5. 10 p.m. tee 


Cat Show, Central Jersey Cat 
Fanciers, Sheraton Hotel, Wood- 
bridge Place, Route 1 South, 
Iselin, 212-867-9595. Regional 
show features close to 200 cats. 
Pedigree cats include Bengals, 
Sphynx, Maine Coons, Siamese, 


Orientals, R is, Persians, 
= household pets and kittens. 
rough Sunday, January 16. $6. 


3 to 9:30 p.m. 


Disney On Ice, Sovereign Bank 


Arena, Hamilton Avenue at Route 


129, 609-599-9500. “Mickey and 
Minnie's Magical Journey.” 
$10.50 to $25.50 7 p.m. 


For Teens 


Far Out Films, Princeton Public 


Library, 65 Witherspoon Street, 
609-934-9529. First night for a 
series of unconventional films. Al- 
bert GN 
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US.1 Singles 
Exchange 


forthcoming issues of U.S. 1 
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\ FREE CLASSIFIEDS FOR SINGLES 
" And response charges that won’t break the bank. 


Are you tired of spending $8 or $9 or more to respond to a “free” singles 
ad? Are you tired of accessing the messages of singles 
who end up being geographically undesirable? 


U.S. 1 can help. 


It’s low-tech but highly selective. It’s geographically targeted. Respondents are 
people who live or work in the U.S. 1 circulation area. And best of all, you know 
exactly how much each response is going to cost you just $1 per response, 
No hidden « harges. (Offer limited to those who work and live in the greater Princeton business Community.) 
To submit your ad simply send it by mail or fax or E-mail to U.S. 1. Inc lude your name and the address to which we 
should send responses (we will keep that information confidential), We will assign a box number, print the ad in 


_isst (and post it on the Internet, of course) and forward all responses to you ASAP. 
Remember: it’s free, and people can respond to you for just $1. Good luck and have fun. 


U.S. 1 Singles Exchange, 12 Roszel Road, Princeton 08540 
Fax: 609-452-0033 * E-mail: info@princetoninfo.com 
Questions? Call us at 609-452-7000 
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MEN SEEKING WOMEN 


48, Working In Management Field: | 
am happy with who and where | am at this 
time in my life. 5'11, nice shape, not a 
hard body but | take care of myself. | like 
all the things that you'd expect. Currently, 
| am living in the Princeton area and 
would like to meet someone from the 
same area. | am not looking for a long dis- 
tance relationship. | work a lot and seeing 
someone regularly is what | miss. | ama 
nice guy, father, divorced, and intelligent, 
with brown thin hair and brown eyes. Ina 
relationship | am honest and trusting. | 
think | am an attractive guy but that’s up to 
you! What | am looking for is someone 
who is happy with oneself, unattached, 
takes care of oneself and is looking for 
someone as | am. Box 226958 


Are You Over 40 To Mid 60’s?: Di- 
vorced & Widowed. Don’t have time for 
or want a man full time in your life right 
now? But would like to see one now and 
then fo some fun and laughs. Isn’t it time 
you did something for yourself? Now is 
the time to do it. No strings or bagage 
just some toe curling fun. Sound inter- 
esting? Write. What do you have to 
lose? Let's meet for a drink after work 
and see what happens? Box 226964. 


Athletic SJ Dad: 51, not religious, 
5'10”, 170 Ibs. Let’s not spend the holi- 
days alone. | love to run and compete in 
marathons. | also enjoy traveling, danc- 
ing, romancing, cooking, flea markets, 
hiking, the outdoors and spending quiet 
evenings with someone special. Seek- 
ing a cute, in shape woman, for LTR. Alli 
replies answered. Box 226913 


Plainsboro: Single, warehouse, BFA 
degree, 50, 5’8”, 170 Ibs., bald. Sense of 
humor, open-minded. Enjoys jogging, 
walking, roller skating, bicycling, bars 
and slow dancing. Seeks female for 
friendship. Photo optional. Box 226820. 


Separated White Male: | am 42, 165 
Ibs., 5’7”, tall, dark hair, dark eyes, mus- 
cular build. | like walking, working out, 
movies, dining out and dancing. | seek 
an attractive female who likes the same 
and is also honest, easy going and easy 
to get along with for dating and possibly 
more. Box 226956. 


SWM 51: who loves watching and at- 
tending baseball and other sporting 
events and who is deeply involved in 
supporting political candidates. Into 
reading, movies and collecting sporting 
and political memorabilia. | am disabled 
but not limited and fully able to have and 
active and sustained realtionship. | am 

_ bright, easy going, loyal and looking for 
a SWF 35 to 61. | am a non-smoker who 
is looking for a SWF who shares my in- 
terests and wants, a stable and interest- 
ing guy. | am an avid Yankee fan and a 
registered Democrat. Box 226617 


WOMEN SEEKING MEN 


Attractive Pretty Lady From Cen- 
tral NJ: 29 years young, outgoing, intel- 
ligent, witty, spontaneous, seeks a nice 
black gentleman for causal dating, pos- 
sible LTR. Non-smokers. | am told | look 
similar to Queen Latefah, but | am not as 
large. | have a honey complexion. Seri- 
ous replies only.Box 216263. 


CLASSIFIED BY FAX 


609-452-0033 


WOMEN SEEKING MEN 


Attractive, Black, Christian Lady 
From South Jersey: | am 59 years 
young, bright, fun, lovable and easy to 
get along with. | enjoy sports, flea mar- 
kets, gardening, jazz, gospel and con- 
certs. Seeks an attractive intelligent 
Christian black gentleman. Non-smok- 
ers, between the ages of 50-65. some- 
one with a great sense of humor is a 
plus. Serious replies only. Box 216263 


Delightful Damsel Awaits Attention 
DWPF : 5’3”, 118 lIbs., dark hair/hazel 
eyes, slender, active and attractive, fun, 
big smile, love to laugh, bicycling, hik- 
ing, dancing, travel, arts, concerts for 
rock, jazz and classical. Seeks loving, 
honest, interesting man for sharing life’s 
“trials and tribs.” Ages 52-65. Box 
226851 


Jewel With Many Facets: Petite DWF 
in early 50’s searching for an especially 
wonderful male mid-fifties+. Available for 
dating with the possibility of LTR. Most 
compatible would be white male with 
good sense of humor who is kind, sensi- 
tive, intelligent and caring. Prefer N/S. 
Phone, photo, e-mail address will guar- 
antee response. Box 226919 


Let’s Do Lunch: DWF, told definitely 
cute, green eyes, fair skin, very curvy 
figure. ISO clean shaven, white male, 
35-48, 5'10-6'1, 190-225 Ibs., cute/at- 
tractive, n/s, available for dating, possi- 
ble LTR. Photo please. Box 226853 


Marriage Minded Beauty: Beautiful- 
been told, DWF, 50ish, look 30ish, 
green eyes, fair skin, alot to offer the 
right guy. |SO white male 35-48, 5’10- 
6’1, 180-225 Ibs., clean shaven, consid- 
erate, and fun. Looking for long term, 
monogamous LTR. Photo please. Pre- 
fer N/S. Box 226850 


SBF, The Finer Things In Life: 31 year 
old, 5”7’, Black/Caribbean/Indian mix. | 
have long straight textured hair(that’s re- 
al), a caramel-bronze complexion, beauti- 
ful bright eyes, and a nice smile. | describe 
myself as being attractive, risque, confi- 
dant, ambitious and caring with a dia- 
mond personality. | am also a good listen- 
er and fun to spend time with. A college 
educated, working individual in the 
health/pharmaceutical industry. | enjoy 
many genres of music and | have a signif- 
icant appreciation for the arts such as the- 
ater and dance. My interests range from 
novels, to traveling, to cooking, to season 
weekend getaways, champagne, silk and 
chocolate. Seeking a single Indian (Indo- 
Caribbean/Asian), Latino, Black or 
White(Italian) male 38-50 whose tall and 


WOMEN SEEKING MEN 


handsome with a full head of hair, a nice 
smile, well educated, successful, chival- 
rous, romantic, cultured, humorous and 
very much experienced with an apprecia- 
tion for the finer things in life. Box 226829. 


Your Christmas Bonus: Beautiful, 
fun, sweet, DWF, 50ish, looks 30’s, 
slightly full-figured, very buxom. ISO 
cute, attractive, white male 34-48, 5'10- 
6'1, 180-225 Ibs., clean-shaven, n/s. 


Let’s enjoy holiday parties, fun & ro- 


mance sitting in front of the fireplace. 
Photo please. Box 226852 


MEN SEEKING MEN 


SWM, 70 Seeking Similar Male 
Friend: | am 5’8”, bald, young acting 
with a sense of humor; disease free, 
light social drinker, non-smoker who en- 
joys movies, the theatre, travel to Eu- 
rope, west coast, and Atlantic City. I’m 
open-minded, college educated. Please 
share my interests and ideas. Box 
226877 


WOMEN 
SEEKING WOMEN 


Interesting and Interested: Attrac- 
tive, non-typical, gay white female, look- 
ing to meet women for friendship and 
possibly more. Age range 45-50. Please 
write about yourself and send a photo. 
Box 226818. 


HOW TO RESPOND 


How to Respond: Place your note in 
an envelope, write the box number on 
the envelope, and mail it with $1 cash to 
U.S. 1 at the address above. 


HOW TO ORDER 


Singles By Mail: To place your free ad, 
mail it to U.S. 1, 12 Roszel Road, Prince- 
ton 08540, fax it to 609-452-0033, or E- 
mail it to info@princetoninfo.com. Be 
sure to include a physical address to 
which we can send responses. 


Got Singles? 


Got a singles group listing or 
event or want to update us? 
E-mail singles@princeton- 
info.com. 
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25% Of i 
| Mention This Ad 
L Expires 1/19/05 . 


What are you waiting for? 


Try something that works! 
Make a Change Today! 


We're so good - we guarantee our personal 
introductions! If you are single 
(or single again), call Together 
for a free consultation. 


— oo — ~ Celebrating over 30 years of success stories 
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www.togethernj.com Let Us Introduce You! 
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KEVIN DOWNEY JR. 


WED. JAN. 5 -SAT. JAN.8 


| KEVIN DOWNEY JR., AS SEEN ON 
QUEER EYE FOR THE STRAIGHT 
GUY IN AN EPISODE WHERE HE 
WAS PREPARING TO PROPOSE 
MARRIAGE. KEVIN HAS ALSO BEEN 
AT ALL THE GREAT CLUBS ACROSS 
THE COUNTRY AS WELL AS ON 
STAND UP, STAND UP AND SHORT 
ATTENTION SPAN THEATER ON 
COMEDY CENTRAL. YOUNGER 
BROTHER PATRICK WILL BE 
" FEATURE ACT WITH STEVE 
iE TREVELISE AS MC. 
9] REGULAR SHOW TIMES: WED & THURS 8:00 PM, FRI & SAT 8:00 & 10:30 PM 
__ PRICE: $15 (TAX INCLUSIVE) TWO-ITEM FOOD OR BEV MIN 
ADULT CONTENT. MUST BE 18 TO ATTEND WED - FRI 21 ON SAT. 


{| ______MAITRE'D SEATING 30 MIN PRIOR TO SHOW TIME. 
INQUIRE ABOUT GROUP RATES, SPECIALS, STUD DISC & NONSMOKING PERFORMANCES 


““FORRESERVATIONS CALL (609) 987-8018 
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102 CARNEGIE CENTER 
PRINCETON, NJ 08540 


CHARISINGSTAR.COM 


VOICG NEXT 1P-Centrixe€an 


SAVE you up to 80% or more 
over the cost of a typical “Big Company”PBx phone system. 


Schedule a FREE SITE ASSESSMENT 

and receive a 
FREE 15 Day Trial 
of the VoiceNEXT 
solution. * 


Your customer dials one 
number and it can ring 
your office, home and 
mobile phone 
simultaneously. 


¢ Caller ID 

e Auto Attended Voice Mail 
e Interactive Voice Response 
¢ Plus many more features 


V@ICC NEX Ta 


your next phone company 


Call TODAY! 
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j Og DANCE DRAMA MUSIC 


PREVIEW 


Harmonious & Dramatic Musical Entrances 


am playing Janus, and 
viewing the musical scene back- 
wards into 2004 and forwards into 
2005. Looking in both directions at 
once, two high-profile entities 
emerge: the 81-year old New Jer- 
sey Symphony Orchestra and the 
new New Jersey Opera Theater. 
The two have memorable narra- 
tives. In both cases, the story lines, 
like well-constructed theater 
pieces, involve dramatic entrances 
and exits. 

At the NJSO, Zdenek Macal, 
music director from 1993 to 2002, 
made a definitive exit and music 
director designate Neeme Jarvi, 
whose term officially begins with 
the 2005-06 season, entered as a 
frequent guest-conductor (U.S. 1, 
November 17, 2004). With the 
move from Macal, born in Brno, in 
the Czech Republic, to Jarvi, born 
in Tallinn, Estonia, the program- 
ming has shifted from central Eu- 
rope to Scandinavia. 

As for the fledgling New Jersey 
Opera Theater, we have a newcom- 
er entering into a center-stage posi- 
tion (U.S. 1, July 21, 2004). The 
lone purveyor of summer opera in 
the area, now that Opera Festival of 
New Jersey has departed (at least 
for the moment) NJOT had notable 
success in its initial. season. In a 
telephone interview artistic direc- 
tor Scott Altman calls the summer 
events “stunning and an absolutely 
overwhelming success. It exceed- 
ed expectations 10-fold in audi- 
ence exuberance, artistic objec- 
tives, and educational objectives.” 

Having modestly made its debut 
in 2004 at the tiny Hamilton Mur- 
ray Theater on the Princeton cam- 
pus with a single piano as instru- 
mental accompaniment, NJOT 
moves to McCarter’s Berlind The- 
ater for summer, 2005, and adds an 
orchestra. The perennial Boheme 
. Opera Company, meanwhile, fills 

the Trenton War Memorial for its 
fall and spring offerings. 

2004 began with a January Dvo- 
rak festival executéd in the absence 
of Macal. Macal had instituted the 
winter festivals in the mid 1990s 
and championed devoting two con- 
secutive festivals to Dvorak. Fol- 
lowing Macal’s cancellation for 
2004, the orchestra magically 

- found substitute conductors and 
carried on. 

The orchestra’s instrumental- 
ists, a collection of self-starters, 
can perform with minimal outside 
direction. In a conductorless con- 
cert in October, Jackie Kimura, 
leading invisibly from the key- 
board, commanded a lively per- 
formance of Beethoven’s Piano 
Concerto No. 3. He set an irre- 
sistible pace, evoking aggressive, 

punchy sonorities from the brasses 
that -oospedeconeete effectively with his 
firm, yet cushioned, piano sound. 
Prowess notwithstanding, mem- 
bers of the orchestra have approved 
wholeheartedly of Jarvi. 

I caught up with Jarvi at a per- 
formance of Johannes Brahms’ 


“German Requiem” in the Trenton — 


War Memorial, where the orches- 
tra’s enthusiasm for him became 
- totally understandable. Jarvi’s con- 


ducting embodies small-scale cho- 
reography, vivid in its clarity. He 
has expressive wrists and elbows. 
His movements are precise and 
sensitive, workmanlike, and beau- 
tiful. His shoulders and back work. 
With an upturned palm, he conveys 
a mood of calmness. 

With charm and humor, Jarvi 
talks to the audience. Yet he re- 
mains firmly in control of the lis- 
teners. 

Reverent at the end of the Re- 
quiem, Jarvi freezes as the string 
players steady their motionless 
bows on their instruments. A sin- 
gle, audience member applauds. 
With a miniscule, right-hand ges- 
ture Jarvi signals what looks like 
the beginning of more music. The 
entire audience is noiseless. There 
is, in fact, no more music, and Jarvi 
re-establishes the frame of silence 
with which he wants the piece to 
end. The episode is an understated 
test of wills with a subtext of hu- 
mor. 

Jarvi makes his programming 
imprint with the NJSO Northern 
Lights Festival, which he de- 
signed. He conducts two batches of 
concerts during the festival, which 
began Tuesday, January 4, and runs 
to Sunday, January 23. 

In a November conversation 
with U.S. 1, Jarvi talks of the gen- 
eral need to program familiar 
pieces because of their box office 
appeal, even though the less famil- 
iar interests him enormously. 
“That’s where the festival comes 
in,” he says. “You can go in differ- 
ent directions and help orient peo- 
ple. Every year you can do some- 
thing fresh. The Nordic repertoire 
is wonderful music, not much per- 
formed in the United States, not 


even in Germany.” In an interview | 


with Joseph Horowitz, humanities 
coordinator for the festival, he 
says, “Poor world! Poor and unen- 
thusiastic approach to so much 
great music!” He continues: “I’m 
amazed at how emotional this mu- 
sic is, because we’re talking about 
Nordic people — basically, they 
are cold. Their beauty is on the in- 
side, where there is great tender- 
ness, great feeling.” Horowitz calls 
Jarvi “eloquent in his impatience.” 
By E-mail Horowitz talks of the 
accessibility of the festival pro- 
grams. “This is mainly romantic 
music, very tuneful,” he says. 
“There is no excuse for our not 
knowing it.” Asked if there is a 
Scandinavian musical esthetic, he 
says “this is a huge question. You 
can begin with cold weather.” 
Jarvi, in his conversation with 
Horowitz, says, “Yes, there is such 
a thing as Nordic music. Histori- 
cally, these are all small nations, 
neglected nations, somehow out of 
sight of Europe. Norway today has 
only 4.5 million people, Sweden 
has 9 million, Denmark 5.4 mil- 
lion. Sweden and the Nordic coun- 
tries, Estonia and the Baltic coun- 


by Elaine Strauss 


tries, we can consider all these to- 
gether. Today people think of Esto- 
nia as having been part of Russia. 
No way! This was only from 1940 
to 1991. Estonia and Finland are al- 
most the same nation. Estonian and 
Finnish are closely-related lan- 
guages.” The remoteness of north- 
ern Europe from middle Europe 
seems to explain the obscurity of 
its music. 

Not all the composers are unfa- 
miliar. American audiences have 
encountered pieces by Norwegian 
Edvard Grieg, Finn Jan Sibelius, 
and Dane ‘Carl Nielsen. Among the 
lesser known composers are 
Swede Wilhelm Stenhammar, Es- 
tonian Rudolf Tobias, Dane Niels 
Gade, and Norwegian Johan 
Svendsen. 

“There is really no excuse for 
our not knowing the Svendsen 
symphonies; they are _ terrific,” 
Horowitz says. “ And Stenhammar 
is a composer we need to know. 
And those Sibelius legends, to my 
mind, are a lot stronger than most 
of his symphonies.” 

The first orchestral concert 
opens with Sibelius’ “Finlandia,” 
with its familiar patriotic hymn. 
The choice seems designed to as- 
sert that we are all Finns. 

A unique feature of the festival 
is what Horowitz calls a Sibelius 
marathon on Friday, January 21, at 
the New Jersey Performing Arts 
Center. The evening starts at 6 p.m. 
in the Chase Room, with a bilin- 
gual re-creation of excerpts from 
the Finnish epic Kalevala, using 
actors, song, and antique instru- 
ments. Transmitted for more than a 
millennium by oral tradition, the 
Kalevala was first written down in 
1835. The orchestral concert be- 
gins at 8 p.m. in Prudential Hall 
and includes Sibelius’ demanding 
Violin Concerto and his “Four Leg- 
ends from the Kalevala,” with in- 
terpolated readings. The half hour 
interval between events allows lis- 
teners to bolt down some food. 


P ernaps the beginning of an 
epic, in its own way, is the tale of 
New Jersey Opera Theater. A year- 
round enterprise, the organization 
began with two events in 2002- 
2003. Twenty events were present- 
ed in 2003-04. In 2004-2005, 58 
events are taking place, according 
to Artistic Director Scott Altman. 

Committed to fiscal responsibil- 
ity, the company made its debut in 
August, 2004, with a set of per- 
formances that sampled the opera 
repertory: Wolfgang Amadeus 
Mozart’s “Don Giovanni,” Ben- 
jamin Britten’s “Albert Herring,” 
Maurice Ravel’s “L’Enfant et les 
Sortileges,” and Jacques Offen- 
bach’s “Ba-Ta-Clan.” The demand 
was so great that the company 
added an extra performance of 
“Don Giovanni.” 

The site was the 200-seat Mur- 


ray Theater on the Princeton cam- 
pus. A single Yamaha piano was the 
sole instrumental accompaniment. 
Master classes by James Morris, 
Susan Quittmeyer, and Sharon 
Sweet, as well as concerts by 
young artists, were part of the pro- 
gram. : 

For 2005 NJOT plans eight per- 
formances from August 8 to Au- 
gust 21 in McCarter’s 300-seat 
Berlind Theater. The three operas 
to be presented are all based on 
plays by that contributor to the 
French Revolution, playwright 
Pierre Beaumarchais. They include 
Mozart’s “Marriage of Figaro,” 
Gioachino Rossini’s “Barber of 
Seville,’ and Jules Massenet’s 
“Cherubin.” Performances will be 
in the original languages, with 
English supertitles, 

As part of its Summer Vocal In- 
stitute, NJOT will also present 
staged scenes from operas by Gio- 
vanni Paisiello, Darius Milhaud, 
and John Corigliano, who also 
drew on Beaumarchais. In addi- 
tion, master classes by master vo- 
calists will be included. 

NJOT is the vision of vocalists 
Scott Altman, who serves as artis- 
tic director and his wife, Lisa Alt- 
man, executive director. Scott is a 
bass; Lisa, a lyric soprano. Wary of 
financial problems, the couple, 
West Windsor residents, handled 
all aspects of running the company 
and collected no salaries until No- 
vember 30. 

NJOT has been able to maxi- 
mize its operations because artists 
excited about the program agreed 
either to donate their time or to ac- 
cept fees well below their normal 


With their shared goals of artistic excellence and fiscal soundness, 
NJOT and NJSO emerge as organizations with impressive narratives. 
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Shared Goals: NJ 
Opera Theater’s 
Scott and Lisa Altman 
above, and NJ Sym- 
phony Orchestra’s 
Neeme Jarvi emerge 
as key players in the 
classical scene. 


compensation. Backing also comes 
from grants. The Geraldine R. 
Dodge Foundation, the largest pri- 
vate underwriter for the arts in NJ, 
has awarded the organization a 
$5,000 grant. Although the award 
is one of Dodge’s smallest, receiv- 
ing the grant puts NJOT in presti- 
gious company alongside recipi- 
ents of hundreds of thousands of 
dollars, all of whom have survived 
a rigorous application process. 
NJOT has also received a $10,000 
grant from the Frank and Lydia 
Bergen Foundation, the Summit- 
based philanthropy. “We have been 
in the black since day one,” Scott 
Altman says. 

Lisa Altman describes the cur- 
rent status of NJOT with satisfac- 
tion. “NJOT is growing by leaps 
and bounds and has made every ef- 
fort to reach its goal of creating a 
full-scale opera company,” she 
says in an E-mail message. “Every 
step is calculated. Every project 
has a sound budget. We are ex- 
tremely proud to have received the 
incredible response that we have 
from student to school, educator to 
parent, young artist to professional 
artist, and then to our public. Ac- 
cording to Geraldine R. Dodge, we 
are right on target, the target being 
a financially sound and artistically 
gratifying company.” 

With their shared goals of artis- 
tic excellence and fiscal sound- 
ness, the Altmans and NJSO’s 
Neeme Jarvi could 
spend a long quiet evening togeth- 
er seeing eye-to-eye. There would 
be no dramatic tension, just a lot of 
hearty agreement, providing little 
inspiration for hopeful  play- 
wrights. 

NJSO Northern Lights Festi- 
val, Tuesday, January 4 to Sunday, 
January 23, at various locations, in- 
ae Richardson Auditorium on 

Princeton University campus, 
the State Theater in New 
Brunswick, and the War Memorial 
in Trenton. From $20 to $82. Full 
information at www. -njsymphony- 
.org or from 800-255-3476, 
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Small Business Grows Up 


aving been forewarned 
about our retrospective interview, 
Herb Spiegel, director of Mercer 
County Community College’s 
Small Business Development Cen- 
ter, tried the question out on his 
class. “What do you students see as 
the greatest change in small busi- 
ness over the past 20 years?” 
Hands shot up, and almost unani- 
mously the answer was technolo- 
gy. : 
This assessment coming from 
these future business leaders is 
probably typical of the post- 
Boomer generation. Says Spiegel: 
“Of my 158 students, not one knew 
what the Warren Commission was, 
and when I pull down a map of the 
European Union, their ignorance 
makes me wince, but boy, can these 
guys handle a joy stick and make 
any computer dance!” 

The Spiegel family has a justifi- 
able claim to being true Trentoni- 
ans, having arrived in the city in 
1899. In 1932 father Henry Spiegel 
opened up a furniture store, which 
Herb, along with his brother, took 
over. Eventually they moved the 
shop to Lawrenceville, and finally 
closed the doors in 1983. Along 
with U.S. 1, Spiegel is marking a 
20th anniversary this year. It has 
been two decades since he left re- 
tail behind and became one of the 
area’s premier small business gu- 
rus from his post as director of the 
SBDA and teacher at Mercer 
County Community College. 

His own college experience 
dates back to 1955, when he gradu- 
ated from Rutgers with a degree in 
marketing (then called advertis- 
ing). Yet the length of his career in 


Biz Developer: Herb 
Spiegel ran the SBDC 
at Mercer College-- 
now he teaches there. 


RN NNR YAR A HL Ne 


small business reaches farther back 
- into early childhood. 

As much as anyone, Spiegel re- 
alizes how advice must evolve with 
the times. “Probably the biggest 
change we have seen in small busi- 
ness over the past two decades,” 
says Spiegel, “is the overall accept- 
ance of low overhead operations.” 
This breaking down of expensive 
protocols and accessories has been 
made possible, at least in part, by 
the technology mentioned by his 
students — but there have also 
been economic factors at play. 

Formal letters on company sta- 
tionery, neatly typed by a secretary, 


SC ea 
Formalities are gone. 
Competition has 
pushed us allintoa 
leaner, faster mode — 
and we have come to 
appreciate it. 


now carry no more gravitas than a 
dashed off E-mail note. Costly per- 
sonal assistants have been replaced 
by thrifty, if annoying, answering 
machines and cell phones. Person- 
al business cards and brochure can 
now be entirely computer generat- 
ed. Newsletters can now be de- 
signed and typed onscreen, and 
then E-mailed or posted on a web- 
site — or mailed as hard copy, pos- 


sibly after being sent electronically 
to a mailing service. 
The technologies necessary to 


streamline business operations 
were just beginning to emerge in 
1984, and were being embraced by 
early adopters. But what has 
changed is the general acceptance 
of this cheaper, quicker method. 
Competition has pushed us all into 
a leaner, faster mode — and gradu- 
ally we have come to appreciate it. 

Aiding the switch, in Spiegel’s 
view, is the upswing in women’s 
participation in the workplace. 
First, to no one’s surprise, women 
are different from men. They have 
brought novel perspectives to the 
marble halls of business and are 
constantly pointing out new mar- 
ket niches. The small and mid-size 
company that wants to follow this 
feminine lead into such markets 
must invariably do so in a shoe 
string. It must operate at low cost 
on such ventures or not.at all. 


Continued on page 53. 


vestment 


lationships. 


plaint. . 

The fact is 
there is mon- 
ey available 
for those with 
the skills to 
find it. Profes- 
sional arbitra- 
tor, entrepre- 
neur, and CPA 
Kenneth 
Horowitz out- 
lines methods 


Horowitz. 
A native 


Find the Cash to 
Start Your Business 


iis the first copper coin 
was minted with the image of 
King Tut, people have com- 
plained that money was unusual- 
ly tight. Investment capital was 
hard to come by because the 
pharaoh was liberal; because the 
pharaoh was conservative; be- 
cause the Nile flooded too early. 
We’re still singing the same 
song. Money is tight because in- 
bankers 
burned; because the IPO win- 
dow is not yet fully open; be- 
cause bankers rely on computer 
scoring rather than personal re- 


New reasons, the same com- 


for getting the funds flowing — 
both at start-ups and at more es- 
tablished companies. 

A man walks into a bank. He 
goes to a loan officer and says “I 
need some money.” The loan of- 
ficer says “How much?” The 
man replies “I don’t know.” 
Sound like a bad joke? Maybe, 
but it happens all the time, says 


Horowitz graduated from Fair- 
leigh Dickinson in 1969 with a 


B.A. in accounting. Earning his 
CPA led to a succession of CFO 
jobs with mid-size firms around 
the state. At one point he worked 


for Arthur Anderson. For the last 


have been 


deal _ with 


six years Horowitz has shifted 
into teaching and arbitrating 
commercial disputes. 

Money is not tight, insists 
Horowitz. He dismisses the pop- 
ular myth, and points out that 
with interest rates so low, there 
has been a build up of capital in 
the coffers of all types of lenders. 
Many lenders are actually facing 
the problem of finding good 
places in which to invest their 
money. The time is ripe. How do 
you take advantage? 

Where to search. Conven- 
tional wisdom assures us that 
less established businesses must 
less 
lenders. Banks invariably laugh 


established 


the new entrepreneur out of their 


SERRA ATT, 
Money is not tight, 
says Horowitz. Some 
lenders face the prob- 
lem of finding good 
places to invest. 


ward them.” 


of Newark, 


marble halls. 
“Bunk,” re- 
sponds 
Horowitz. 
“Banks, ven- 
ture capital- 
ists, or com- 
mercial in- 
vestment 
groups are all 
much more 
interested in 


getting their individual criteria 
met than in the age of your firm. 
The loan applicant must be 
aware of these differing needs 
and tailor his presentation to- 


Banks and traditional lenders 
are primarily interested in how 
they are getting paid back. They 
require proof of potential cash 
flow. The question of collateral 
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fab ec! fete ea 
FREE Office Space in Princeton 


This is not a typo. Sign a one year service agreement with us and 
receive your first month totally FREE! No strings. No surprises. 


DAILY PLAN IT 


Where Your Business is the Center of Our Universe 


Our suites include these great amenities... 


Tastefully furnished office suite 

Prestigious Princeton address 

Personalized receptionist services 

Phone services including all local charges 

Fax and 24/7 voice mail 

High-speed Internet access 

Mail services and handling 

Fully-equipped conference rooms 

On-site color digital copy center at special rates 


Plus 200 FREE xerox copies each month 


Full service kitchen including gourmet coffee 
Plus Much, Much, More! 


Virtual Office & Office 
Extension Plans 
starting at $149/mo. 


The Daily Plan It provides great 


solutions for your business needs. 


* Office and Office Suite Solutions 
* Virtual Office & Business ID Services 
* Conference & Training Facilities 

* Mail, Shipping & Packing Services 


* Full Service Copy & Design Center 


r Re ee 


This deal won't last long, so call Dean now at 


609-514-9494 


707 Alexander Road, Suite 208; Princeton, NJ 08540 
www.dailyplanit.org 


* Price is for 94 s/f, does not include special services, start-up fees and availability is limited. 
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The Waxwood 


34 Brand New Luxury Apartments for Lease 
conveniently located in downtown Princeton 


: Come see the very best in downtown living, just a few 
minutes walk from Palmer Square & the public library! 


Tour our superbly designed spacious apartments. 
State-of-the-art appointments include maple floors, high ceilings 
stainless steel appliances, private laundry, granite countertops, 
custom kitchen cabinetry, and much, much more. 

On site parking included. 


Weinberg Management Corporation 
217 Nassau Street, Princeton, NJ 08542 
(609) 924-8535 
wmc@collegetown.com 


For detailed information please refer to 
TheWaxwood.com 
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an R.P. SOBOL & CO. 


and current assets is secondary because they 
truly want no direct involvement in your 
business. Banks see their recipient business- 
es as works in progress that will go on long 
term, continually borrowing and repaying. 

The venture capital or private investment 
group, as Horowitz puts it, “seeks the big 
hit.” They want to invest one lump of cash at 
the start, get the business launched, and then 
reap a huge reward by selling it to some other 
firm. To ensure that the company will be at- 
tractive to outside buyers, the investors often 
want to exert managerial control. They want 
people on the board and veto rights, and may 
even take a hand in day-to-day operations. 

Loan avenues. Typically, lenders special- 
ize in one type of loan and don’t cross the 
line. Capital leases, which can involve bor- 
rowing $1 million for a 
piece of equipment that will 
last 10 years, tend to be the 
purview of commercial 
lenders. Such firms proba- 
bly will not fund your cor- 
porate expansion. 

Start-up capital for the 
entrepreneur operating out 
of his basement often 
comes from venture capital 
and private groups. Howev- 
er Horowitz urges all start- 
up firms to at least approach traditional 
lenders initially because of their lower rates. 

Working capital loans, which cover the de- 
lay between potential income stream and ac- 
tual cash stream during a new sales expansion 
effort, are the meat of traditional lenders’ 
business. Banks are happiest financing the 
operating cycle as you turn inventory into 
profit and repay them promptly. 

This said, it should be noted that for the 
past decade traditional lenders have been in- 
volving themselves in asset-based lending. In 
such loans, consideration shifts to the value 
of accounts receivable and other easily col- 
lectible collateral over current ability to re- 
pay. The lender carefully scrutinizes the se- 
curity behind the loan. 


reality. 


REL ADE Ra 
Lenders want to 
know that you have 
a good idea, and the 
brains and horse- 
power to make ita 


Making the pitch. “You are not a beggar, 
you are a customer,” declares Horowitz. 
“Keep reminding yourself of the obvious 
truth that lenders need to make loans, not turn 
them down.” Lovely colored charts, expen- 
sive displays, and a grand — if nebulous — 
vision were the tools of the 1990s. Today, 
lenders seek applicants who have a solid 
business story, backed up an insightful plan 
and ample numbers to justify it all. 

Selling your expertise, both personally 
and on paper is a prime factor in securing 
funding. Lenders want to know that you have 
a good idea, and the brains and horsepower to 
make it a reality. Your product or service may 
be wonderful, but can you convince a lender 
that it will make money in this market? 

Have you got the brainpower on your staff 
and board? This goes beyond production to 
include accounting, management, distribu- 
tion, and all aspects of business. 

Lenders tend to be much more receptive if 
they believe your business 
will last at least the life of 
the loan. This obvious need 
often goes unaddressed by 
applicants. 


Facing failure. Once a 
lender has turned you down, 
you have an opportunity. 
Ask him why and where 
else you might go to seek 
funding. Most likely, your 
application was rejected for 
one of two reasons: Your 
story wasn’t good enough or your business 
wasn’t good enough. 

“If it is a poor business,” says Horowitz, 
“the lender has just done you a great favor.” 
Sometimes it just takes a third party to see the 
flaws in your plan. Or perhaps you were ask- 
ing for too much money. Most experienced 
lenders will freely dispense valuable assess- 
ments. They also know other players and fre- 
quently can direct you past the doors of insti- 
tutions, and into an individual’s office. 

Every lender has traditional ideas about 
what kind of loans he wants to make to what 
kind of businesses. But the marketplace is dy- 
namic. The keg is full, and new lending 
sources arise all the time. Armed with tenaci- 
ty and information, you can tap your share. 


R.P. Sobol & Co., tenant advocates, 

will help you save money by renegotiat- 
ing your next office lease renewal. If 
renewal is years away, they will analyze 
your current lease terms and suggest an 
array of probable savings. 


R.P. Sobol will level the negotiating 
playing field between you and your 
landlord, freeing you to do what you'do 
best, manage your business. Best of all, 
their fees are paid by the landlord — 
THERE IS NO COST TO YOU! 


R.P. Sobol & Company is led by Bob 
Sobol, an industry pioneer committed 
to getting the most favorable terms for 
his clients. 


For a FREE Lease Sistas 
call Bob at 609-658-0333. 


R.P. Sobol & Company... 
we'll fight for you. 


gm CTENANT REPRESENTATION ® SITE SELECTION # PROPERTY DISPOSITION 


212 Carnegie Center, Suite 206, Princeton, NJ 08540 ™ 199 Main Street, Woodbridge, NJ 07095 = www.rpsobol.com 
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Going Public? 
Think Twice 


eam made it! Despite a 
venture capital drought and cut 
throat competition, your firm is as- 
cending. It has found a profitable 
niche and is running with it. You 
are actually thinking of — gulp — 
going public, The door to the pub- 
lic markets has been all but nailed 
shut for the better part of three 
years, but you think you see an 
opening. 

Dan Conley, founder of entre- 
preneurial resource firms NJ An- 
gels.net and Silicon Garden.net, 
provides some advice on making 
the leap. A native of Belmont, 
Massachusetts, Conley went west 
at age 18, spent four years “doing 
Radar O’Riley type things in the 
Marines.” He then enrolled in the 
University of Massachusetts, 
where he earned a B.A. in informa- 
tion systems. 

Today he is — in his own terms 
— “a virtual corporation” and 
finds financing for start up firms, 
most of them in the area of high 
tech. Conley is not necessarily a 
fan of growing a company by tak- 
ing it public. A public offering, in 
his view, should never be seen as a 
natural step or a status sign. He 
says, however, that any company 
contemplating this move should 
look at the full range of conse- 
quences, and should consider 
which of several methods of going 
public is the best choice. 

Conley unfurls a list of disad- 
vantages to all entrepreneurs eager 
to go public. First is the problem of 
total disclosure. Do not think that 
just because you have acted honor- 
ably and kept proper books that 
you are home free here. In addition 
to the work involved in preparing 
voluminous disclosure documents, 
you face the danger inherent in re- 
leasing very valuable materials — 
on everything from technical data 
to market share — to your com- 
petitors. You may be literally entic- 
ing a competitor to bring out his 
new line against yours. . 

Secondly, Conley points out that 
the costs to file and to continually 
update materials are invariably be- 
yond estimation. Even in a small 
operation it will take a few people 
working full time to organize the 
various requirements. 

“Most entrepreneurs are maver- 
icks who got here by thinking out 
of the box,” says Conley. “Now 
they have to cram back into that 
box. They surrender major respon- 


ii to learn more and to view our portfolio, come visit us at www.robinnallydesign.com 
12 Andrew Drive + Lawrenceville, New Jersey 08648 » Phone: 609.844.001 | 


sibility to a phalanx of executives 
who really know how to fly a desk, 
but just don’t understand the entre- 
preneur.” 

Despite the disadvantages, go- 
ing public may be the best option 
when a company needs to pull in 
substantial cash. The move may be 
reassuring to early investors, who 
may be willing to put in more mon- 
ey if they know they will most like- 
ly be able to pull their money out at 
any time. ‘ 

Describing three methods of go- 
ing public, Conley says, any of 
them could prevent the stock issue 
from becoming a volleyball for the 
major investment bankers and 
their cronies: 


Direct offering. This was the 
option chosen by the Boston 
Celtics in an attempt to increase in- 
vestment capital on several levels. 
The team owners basically offered 
each season ticket holder the op- 
portunity of becoming a stock- 
holder. It proved to be a clever 
choice. Fans were encouraged to 
become more fanatical. Seasons 
tickets in effect became shares, 
passed on to family members. And 
while this is not a wholly public of- 
fering, the chances of stock manip- 
ulation are kept low. 


The Auction. This is the 
method Google used, and while the 
method raised more than a few 
Wall Street eyebrows, the offering 
surpassed expectations, and the 
company’s stock has continued to 
climb dramatically. 

Conley was a fan of the stock 
auction even before Google used it 
to zoom out of the gate. “This is the 
purest, and in many ways best, 
form of public offering,” he says. 
“The market alone will set the 
price. The investment bankers are 
unable to buy up large chunks of 
the initial stock, and then, in a 
flourish of publicity, boost the is- 
sue’s price aS everyone is con- 
vinced to jump on board this high 
flyer.” 


The reverse merger An oppor- 
tunity has come out of the collapse 
of all those high flying dot.com 
companies. It is possible to go into 
the wreckage of the corporate 
shells that have washed up on the 
harsh shores of Chapter 11 and 
from them pluck legal access to a 


_ stock exchange. 


The defunct companies have no 
product, but they do have all the 
paperwork and infrastructure for 
issuing stock on a public exchange. 
This was the route taken by Chem- 
Bio.com, one of Conley’s clients, 
now trading as TSUN on the OTC 
bulletin board. 
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So, women have changed estab- 
lished practices, but they have had 
an even greater impact on central 


BOSS JUST 


=} §. a ’ “J » » >» ig Ss ‘~ » - 
” oN y , rt seh " robe GOT * Self-Employed Professionals 
says Spiegel. One as only to min- EASIER! « Mesniann Eee 
gle with the Central Jersey * Corporate Employers 


Women’s Network or the New Jer- 
sey Association of Women Busi- 


* Contractors 
« Freelance 


ness Owners to see the strong fem- * Maximum Contributions People Just Like You are planning, for the safety 
nine startup pattern, * Cost-Effective Savings of their future. Opting for financial security; 
Having taken a breather from fa- + Flexible and Easy to Manage taking oo M a plan 
milial duties, women return to the + For Any Type of Business Entity wep aiiinins aia 
As business owners, we know you'll likely 


workplace only to find that their 
best shot at upward career trajecto- 
ry is to create an outsourcing niche 
for a large firm. Several surveys in- 
dicate that more Garden State busi- 
nesses are now being started by 
women than by men. Many of 
these women have little money, 4 

and even less ability to shake some (PR OVIDENCE L.L.C. 


* Rollovers and Transfers Permitted 

* Deductibles for Employers and Employees 
* Wide Range of Investment Choices 

+ Recordkeeping Services Available 

* Loan Options Up To 50% in Some Plans 


prefer flexibility and cost-effective retirement plans 
with a wide range of invest choices 

for any type of business ~ 

from one-man shops to corporations. 


That is why we utilize retirement business solutions 
designed with your future in mind! Contact 
our team of specialists to start yours today_ 


Temi Tayo Adekore 
Senior Investment Consultant 
666 Plainsboro Rd., Suite 1175 

Plainsboro, NJ 08536 


Tel: 609-716-6263 


loose from lenders. So they bring Sinaia galeiominciiae 
their products to market cheaply, 
with few of the former frills. \ 

Women’s entry into the work- be 


ser pet arclnge eae INVEST INTELLIGENTLY, INVEST WITH RESPECT! 


rations, the discovery of the thrift 
Securities are offered by 1* Discount Brokerage, Inc., member: NASD, SIPC and 


of outsourcing, and several techno- are cleared through ADP Clearing, a member of SIPC. All accounts held by san aoe 
logical factors have all conspired Clearing are protected up to full net equity in each account with basic S& 


coverage of $500,000 and secondary excess SIPC coverage is provided by 
to bring about what Spiegel calls Customer Asset Protection Company (CAPCQ). Neither SIPC nor coverage 
the home-based business boom. 


provided by CAPCO protect against a decline or loss in market value of accounts. 
Since 1980 Department of Labor 
estimates of workers at home has 
risen from four to as high as 20 per- 
cent in New Jersey. Increasingly 
everyone has accepted these as not 
only viable businesses, but attrac- 
tive suppliers and clients. “It is 
now O.K. to answer your own 
phone, with out having a reception- 
ist run interference,” says Spiegel. 
“People are more impressed by 
your independence than by the 
number of folks on your payroll.” 
Corporations are scooping up 
scores of home-based workers for 


PERSONAL PAPERWORK 
SOLUTIONS...AND MORE, INC. 


Do you need help with: Paying your bills? 


Organizing and filing? 
Are you stressed out with medical claim forms? 


Do you need help with Quicken or QuickBooks? 


Linda Richter 609/371-1466 
Insured - Notary Public - www.ppsmore.com 


We manage financial affairs for people who through 
age, disability or lack of time need a trusted, 
professional administrator. 
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PENNS NECK AREA 
ENVIRONMENTAL IMPACT STATEMENT STUDY 
NOTICE OF AVAILABILITY 


OF 
FINAL ENVIRONMENTAL IMPACT STATEMENT 


The federal Highway Administration (FHWA), in cooperation with the New Jersey 
Department of Transportation (NJDOT), is considering a number of transportation 
improvements to address traffic congestion, mobility constraints and safety con- 
cerns on Route 1 and east-west cross streets in the Penns Neck area of West- 
Windsor Township and its environs. A Final Environmental Impact Statement (FEIS) 
was prepared to document potential impacts that may result from the Action and 
No-Action Alternatives under consideration. This FEIS also documents the work 
undertaken to comply with Section 106 of the National Historic Preservation Act. 
Section 106 work identifies historic properties, assesses their legibility for listing in 
the National Register of Historic Places, evaluates the impacts of each 
alternative under consideration on eligible or listed properties, and 
considers alternatives to avoid or minimize adverse effects. 


AVAILABILITY | 
OF | 
FINAL ENVIRONMENTAL IMPACT STATEMENT 


The FEIS that has been prepared for the Penns Neck Area Study assesses the 
Project's affect on the environment in accordance with the provisions of the 
NAtional Environmental Policy Act of 1969 (NEPA), Section 4 (f) of the Department 
of Transportation Act of 1966, and the FHWA guidance for Preparing and 
Processing Environmental and Section 4 (f) Documents. Copies of the FEIS along 
with other documents relating to the study will be available for review at the project 
repositories listed below on or before Friday, January 7,2005 (call for hours). 

- Additional information is also available on the project website at 
www.pennsneckareaeis.org 


West Windsor Public Library, 333 N. Post Road, West Windsor 609-799-0462 
Plainsboro Public Library, 641 Plainsboro Road, Plainsboro 609-275-2898 
Princeton Township Clerk's Office, 369 Witherspoon Street, Princeton Township 609-497-7622 
Princeton Bourough's Clerk Office, Bourough Hall, 1 Monument Drive, Princeton 609-497-7622 ' 
Rutgers University Transportation Policy Institute, 33 Livingston Avenue, New Brunswick 732-932-6812 ext. 593 
New Jersey Department of Transportation, 1035 Parkway Avenue, Ewing 699-599-2989 
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The pressure 

to do something... 
..Anything 

is intense. 


But what? 


Let us help you 
think it through, 


and make it happen. 


Call Us Now. 


choose the right direction, 


Katherin 


© Kis “Sag 
h, President 


a es 
Market Entry, Inc. 


609-799-8898 


WBE/SBE certified info@MarketEntryInc.com 
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Tune into 


WINNING IN BUSINESS 


“Conversations with people who succeed” 


Hosted by Caliper’s Herb Greenberg, Chief Executive Officer 
and Patrick Sweeney, Chief Marketing Officer 


ENGAGING STORIES 
about everything from 


getting your first job to leading a company 


dozens of outsourced chores. 
Funding agencies have also finally 
come around. Both banks and ven- 
ture capitalists are now far more 
likely to fund a person operating 
diligently out of his cellar than they 
were 20 years ago when the plush 
facade was a financial necessity. 
Even the state has loosened its jaws 
and lifted the ancient restraints on 
“cottage industry.” In 1984 it was 
easier to register a toxic waste 
dump in your backyard than a 
kitchen-based consulting firm or 
graphics shop. Now government 
views the home as a legitimate 
place for business. 

Less related to cost, but certain- 
ly tied to efficiency, has been what 
Spiegel sees as the steady growth 
in sophistication of business meth- 
ods over the past two decades. He 
jokes, “I was'a company owner for 
26 years and never knew what a 
business plan was. Now I teach it.” 
Gone are the days when all it took 
was a better mousetrap or niftier 
piece of software. A thousand E- 
coinmerce firms with this premise 
rose and cratered. Even if you think 
you can run a business off the cuff, 
your backers will not. Planning, 
training, market surveys, and for- 
mal courses to upgrade knowledge 
are now more essential than ever. 

Thus, sorting out these evolu- 
tions, Spiegel sees his advice as 
fairly self-evident. 


Don’t spend where you do not 
have to. Make your workplace 
productively comfortable, even 
fun, but forget about paneling your 
environs to impress. Instead, con- 
centrate on winning over your 
clients and backers with a profes- 
sional, sophisticated presentation, 
laced heavily with numbers, facts 
and research. 


Don’t hide your origins. When. 


applying for funding, the small, 
minority, feminine, or home-based 
business person need no longer 
crouch before the lender. Never say 
that you “only” work out of the 
house. If a bank is so medieval as to 
ask your husband to co-sign a loan, 
laugh, and walk out. You don’t 
want to deal with a company so far 
behind the times. And do not be 
afraid to show investors your cellar 
operation. Most would rather seen 
your cash — and theirs — spent on 
innovative productivity. 


Don’t fail to network. This is 
probably the greatest mistake 
Spiegel sees small firms making in 
this new environment. Small entre- 
preneurs are not getting out. 
They’ve got to join the local cham- 
ber of commerce. “Yes, that’s de- 
signed for you,” insists Spiegel. 
Seek out the professional organiza- 
tions in your field — and join them. 

One final and refreshing wind of 
change that Spiegel has noted 
throughout recent years is that 
business has become not only ac- 
cepted but also popular. No longer 
the haven of greedy capitalistic 


yuppies, everyone of all ages in in- 
volved. “Look at Donald Trump’s 
show ‘The Apprentice.’ People talk 
about it everywhere,” Spiegel says. 
When Tom Peters wrote his “In 
Search of Excellence” a little over 
20 years ago, it was the first busi- 
ness best seller. Now go into the 
book shops and you will find aisle 
after aisle dedicated to the fine art 
of making money. 

We can hope that the trend keeps 
going, and that we become less dis- 
paraging of profit and more con- 
cerned with how to use it wisely. 

— Bart Jackson 


Be a Service Star 


& 

Distinguist yourself from 
your competitors by the service 
you provide,” advises Arlene 
Schragger, of ads Public Relations 
and Marketing. Schragger founded 
her company in 1987 after working 
as the in-house marketing coordi- 
nator for an area firm for several 
years. Her office is located at 2860 
Brunswick Pike. 

Service to your customers is one 
of the key ingredients to success in 
business, says Schragger. “Know- 
ing what people want and need is 
very important. When people pro- 
mote their business they often get 
caught in talking about their com- 
pany’s features; why they are the 
best at what they do. But what they 
really need to emphasize is how 
they can help their client.” 

To do that, says Schragger, ex- 
plain how your products or servic- 
es can benefit your client. “Tell 
them why what you do will help 
them. How can you make them feel 
good? What you are really selling 
is your benefit to them.” 

One of the biggest mistakes 
business owners often make, adds 
Schragger, is in not letting their 
customers and clients know all of 
the services that they can provide. 
The “kiss of death,” she says, is in 
hearing that a 


Networking Expert: 
Arlene Schragger 
helps entrepreneurs 
publicize their vari- 
OUS Services. 


much advertising from so many 
sources, it is even harder to gain 
that notice. “It now takes between 
12 and 15 impressions for a busi- 
ness to gain customer recognition” 
says Schragger. Those impressions 
don’t have to be just through tradi- 


‘tional advertising, however. 


“You might meet a person 
through a networking event, then 
they see your ad, then they might 
hear that you are a sponsor of a Lit- 
tle League team.” Each of these 
“impressions” add up, says 
Schragger. 

“You have to keep putting your- 
self in front of your clients. Don’t 
let them forget you. After all, it is 
easer to sell to a current client, 
someone you already have a rela- 
tionship with, than it is to develop a 
relationship with a new client.” 

While we may feel “bombard- 
ed” by the many new sources of ad- 
vertising, these new areas have al- 
so made it easier and less expen- 

sive for smaller 


client has gone EE businesses to 


to someone else 
for a service or 


People often promote 


advertise in tra- 
ditional ways. 


product. your their business by Cable _ televi- 
company ; can talking about their sion, for exam- 
provide. “Make ¢ompany’s features; _—~Pi,-‘has_made 
sure your clients TV advertising 
know all of your why they are the best much more af- 
— Use at what they do. But fordable _ for 
newsletters, i- 
postcards, what- what they really need — = ree 
ever way is fea- to emphasize is how it is particularly 
sible to let them they can help their noticeable in 
know about client. this area, where 


what you do and 


we don’t really 


about any new I have local TV 


services you 
have,” she says. 

The growing “onslaught of me- 
dia,” has created one of the biggest 
changes in public relations and ad- 
vertising over the past few 
decades, says Schragger. “The rule 
used to be that it took between sev- 
en and ten impressions to gain 
recognition.” Today however, be- 
cause we are bombarded by so 


stations,” says 
Schragger. “I always notice when 
I’m flipping channels and I see a 
local advertiser.” 

The many changes in advertis- 
ing have also led to another new 
way of getting the word out, she 
says. There is a trend for business- 
people to sponsor their own semi- 


Continued on page 58 


OUTSOURCE YOUR 
BOOKKEEPING NEEDS 


Professional Bookkeeping Services 


Computerized Processing of Accounting Information 
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New Age Marketing Tactics 


How A Small Start-up 


Can Land a Big Client 


Late Hammond and her hus- 
band, David Hammond, sell first 
aid kits through their company, 
Red Bank-based DLH Inc. As a 
small start-up their biggest chal- 
lenge was finding buyers. Rather 
than go after consumers or small 
companies, the new venture decid- 
ed their best course, and first prior- 
ity, was to go after the largest com- 
panies. 

A graduate of Nazareth College 
in Rochester, New York, Ham- 
mond began her career as an inner- 
city school teacher. After a move to 
California with her former hus- 
band, she spent time raising chil- 
dren before pursuing a passion for 
interior design. She took courses in 
the subject on the West Coast, and 
landed a job with J.C. Penney as a 
decorator. From there she pro- 
gressed to management jobs with 
the company’s custom decorating 
division, and came to New Jersey 
as the manager of that division. 

Here she met David Hammond, 
a former Navy Corpsman who had 
tended to wounded combatants on 
the battlefield in Vietnam. After 
leaving the service, he joined a 
company that contracted to the 
government, and wrote injury 
training programs for soldiers in 
war zones. 

He then formed DLH Inc., 
which combines first aid supplies 
with first aid training. He found 
some of his first clients among 
companies operating in the most 
unforgiving areas, including off- 
shore oil rigs. The Hammonds 
married 11 years ago, and Linda 
left J.C. Penney in 1997 to work in 
her husband’s company full time. 

A very big break came when the 
company, then consisting of just 
the two of them, landed a $10 mil- 
lion, 10-year contract to supply 
first aid kits to 55,000 postal serv- 
ice facilities and offices and 
250,000 post office trucks. 

“The order was huge,” says Lin- 
da Hammond. It meant tremen- 
dous growth for the home-based 
company, which has hired more 
employees, plans more hiring, and, 
since U.S. 1 first spoke with Ham- 
mond last spring, has moved to 
larger offices in Red Bank. 


The order was also the result of 


the same methodical, one-step-at- 
a-time approach to industrial 
clients that the company has em- 
ployed from the start. Relation- 
ships have been key throughout, 
and, as Hammond talks, it becomes 
evident that relationships come in 
any number of forms: 


The inside ally. Most of the in- 
dustrial corporations Hammond 
targets already have contracts with 


EGS 
Hammond has sat 
with PR firms and 
talked about options, 
but all have been too 
pricy for the start- 
up’s budget. Un- 
daunted, she hit upon 
the idea of entering 
every contest held by 
a technology group in 
the greater New Jer- 
sey/New York area 


one of a handful of companies 
whose business it is to mount large 
metal first aid boxes on walls, and 
to keep them stocked. 

Hammond says the product she 
and her husband have developed is 
better. Their first aid kits are a se- 
ries of packages, each one target- 
ing a specific injury — bleeding, 
breathing, bites and stings, and so 
on. Each contains supplies along 
with an instruction card giving 
simple, easy-to-follow  instruc- 
tions, in picture form whenever 
possible, explaining what to do ina 
specific emergency. 

The kits may be superior, but, 
says Hammond, her company gets 
only so far by singing its own prais- 
es. Far better to win a champion 
within the company, someone, in 
effect, to do the singing for them. 

Identifying this individual is not 
easy. 

“A lot of big companies don’t 
even know whether first aid is han- 
died by medical or by safety,” she 
says. But, she has found that if her 
company can get just one corporate 
trainer or one safety officer excited 
about their kits, a sale may well fol- 
low. 


The special-category work- 
force. DLH’s kits are assembled by 
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developmentally disabled individ- 
uals at a workshop in Missouri. 


This arrangement has a number of 


advantages. For one thing, when a 
big order, like the one recently re- 
ceived from the post office, comes 
in, the relationship with the work- 
shop leads to a whole web of rela- 
tionships. 

Hammond’s contact in Missouri 


has contacts with a large number of 


other sheltered workshops, which 
are able to take on extra work. 

She is now building a relation- 
ship with the ARC of Monmouth 
County to use workers in its Work 
Opportunity Center. With that or- 
ganization, too, she says, there is a 
web of relationships able to take on 
overflow work. 

An additional advantage to em- 
ployers who use disabled workers, 
Hammond has found, is that this 
alrangement opens up unique fi- 
nancing opportunities with banks. 


The government resources. In 
preparing its kits, DLH worked 
“from day one,” says Hammond, 
with the CDC and the National 
Safety Council. This gave the com- 
pany an inside track on meeting 
needs in the field of first aid. The 
company is now keeping track of 
the developing needs of the new 
Department of Homeland Security. 


The tech organizations. 
“Everyone loves our story,” says 
Hammond, “but it’s expensive to 
get it out.” She has sat with PR 
firms and talked about options, but 
all have been too pricy for the start- 
up’s budget. Undaunted, she hit 
upon the idea of entering every 
contest held by a technology group 
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in the greater New Jersey/New 
York area. 

In time DLH began to win, and 
with the wins, says Hammond, 
came press coverage. Free press 
coverage. Contacts with reporters 
also brought the possibility of fur- 
ther story placement. 


The clients. Winning big clients 
is not something that happens all at 
once. These relationships need 
more care than any others. DLH 
generally starts out by placing its 
products with one division, offer- 
ing over-the-top customer service, 
and then selling other divisions. 
That is the way the company won a 


contract from Hertz. 
iFirst they gave us Hertz Rental 
Equipment,i says Hammond. 


iThen car sales, then rental.i 
Eventually DLH first aid kits be- 
came the only first aid kits used 
throughout the company. 


The focus. Coming through for 
people in all of the relationships it 
has formed takes focus. Contacts 
must be maintained. Promises 
must be kept. Needs must be antic- 
ipated. 

To do this, DLH tries not to be 
pulled in too many directions. 
Hammond says the consumer side 
of the business is an ever-present 
temptation. This is especially true 
as the government urges prepared- 
ness, but only 5 percent of Ameri- 
can homes contain first aid kits. 

The company now sells con- 
sumer kits on its website, and is 
planning more. There will soon be 
kits for babysitters, for hikers and 
bikers off in the wild, and eventual- 
ly even for pets, says Hammond as 
she tends to her cat, fresh home 
from the vetis office after getting 
pinned by a falling tree. 

Still, it is extraordinarily expen- 
sive to reach the consumer market, 
and the young company does not 
want to expend too many of its re- 
sources there just yet. 


Keeping her focus and nurturing 
existing relationships, Hammond 
suggests that other start-ups do the 
same. iY ou canit just all of a sud- 
den decide that you want to get to 
the next level,i she says. iY ou 
have to start building the relation- 
ships that will take you there from 
day one.i 


Mix Up Your 


Shey Deneroff-Thompson, 
founder of SDT Media in Penning- 
ton, urges small businesses to ex- 
plore the large 6 and growing 6 
number of affordable channels for 
getting their message out 6 and 
pulling business in. 

A New York City native, 
Thompson holds a B.A. in commu- 
nications from Queens College. 
While earning her M.B.A from 
CUNYis Bernard Baruch College, 
she began working for a series of 
major Manhattan ad firms. The Big 
Apple was proving an ideal career 

town 6 until her first child ar- 


rived. Needing imore elbow 
room,i along with some green 
grass and trees, Thompson brought 
her family to Pennington. She 
founded STD Media in 2002, and 
her client roster includes ETS. A 
mother of three, she maintains her 
Big Apple ties by teaching adver- 
tising at Pace University. 
Thompson has spent years 
watching managers and owners re- 
alize that iélive got to get the word 


TOAD ie AN 
Make your ad a fix- 
ture 6 an expected 
part of the con- 
sumeris regular read- 
ing. Always use the 
same border and lo- 
go, so the reader will 
recognize it instantly. 


out there,ii and then go about it ina 
haphazard way, dropping an ad 
here, then there. When customers 


do ring the bell, business owners ~ 


tend to assume that they came in re- 
sponse to the most recent ad. iNot 
so,i insists Thompson. iAdvertis- 
ing is a cumulative process that 
builds momentum over time.i 

Recently, the Philadelphia 
Flower Show surveyed attendants, 
asking iHow did you hear of this 
show?i This is an example of a 
misdirecting marketing survey. 
The show is a tradition. It is like 
asking people how they heard of 
Christmas. Yet some number-hap- 
py marketer will use responses to 
this question to redirect the showis 
advertising budget. Surveying is 
an important tool, but it is better to 
interview a small group thoroughly 
than to shoot out a huge number of 
quick answer questionnaires. Dis- 
cover your customeris whole 
process of discovery before invest- 
ing your ad dollars. 

Searching out how customers 
came to your door and what image 
they brought with them may prove 
a most valuable learning experi- 
ence and a means of survival for 
your firm. 


Assess hidden persuaders. Un- 
less you are a startup that hasnit left 
the garage, you probably have been 
advertising, but may not have con- 
sidered less direct ways of increas- 
ing your customer base. Does your 
store face Route 130 and announce 
its product presence with a big 
sign? Maybe your advertising 
budget would be better spent lob- 
bying the township for a cut con- 
necting both sides of the highway 
in front of your shop. If most of 
your customers come via your 
church, chamber of commerce, and 
trade organization, maybe you 
have saturated your networking ca- 
pabilities and need to turn more to- 
ward general media. 


Market position. iDiscern 
your special individual place in 
your market,i says Thompson, 
iand from there all advertising 
strategies flow,i This standard step 
in media planning is seldom as 
simple as it sounds. Your niche is 
not necessarily what management 
thinks it is. Your image, that is, the 
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perception of your product, lies ul- 
timately in the hands of the cus- 
tomer. You must survey your cus- 
tomers to learn how they see you. 


Creating the ads. Dunlop tires 
hired several young crazies to 
shave their heads in tire tread pat- 
terns, wear Dunlop shirts, and cir- 
culate in bars and nightclubs talk- 
ing about the experience. Michelin 
tires bought time on major televi- 
sion stations showing a delicate ba- 
by resting in perfect comfort in one 
of their tires. Which ad created 
business? 

They both did. Dunlop markets 
itself as a high performance, high 
speed tire for the generation X 
crowd. Generation X hates ads. 
They love fun and eye candy. The 
campaign caught their attention in 
a very personal way. Michelin, on 
the other hand, has long prided it- 
self on being the Volvo of tires: safe 
and dependable. Its ad campaign 
assured an older generation of buy- 
ers that Michelin tires would keep 
their children safe. 

Once you have determined what 


‘service and product you are deliv- 


ering to precisely which audience, 
the creative juices will flow. 

Dialing into radio. Thompson 
has one attorney client who spe- 
cializes in serving the Latino com- 
munity. She contacted a local Lati- 
no station and purchased a series of 
60-second ads for $27 to $33 each. 
Later, by mutual agreement, the 
station arranged for the attorney to 
give two 30-minute interviews dis- 
cussing legal issues of interest to 
many in the Latino community. A 
radio investment like this one may 
range in cost from $5,000 to 
$10,000, and can easily yield the 
advertiser 10 times that amount in 
client fees. 


Tuning into cable television. 
iCable shows are quickly ap- 
proaching major network cover- 
age, with a much greater targeting 
ability and lower costs,i says 
Thompson. On many cable chan- 
nels, companies can get identifier 
ads for as low as $10 and 30-sec- 
ond ads for $50 to $60. The large 
number of specialized shows 
makes targeting more precise. 
Your nursery finds an ideal niche 
on the garden show; your catering 
service is at home on the cooking 
channel, 


Roll out some print. Maga- 
zines and newspapers are real, tan- 
gible products that readers follow 
regularly. The trick here is to make 
your ad a fixture 6 an expected 
part of the consumeris regular 
reading. Place it in the same place, 
and always use the same border 
and the same logo. The reader will 
look for it, and recognize it instant- 
ly. Then, regularly change some 
part of the central message to keep 
his attention. It can be fun, or mere- 
ly informative 6 perhaps a sale 
notification. 


Log on for dollars. iMost me- 
dia target only demographics, such 
as age or occupation,i says 
Thompson, ibut the web allows the 
seller to target product interest.j 
Despite this advantage, it can be 
prohibitively costly for the small 
business to get a top search listing. 
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A U.S. 1 ADVERTISING FEATURE 
Do you have enough UM and UIM auto insurance coverage? 


re you protected from hit- 
and-run drivers? Are you 
protected from unin- 


sured drivers? Are you protected 
from drivers who do not pur- 
chase enough insurance? The 
answer is most likely yes. The re 
al question is whether you are 
adequately protected. 

In New Jersey, all “standard” 
automobile insurance policies 
provide uninsured and underin- 
sured motorist coverage. Unin- 
sured motorist coverage is often 
designated as “UM” coverage 
and underinsured motorist cov- 
erage as “UIM" coverage. 

UM coverage protects you 
against hit-and-run drivers and 
drivers who are uninsured. For 
example, if you are injured in an 
accident that is caused by a driv- 
er who leaves the scene of the 
accident, and you have UM cov- 
erage, you can fortunately make 
a Claim against your own insur- 
ance company for the value of 
your injuries. 

The only caveat is that your 
recovery is limited by the amount 
of UM insurance that you pur- 
chase. If you purchase UM insur- 
ance of $100,000, you can only 
recover up to $100,000, even if 
the value of your injuries ex- 
ceeds that. If, however, you pur- 
chase UM insurance of 
$500,000, your potential recov- 
ery increases substantially to 
$500,000. 

UIM coverage, as opposed to 
UM coverage, protects you 

against those who do not pur- 


! 


by Sheralyn Mar, Esquire 


chase enough insurance and 
hence, are underinsured as 
compared to you. Your potential 
recovery depends on your UIM 
policy limit and the negligent dri- 
ver's policy limit. 

For instance, consider the fol- 
lowing scenario. You are injured 
in a Car accident and sustain in- 
juries amounting to $250,000. 
Unfortunately, the negligent driv- 
er only has $50,000 in insurance. 
You, on the other hand, have in- 
surance with UIM coverage of 
$300,000. The negligent driver 
would be considered underin- 
sured as compared to you be- 
cause your UIM insurance limit 
exceeds the negligent driver's 
insurance limit. You would be en- 
titled to recover the $50,000 
maximum under the negligent 
driver's policy. You would also 
have the right to assert a UIM 
claim against your own insur- 
ance company for the remaining 
$200,000 balance of the value of 
your injuries. 

To the contrary, if you only 
have $50,000 of UIM insurance, 
the same amount as the negli- 
gent driver, you would lose your - 
right to a UIM claim. Your recov- 
ery would be limited to the negli- 
gent driver’s $50,000 in insur- 
ance. This would hold true re- 
gardless of the fact that the value 
of your injuries exceeds $50,000. 
The negligent driver would not 
be considered underinsured as 
compared to you because your 


UIM limit does not exceed the 


negligent driver's limit. 

The choice is yours. The high- 
er your UM and UIM policy limits, 
the more money available to you 
if injured by an uninsured, under- 
insured, or hit-and-run driver. 
When shopping for insurance or 
simply renewing your policy, ex- 
plore higher coverage options. 
The price difference is usually 
very minimal, but well worth it. 

For more information on New 
Jersey automobile insurance 
coverage and the law, please 
contact Sheralyn Mar, Esq., at 
Pellettieri, Rabstein & Altman. 


Sheralyn Mar practices per- 
sonal injury litigation at Pellet- 
tieri, Rabstein & Altman, a law 
firm representing injured clients 
since 1929 with offices in Prince- 
ton, Mt. Holly and Nutley. Call 
609-520-0900 or visit www.- 
pralaw.com. 


The higher your UM and UIM policy limits, the more available to you if injured 
by an uninsured, underinsured, or hit-and-run driver. 


Top placement on many search en- 
gines goes to the highest bidder. If 
you are selling off-road bicycles, 
you will not be able to outbid Trek 
and Cannondale for those search 


words. 


A little cyber creativity is de- 


manded of the smaller business. 


Perhaps the words “Rough Trails” 
or “Pine Barren Trails” are within 
your bidding budget. Also, website 


links provide affordable net access 


even for startups. Find the main off 


road bicycling areas: Vermont, 
Colorado, Tierra del Fuego, Nepal, 
and contact their tourist associa- 
tion websites. Many sites will often 
provide a free link for which they 
take a cut every time you get a hit. 
A little restraint is advised here. 
Plunging in with a hundred links 
may net you thousands of hits, but 
not enough actual sales to cover the 
expense of website placement. 


You Can Get Past the 
New Gatekeepers 


The iron-corsetted gatekeeper 
whose most important job was to 
keep her boss free from all human 
contact is facing extinction. Smug- 
ly she sat on guard, denying access 
to her superior. Now blind elec- 
tronic monsters are in place to bar 
entry to the decision maker’s office 
— and no amount of flattery or 
chocolate will move them. Voice 
mail, E-mail, and caller ID now re- 
ject unknown names automatical- 
ly. 
Kim Rowe, founder of Agen- 

tive, a sales and marketing training 
firm in Belle Mead, lays out prom- 
ising pathways. She has spent her 
career on both sides of that closed 
door, both fending off supplicants 
and seeking entrance. Born in the 


West Virginia, she earned a degree 
in horticulture from the University 
of West Virginia. Quickly aban- 
doning plants as a career choice, 
she joined C.R. Bard, a supplier to 
the medical community, and be- 
came director of telemarketing. 

She later took a job with Bristol- 
Myers Squibb for which she 
launched several new products. 
Ten years ago, she stepped out 
from behind a corporate desk and 
founded Agentive. 

“Now it’s a turnabout and I am 
the seller, trying to gain access to 
strangers every day,” she says. 
Rowe, a Montgomery resident, al- 
so brings her marketing skills to 
bear in her free time, donating her 
time as a board member for her 
town’s Friends of Open Space, for 
which she has helped to launch a 
farmers cooperative market. 

Persistence is necessary. Persis- 
tence is commendable. But it is like 
chopping with a dull axe if you use 
the wrong techniques. “Look at 
what your dealing with,” says 
Rowe. “Most corporate people that 
you want to see are receiving 40 
voice messages and over 200 E- 
mails a day. They simply have to 
delete those whom they don’t 
know.” To counter this, Rowe sug- 
gests that you begin a protracted 
and well organized campaign of fa- 
miliarity that will lead to a person- 
al contact. 


Lay out strategy. To help strike 
the balance between persistence 
and pestering, Rowe suggests that 
you set up a plan and keep an active 
calendar or journal. First draw up a 
long list of every person you want 
to contact. Take that list of 300 
dream clients and distill it to 5 or 


-10. These are the ones you really 


need to concentrate on. 

Then schedule a two-month 
plan to contact these very umpor- 
tant strangers (VIS). “Remember, 


says Rowe, “if you are making two 
contacts a week to 10 people, that’s 
four contacts daily. Make it man- 
ageable for your own workday.” 
With strategy and journal in place, 
look for short cuts. 


Research your contacts. 
Whom do you know who might 
know them? If you find from an In- 
ternet biography that your VIS, for 
example, sits on the board of Mont- 
gomery’s Friends of Open Space, 
you can attend a meeting, or per- 
haps find a mutual acquaintance to 
introduce you. Even if you don’t 
find direct contact, this research 
will become an invaluable ice 
breaker when you finally do shake 
hands. Nothing so impresses a per- 
son as knowing that he has been 
studied from afar. 


Prepare an intro letter. Almost 
all of us delete E-mails by the 
score, jettison printed junk mail by 
the ton, and dismiss all phone so- 
licitations. But find a real letter in 
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3,507/SF - Entire 2nd Floor 


Marketing Tactics 
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Mapleton Road 
The Benjamin Gray House @ Millstone Park 


- Located near intersection of Route 1 & Mapleton Rd. 

- Historic office building & site 

- Beautiful space - upgrades throughout 

- Reception, 2 executive offices, 7 regular offices, 
Conference room, open area, kitchen, storage 

- Walking distance to hotel & restaurant 

- Easy access to Forrestal Region, downtown 
Princeton, Route 27 


Contact Paul Goldman, pau/lcpn@aol.com 
609-921-8844 - Exclusive Broker 


- Subject to errors and omissions 


Can You Defend Your Organization 


In a Sexual Harassment Suit? 


Q: What measures can you take to reduce 
your organization’s exposure liability? 


A: Call us now to discuss solutions that 
fit your unique needs! 


Avoiding Sexual Harassment 
- Online & Onsite Solutions - 


Policy « Procedure « Prevention 


Angela Deitch Consulting 


82 Lochatong Road 
West Trenton, NJ 08628 


609-883-6327 


ADConsultg@aol.com 
www.angeladeitchconsulting.com 


Our 
Expertise 
is Our 
Strength. 


te eset 


Kick Start Mailing 
Full Service Direct Mail 


609-919-1980 * Fax: 609-919-1988 
745 Alexander Road, Ste. 7-8, Princeton 


the mail box — one hand-ad- 
dressed to us personally — and we 
rip it open before we even make it 
inside. So, to make contact with 
the terminally elusive, get out a 
pen, and resort to a vanishing form 
of communication. 

In a clear, brief letter, tell your 
VIS who you are, explain why you 
want to meet him, and respectfully 
state that you will be contacting 
him soon. And keep it simple. “Do 
not spit up all over the client,” 
warns Rowe. She finds that too 
many people gush over a person 
they have never met before. 

In Rowe’s experience, the odds 
are very slim that your first letter 
will receive any answer. But you 
have made the first breach ih the 
wall and your name has become 
familiar to your VIS. That non- 
threatening, low-key familiarity is 
the key that can open doors. 


Rotate your media. Over the 
next two months you will be at- 
tempting to contact your core 
group of VIS’s approximately 
twice a week. Seven phone mes- 
sages in a row, Saying nearly the 
same thing, may win you a harass- 
ment suit, but probably not an in- 
terview. Rotate your media, advis- 
es Rowe. You’ve started with a let- 
ter, now move to a phone message, 
then switch to E-mail. It is a matter 
of opinion as to whether injecting 
the occasional fax into this missive 
mix might be seen as too invasive. 

All the while, remember that the 
message is as important as the me- 
dia. Before you begin to pen your 
second letter, outline an informa- 
tion pathway to follow with each 
successive note. No need to make 
it mysterious, simply concentrate 
on some new benefit your compa- 
ny can provide and mention it in 
each of the following contacts. — 


Take it down a notch. “Never 
retire a contact entirely,” says 
Rowe, “merely rotate him to a less 
intense schedule.” An intense bi- 
weekly blitz should, for both your 
sake and his, only last so long. 
Gradually reduce your sought-af- 
ter individual to once a month, 
then once a quarter. Or perhaps the 
still-uncornered quarry could be 
filed under “vice presidents of 
sales,” and brought out again when 
you want to meet all such VPs. 

Winning a first appointment 
will probably take at least seven at- 
tempts, ifit comes at all. But don’t 
get discouraged. Think of Stephen 
King when you’re tempted to de- 
spair. The King of horror stories 


_ wrote five unpublished novels and 


flogged his wares for eight years 
before becoming “an overnight 
success.” 

But taking the rejection person- 
ally is a death knell. You are busy, 
your VIS is busy, that’s why they 
call it business. But if you polish 
your pen, plan your contact cam- 
paign, and keep on trying, you too 
may achieve the best sellers list, 
whether you are trying to place a 
novel, a shipment of night sticks, 
or a north-facing condo complex 
with views of a recycling plant. 


High-Speed Color Laser 
Printing 


WINTER SPECIAL 


21¢ 


per copy or print 
minimum 300 
8-1/2" x11" 


609-945-4976 
Daybreak Color 


nars or educational events. “Busi- 
ness people are doing more and 
more of this these days,” says 
Schragger. “It is a way to gain cred- 
ibility. By sponsoring a cocktail 
party or networking event or semi- 
nar you have a room of 50 or 60 
people who can get to know about 
you and your business.” 

Another important tool for busi- 
nesspeople is networking. “People 
find that when they help other peo- 
ple get what they need, they get 
help in return. When you put two 
people together they are going to 
talk about you. Word of mouth is 
often the best way of advertising.” 

Marketing and positioning your 
business should not be “a hit or 
miss” type of thing, says Schrag- 
ger. Instead, it should be a coordi- 
nated campaign that includes a 
combination of many elements. 
“Don’t just throw some things out 
there and see if they stick,” she 
says. The campaign should include 
traditional advertising such as dis- 
play ads in newspapers or radio and 
television advertising, as well as 
“non-traditional” methods such as 
hosting a breakfast or sponsoring a 
seminar or event. Another way of 
gaining recognition, she says, is to 
write an article for a professional 
journal, or having an article written 
about you in a publication. 

“The most important thing is to 
try to touch your customers and 
clients every day,” says Schragger. 
“Come up with a plan that works 
for you and stay with it.” 


— Karen Miller 


GigaTechnology's 
Potential & Perils 


Ss been a lot like a gold rush. 
Wild fortunes were amassed early. 
Then, *though veins played out, 
prospectors still poured in, living 
on dreams. But the cycles went on 
and substantial rewards came to 
those who brought forth the right 
material in the right place. The 
business of high tech has never 
been for the faint-hearted. 

Maxine Ballen, founder and 
president of the New Jersey Tech- 
nology Council (NJTC), credits 
our last two decades of booming 
technology with inspiring an 
equally explosive entrepreneurial 
spirit. In 1985 Ballen had just 
joined mentor Bill Rouse of Rouse 
& Associates in trying to help mar- 
ket Pennsylvania’s Great Valley as 
a major technological center. 
“Back then,” she recalls, “the term 
entrepreneur was just becoming 
part of popular business language. 
Everyone was filled with innova- 
tive thoughts and was discovering 
that they didn’t have to join some 
big firm, but could market their 
idea on their own.” 

Then as the layoffs increased, 
particularly in the higher tech parts 
of industry, hordes of recently un- 
employed folks latched onto the 
hope of starting their own software 
company. The tantalizing tales of 

some little Cinderella, cellar- 
based firm’s sale to Bill Gates for 
$200 million hit the papers just of- 
ten enough to fan the fantasies ofa 
thousand consultants. 

Within 10 years the whole high 
tech world had cycled round. Dot- 
com had become dot-bust. Money, 
not innovation, became the issue. 

Ballen found herself crossing the 
river into the Garden State and 
finding a new mentor, John Mar- 
tinson of the Edison Venture Fund. 
With his encouragement she 
founded the NJTC in 1996. Her 
goal was to link the most creative 
innovators with the best business 
managers and interested invest- 
ment sources, and for the past 


Tech Maven: Maxine 
Ballen founded the 
New Jersey Technol- 
ogy Council in 1996. 


eight years, hundreds of high tech 
firms can credited their success to 
NJTC. 

The past 20 years have seen high 
tech mature from a rambunctious 
childhood into a steadier, but still 
growing, young adult. “Technolo- 
gy had really not mainstreamed in- 
to business back then,” says 
Ballen. This was a new wave of 
ideas, and many entrepreneurs be- 
lieved that old business monitors, 
like price/earnings ratio and bal- 
anced expansion, could be swept 
aside by increasing customer awe. 
The advice then was to ground a 
young tech company in more tradi- 
tional business practices. Concen- 
trate on fulfillment and product 
control, and avoid separating into 
camps of techies and fiscal man- 
agers. 

Alas, it all too often went un- 
heeded. 

“I think we have learned many 
lessons from the collapse of Dot 
Com,” says Ballen. “Gone are the 
days when people invest solely in 
an idea, and entrepreneurs seem to 
understand that.” As capital tight- 
ened, investors began to look hard- 
er, and take a longer time in decid- 
ing. Companies saw that.they had 
to come to market with solid prod- 
ucts, and be able to ride through a 
longer startup process. 

“Since 1984 the funding pendu- 
lum has swung back and forth four 
distinct times,” says Ballen. “This 
is natural, but currently funders are 
somewhat too reticent. I feel that 
innovation is being held hostage, 
and that we would all be better if 
the funding channels were a bit 
freer.” 

In 2004 a series of factors be- 
yond tight funding make the high 
tech entrepreneur’s lot more de- 
manding. Most significant is the 
accelerated rate at which products 
race to and through the market. 
Things may have been wilder in 
1984, but they are faster now. Addi- 
tionally, the amount of competition 
has increased exponentially. Every 
product or service dangled in front 
of investors and clients has to go up 
against scores more companies 
from all over the earth offering 
something similar. Little is new un- 
der our sun. 

Ballen’s advice to entrepreneurs 
operating in this atmosphere mixes 
the old with the new: 

Surround yourself with good 
talent, whom you can understand. 
“Too many people go off with the 
idea that their product will sell it- 
self,” says Ballen. “Not any longer. 
You had better have a good sales or 
marketing director.” The good 
news is that now there are enough 
technologically-informed _ selling 
specialists who can thqroughly 
comprehend and explain your 
product. Along the same line, 
Ballen suggests seeking out a sea- 
soned financial advisor, both on 
staff and on the board of directors. 
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Choose investors well. When it 
comes to funding, Ballen says, “go 
for the smart money — connect 
with people who have expertise in 
your product and can network you 
into further funding. The best 
hunters have the greatest patience 
and rather than grabbing at any in- 
vestor, it behooves the business 
Owner to measure exactly what 
links a funder can provide. More 
and more, smaller technology 
firms are choosing to partner up, 
rather than sell out to a large entity. 
Such link-ups are more likely 
when an entrepreneur’s funder is 
the person who makes the match. 


Be a joiner. Finally, Ballen 
urges all companies to seek out 
and join all possible trade associa- 
tions. High tech firms are notori- 
ously lone wolf operations, but, as 
in any trade, the more people you 
meet, the better your information. 
And — no change here — infor- 
mation 1s power. 

Although the wild days of the 
gold rush are temporarily over, 
gold is still there to be mined. Get- 
ting it out of the earth just takes a 
sharper set of tools. 


— Bart Jackson 


Profit by Diversity: 
John Harmon 


as E. Harmon, the presi- 
dent and CEO of the Metropolitan 
Trenton African American Cham- 
ber of Commerce (www.- 
MTAACC.org), has some good 
advice for those who want to start 
their own business. 

“What typically happens,” says 
Harmon, “is someone has an idea 
and wants to start a business. How- 
ever, without a plan, and without 
the proper advisors around and the 
right foundation — it’s going to be 
a short-lived business.” 

Born in Trenton, in a family of 
five boys and two girls, Harmon 
lives there still with his wife and 
three sons, John Jr., 21, Joshua, 16, 
and Justin, 15. He attended Mercer 
County Community College and 
then transferred to Fairleigh Dick- 
inson College, graduating with a 
BS in business management. 

Harmon joined Bowery Sav- 
ings Bank in New York in the resi- 
dential mortgage lending business. 
He then set up an office on Wall 
Street for Chemical Bank. In 1989, 
he started Harmon Transfer Cor- 
poration, a trucking company 
based in Trenton, which he has 
scaled back in recent years. 

When Harmon took over as 
president of MTAACC alittle over 
five years ago, it had around 20 
members. Today that number is up 
to 165. Not only has the number of 
businesses grown, but the diversi- 
ty has as well. Members include 
major universities, financial insti- 
tutions, construction, professional 


Continued on following page 


Close Your 
Technology Deal 


C lients are gun shy about en- 
tering into deals with high technol- 
ogy providers. They have been 
burned before by empty promises, 
bad contracts, and support that 
evaporates faster than the ink on 
the contract. This leaves smaller 
high tech firms facing a real prob- 
lem, and trying to winch their repu- 
tations out of the mud. 

David Leit, an intellectual prop- 
erty specialist with Lowenstein 
Sandler, provides advice to young 
tech firms on getting clients to sign 
on the dotted line. Born and raised 
in Livingston, he earned a B.A. at 
Stanford University, where he 
studied religion and mathematics. 
Swinging back east, he earned his 
J.D. at Columbia and practiced in 
Manhattan. He 
then returned 
to his home- 


See ee 
The main reason for 


great cost saver. Yet to make them 
work, the business owner must be 
completely familiar with the intent 
of each clause so he can adjust 
them for each individual contract. 

Plain English please. “Write 
your contract so a judge can easily 
understand it,” pleads Leit. This is 
not the place to impress a prospec- 
tive buyer with your mastery of jar- 
gon. All documents passing be- 
tween you and clients or vendors 
should be simply worded, even re- 
dundant, if you want them to be 
easily understood. 


Step up and take risk. Leit 


states it simply: No risk, no sale. If 


your potential client is presented 
with a term sheet or a contract rid- 
dled with disclaimers, he sees you 
dumping back in his lap the very 
risk he was hoping to hedge by out- 
sourcing. The very act of listing 
and addressing the possible prob- 
lems indicates to a client that yours 
is a realistic, sol- 
id firm that is 
both aware and 


town and be- responsible. 

gan litigating | Choosing outsourc- Leit warns 
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first place,” says Leit. In his expe- 
rience, the main reason for choos- 
ing outsource over in-house is less 
a question of capability than risk. 
The large company is seeking to 
remove itself from all the bugs that 
can plague high technology prod- 
ucts. That being the case, he makes 
the following suggestions for 
structuring any agreement. 


Know when to call the 
lawyers. “You do not need a 
lawyer for every contract,” says 


Leit. However, he does recom- 


mend legal counsel on issues of in- 
tellectual property rights, warran- 
ty, liability, and indemnification. 
Indemnifying against damage can 
be tricky, he says, because it can 
carry through to new clients. For 
example, if you purchase a piece of 
intellectual property and get sued, 
you - and all ensuing vendors - can 
be held responsible. 


Avoid Frankenstein  con- 
tracts. Too many owners have 
gone to the web and cobbled to- 
gether a contract from parts lifted 
from a number of forms that ap- 
peared to address various contin- 
gencies. While thrifty, the effect 
can be monstrous. The contract 
may state that 95 percent of all cus- 
tomer problems will be “ad- 
dressed” within 24 hours. But does 
“addressed” mean resolved? And 
what about the other five percent of 
the questions? 

Boilerplate contracts can be a 


prove to be a real clincher. 


Show your greatness. Examine 
your client before approaching 
him. Discern his complete capabil- 
ities and develop a solid list of 
things you can do better. Your busi- 
ness will doubtless have certain 
strengths that remain absolute, re- 
gardless of client. These are best 
displayed in your basic brochure 
and website. But in addition each 
client must be given a prospective 
that shows where you service fills 
his company’s voids. 


Hit the right nail. Determine 
which department in your target 
company is most likely to benefit 
from what it is that you are selling. 
It is natural for a purveyor of tech- 
nology to head for the chief techni- 
cal officer. But if a comparison of 
your product and their need shows 
a great cost saving, you might con- 
sider an end run around the tech- 
nology department. Maybe you 
should go straight for the CFO. 


The small business trying to 
land a contract with a larger corpo- 
ration faces innumerable obsta- 
cles. The small player cannot hide 
his limited financial resources. 
Both sides are aware that he has lit- 
tle surplus time, cash reserve, or 
staff. Compensate by presenting 
yourself as a business equal in ex- 
pertise, responsibility, and aware- 
ness of its needs, and the bigger 
player is much more likely to sign 
on the dotted line. 


OFFICE SPACE AVAILABLE 
13 Roszel Road 


Princeton. New ley Sey 


A Available: 12,000 square feet ~ will divide 

4 Floor: Second 

4 Rent: $23.00 square ft + tenant electric 

4 Possession: February 2004 Global Real Estate Services 


4 Adjacent to Carnegie Center and Hyatt Regency 
For further information or to schedule an inspection, contact: Peter M. Dodds * Phone: 609-924-4268 


gy CARIBALDI MORFORD & DODDS 


East Windsor 
Your Full Service Copy Center 


High Speed Copying - Engineering Copies 
* High Speed Color Copying ° 
Ammonia-Free Blueprints 


e-mail us your projects for quicker turnaround 
info@trianglecopy.com 


609-448-8161 


Pickup and Delivery *- Corporate 
Accounts ° Extra Fast Turnaround! 


222 Dutchneck Commons 
East Windsor, NJ, 08520 


COMMERCIAL 


DIVISION 


CORPORATION 


PREMIERE PROPERTY | 


Mt. Holly - 3,400+/-S.F. 
building with existing 
florist business. Can be 
converted into office or 
retail. Includes 4 vacant 
lots residentially zoned. 


OFFICE SPACE 


Ewing Township - Office 550+/- SF. Secured elevator-serviced 
building. Easy access to 1-95, I-295 & Rt. 1. 

Montgomery Twp.-Village Shopper |, 1,070-+/- sq. ft. and 950 +/- sq. 
ft.and 500+/- sq. ft. second floor available for lease. 


RETAIL SPACE 


Ewing Township - Retail/office on main floor, 450 SF suite with 
Y%-bath in 15,000+/-SF 2-story building. 

Ewing Township -1,000 +/- SF unit in strip center. Ideally located 
1 +/- mile from I-95. 

Trenton-11,250+/- SF, four story elevator building for sale in central 
business district. Ideally suited for retail and/or professional office 
space. 

Montomery Township - 1,800+/- SF space available for lease in 
The Village Shopping Center. 1,070+/- SF, 950+/- SF & 500+/- SF. 


COMMERCIAL BUILDINGS 


Trenton-This 2,800 +/- SF single-story building in central business 
district for sale or lease. : 


LAND 


Lawrence Twp.-Rt. 1, 2+/- acres highway business zone. $375,000. 
Washington Twp.-1.68-acre lot zoned OC-1 for sale.Offices, banks 
and some retail uses are permitted in this zone. Offered at $215,000. 


BUSINESS OPPORTUNITY 


Burlington Twp. - Turn-key dollar store available for sale in busy 
strip center. 


Ewing-Deli/poultry business accommodating both eat-in & 


}| take-out available for sale. ; 


Weidel Realtors Commercial Division 
2490 Pennington Road, « Suite 201, Pennington 


Investment Member www.weidelcommercial.com 


60 U.S. 1 
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3000/SF-East Windsor 


Service - Retail - Office 


Route 130 @ 574 


- 100% location, great signage/visibility 

- Ample parking, open space plan 

- Varied uses: Showroom, antiques, lighting, 
gallery, classes, sales office & more 

- Flexible lease terms 


Contact Kevin Coleman, kevincpn@aol.com 
609-921-8844 - Exclusive Broker 


- Subject to errors and omissions 


Office/Medical Space Available 


The vary at Lawrence 
133 Franklin Corner Road, Lawrenceville, NJ 


* Prime Central New Jersey location! * Adjacent to highways 
* 900 & 1,500 SF available een US1, I-95, I-295 

* Beautiful skylight Princeton Pike and 

* Covered central atrium US 206 

* Custom-tailored suites 

All areas with a view 

of the atrium 

Individual climate controls 

Abundant covered parking gna 


609-637-9548 one 
r 


Mountain View Office Park 
REALTY, L.L.C. 


Drs 
ager 


840 Bear Tavern Rd., Suite 307 
West Trenton, N} 08628 
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service firms, and supermarket 
chains. 

Harmon’s advice to anyone 
who is considering starting a busi- 


ness is to develop a plan, Second- 
ly, you must believe in the plan 
and be able to convince others of 
its significance and that it will 
work. “You have to be very pas- 
sionate about your business and 
pursue it as if your life depended 
on it, every day,” stresses Harmon, 

But you also have to be willing 
to adjust the plan. “There’s a say- 
ing: the numbers don’t lie,” says 
Harmon. “If the numbers are 
telling you that the plan won’t 
work the way you’re proposing it 
to work, you must be willing to re- 
vise it.” 

Thirdly, seek out those who 
have done it before. “There are 
others who have traveled the path 
that you pursue,” says Harmon. 
“Persevere to get access to them to 
talk about what you’re planning 
on doing.” 

Another thing ts to network. It’s 
important for small business peo- 
ple to join an organization. You do 
business with people you know. 

“Twenty years ago, many mi- 
norities experienced difficulty at- 
tracting capital,” he says. “There 
was a reluctance to lend to African 
Americans. My business was just 
coming into its own and I thought if 
I could get the capital, we could ex- 
ecute and get to the next level. 
Even though I had passion and a 
business plan, and a contract pend- 
ing, we were unsuccessful in get- 
ting the capital. As a result, my 
business experienced a lot of 
bumps and bruises.” 


S ince then, Harmon says, 
“capital access options have in- 
creased for African Americans. 
There are community loan funds 
and technical assistance from 
small business development cen- 
ters, which can assist with business 
plans and then help someone move 
forward to getting a loan. New Jer- 
sey has an entrepreneurial training 


institute. Trenton has the regional ° 


business corporation, which is a 
community loan fund. The techni- 
cal support organizations are criti- 
cal to helping secure the capital.” 

- According to a 2000 study by 
the Small Business Administra- 
tion, the success rate for Asian 
businesses is 50 percent, white 
businesses 49 percent, Hispanic 
around 39 percent, and African 
Americans about 34 percent. 

“Those are the real numbers of 
who’s making it in business and 
who’s not,” says Harmon. “Those 
numbers are scary. If you don’t 
have good banking relationships, 
you can’t grow, because the larger 
the contract, the longer it takes to 
get paid. Businesses that are able to 
grow have the wherewithal to be 
patient in collecting their receiv- 
ables. That’s a killer for a lot of 
start-up businesses. They start out 


. SUBLEASE OPPORTUNITY 
212 Carnegie Ce 


nter 


Princeton, New Jersey 


4 Available: 10,050 square feet 

4 Floor: Second 

4 Term: Through January 2012 

4 Rent: $28.50 psf + tenant electric 


4 Possession: 60 Days F 
4 Beautiful space overlooking water features of Carnegie Center 
For further information or to schedule an inspection, contact: 


Peter M. Dodds * Phone: 609-924-4268 


CORA nT RNATIONAL 


Advisors: 
Katherine 
Kish and 
John Har- 
mon offer 
insights 
based on 
personal 
experi- 
ence. 


out-of-pocket, and they may start 
out pretty well. But when they get 
into a volatile period and don’t 
have a banking relationship to 
draw down a line of credit, you’re 
done.” 

Harmon says it all goes back to 
relationships. If businesses are part 
of an association, then they have a 
third-party lending support to their 
credibility. 

“Let me give you an example,” 
Harmon says. “I happened to see 
an individual’s credit card state- 
ment recently and the interest rate 
was ridiculous. I thought, what’s 
going on here? Although this per- 
son has relatively good credit, he 
was just happy to even have a card. 
I called the bank and asked what 


PEI a EE 
African American cor- 
porate executives 
and professionals 
need to find a way to 
get more involved in 
supporting African 
American businesses 
and organizations. 


was going on. They called me back 
and, after speaking with me, re- 
duced the person’s credit card rate 
by 10 to 12 points. That’s why rela- 
tionships make a difference.” 

As Harmon sees it, as a whole, 
African American businesses still 
have a huge challenge. “We need to 
network more,” he says. “We need 
to do more business with each oth- 
er. That is a historical hurdle for 
African American businesses. And 
more importantly, African Ameri- 
can corporate executives and pro- 
fessionals need to find a way to get 
more involved in supporting 
African American businesses and 
organizations. Find a way because 
you realize what it means to us as a 
people. It speaks to that 30 percent 
ratio. If more successful African 
American professionals would 
make the commitment to support 
the plight of African American 
communities, I think over time we 
could force a paradigm shift and 
get some better numbers.” 


— Fran lanacone 


More Tools, Less 
Time, More Anxiety 


Baiccttine to Katherine Kish, 
president of Market Entry Inc., a 
Cranbury-based strategic market- 
ing and business development 
firm, our general sense of time has 
gotten very, very short. “People’s 
patience has disappeared and their 
sense of urgency and sense of anx- 
iety has grown.” 

Kish believes this is directly re- 
lated to the time crunch we all face. 
“The critical difference is time,” 
says Kish. “When I started this 
business in 1982, people met face- 
to-face. Corporations were using 
three-year planning cycles. The 
process took forever because those 
plans were meant to be so forward 
thinking that they would carry a 
company forward at least five 
years. Guess what? These days 
planning takes place via a confer- 
ence call. And the things that used 
to take place on a conference call, 
now take place online. We’re lucky 
if a strategic plan lasts for five 
months. The half-life of planning, 
the half-life of products and mar- 
keting strategies has gotten very, 
very short. And because circum- 
stances are changing so quickly, 
time is compressed enormously.” 

Compressed timeframes leads 
people to tactical thinking, not 
strategic thinking. People are 
wound tight nowadays. Corpora- 
tions are unforgiving. Nobody has 
time to make mistakes anymore. 
“Tt has to be correct; right out of the 
box,” says Kish, “and it has to do 
something for our bottom line 
NOW. The tolerance for failure, 
the tolerance for mistakes has also 
disappeared. For the sake of effi- 
ciency and productivity, we have 
really given away some of the cre- 
ativity and the involvement of peo- 
ple.” 

Kish, who lives in Cranbury 
with her husband Bill Kraft, 
founder of a business called Vote- 
Scan, also has an adult stepson who 
lives in the area. “The whole world 
of online didn’t exist back when I 
started this business,” says Kish. 
“We now have many more tools, 
but much less time. Think about 
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Repairing Disputes the Stark & Stark id 


ommunity association 
( boards, managers, and 

residents rely heavily on 
contractors to provide day-to-day 
services. In a perfect world, all 
associations would maintain 
healthy and long-term relation- 
ships with their contractors. 
Whether it be landscaping, snow 
removal, or building mainte- 
nance, these services are indis- 
pensable. Unfortunately, this is 
not always the case and all asso- 
ciations should be equipped to 
deal with failing contractor rela- 
tionships. 

Initially, associations should 
take several precautions and 
they must establish clear expec- 
tations and goals. To this end, 
the parties should enter into writ- 
ten contracts with specifications 
that spell out the parties’ expec- 
tations and goals in detail. Par- 
ties can avoid litigation by re- 
quiring mediation as a means of 
dispute resolution in the body of 
their contract. During the rela- 
tionship, the parties should com- 
municate often. The manager 
and/or the designated commit- 
tee chairperson (such as land- 
scaping etc.) is key in this re- 
gard. Detailed records of all con- 
tractor communications and 
transactions, especially written 
change orders, must be kept; 
these precautions are impera- 
tive. In fact, most disputes can 
be avoided if guidelines are es- 
tablished from the outset and ex- 
pectations are memorialized in 
writing. Though this may cost 
more initially, it will save time, 
money, and frustration by avoid- 
ing disputes. 

lf a contractor properly per- 
forms, the contractor is entitled 
to full and prompt payment. Un- 
fortunately, some instances 
arise where boards will attempt 
to “chisel down” the contractor’s 
price after proper performance 
has been rendered. This is not 
appropriate. 

However, notwithstanding an 
association's attempts to avoid 
disputes, sticky situations may 
arise. When the association 
manager and board become 
aware of a genuine dispute or 
possible litigation, the first step 
is to notify the association's at- 
torney. The second step is to no- 
tify the association’s insurance 
carrier. In most cases, the 
amount in dispute may be less 
then the insurance deductible or 
there may be no coverage. De- 
spite this, it is prudent to notify 
the carrier, because if coverage 
is available and the carrier has 
not given notice of the dispute, 
the claim will be denied as un- 
timely. The manager should pro- 
vide the general counsel with an 
organized account of the deal- 
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ings with the contractor, includ- 
ing copies of correspondence, 
receipts, and, if possible, photo- 
graphs or other documentation. 

The attorney has the task of 
determining the association's po- 
sition and assisting the board in 
determining whether or not the 
matter is a legitimate dispute. 
The manager and board mem- 
bers will play a role in this step. 
In evaluating the position, the at- 
torney, manager, and board 
should consider the costs, the 
likelihood of association suc- 
cess, and the risks and benefits 
of the association’s position. In 
addition, the association must 
assess any damages incurred 
and the cost of any remediation. 
lf necessary, the manager 
should hire another contractor to 
evaluate the extent of damages. 
Note that the prior contractor 
should be put on notice of any 
remediation to avoid claims that 
the original contractor would 
have performed or that the asso- 
ciation destroyed evidence nec- 
essary for the case. 

If the contractor-association 
relationship has been terminat- 
ed, communication between the 
contractor, the association man- 
ager, and/or the board members 
should cease. All communica- 
tions should be conducted 
through the association’s attor- 
ney. The association’s manager 
should not make any payments 
to the contractor for services 
that are in dispute. If the contrac- 
tor-association relationship is 
ongoing in spite of the dispute, 
the association’s manager and 
attorney will have to work closely 
and limit communications re- 
garding the dispute. 

If the association wants to pre- 
serve a relationship with the con- 
tractor, they should consider me- 
diating the matter before it rises 
to the level of litigation. Media- 
tion will often save the parties 
time and money in resolving the 


dispute. The parties can desig- 
nate an outside neutral party as 
a mediator, or more informally 
can set a meeting time, with or 
without their attorneys present. 

When a formal complaint is 
filed, on behalf of the associa- 
tion or against the association, 
the parties can still consider al- 
ternative dispute resolution 
(“ADR”), which includes media- 
tion and/or arbitration. More of- 
ten than not, the court will require 
the parties to engage in some 
form of ADR in an attempt to re- 
solve the dispute. If an agree- 
ment is reached at any point in 
the process through ADR, it 
should be concisely memorial- 
ized in an agreement prepared 
by the association’s attorney. 

Understanding the proce- 
dures for dealing with contrac- 
tors is important in avoiding and 
resolving disputes. Managers, 
board members, and the associ- 
ation’s attorney should review 
these steps in an effort to avoid 
unnecessary and often costly liti- 
gation. 


Tana Bucca is an Associate in 
the Community Associations 
Group of Stark & Stark, 993 
Lenox Drive, Lawrenceville, 
08648. 609-896-9060. 
www.stark-stark.com 
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For associations most disputes can be avoided if 
guidelines are established from the outset 
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Features include: 
Spacious two and three bedroom units + Two and a half baths 
Off-street parking + Central air conditioning 
Finished bonus room ¢ Gourmet kitchen with breakfast area 
Pricing from the $220,000s 


Historic Mill Hill has been one of downtown 
Trenton's greatest success stories and 
Nexus Properties is pleased to be 

part of the first major expansion 
of this charming area. Adjacent 


to scenic Mill Hill Park, fp k fi 


twenty-three beautiful lace 
aMILL 


new townhomes will be 
dus Gm F 


built with careful atténtion te detail, featuring 
brick facades and nearly every convenience 
imaginable. Best of all, they are 
within walking distance of the 
Historic Mill Hill Ampitheater 
cultural attractions, and 
Trenton Amtrak 

NJ Transit train station 


For more information please call. 


609-656-4400 


www.nexusproperties.com 
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EXECUTIVE SUITES 


Two Great Locations 


Princeton Pike Corporate Center 
993 Lenox Drive, Suite 200, Lawrenceville, NJ 


609-895-2999 


BOARD ROOMS 


Carnegie Executive Center 
212 Carnegie Center, Suite 206, Princeton, NJ 


609-452-0160 


VIDEO CONFERENCING 


EXECUTIVE OFFICES 
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4 AAA Drive 
Hamilton (Robbinsville) NJ 


Units from 1,632 to 3,173 SF 
Directly off Rout e 130 at I-95 Intersection 
1 Mile from NJTP Exit 7A 
Shell Space: $20/SF Contribution to Fitout ¢ Parking 4.94 
Spaces per 1,000 SF 
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last year and the past 20 years. 


at no extra charge. 


writers — at no extra charge. 


marketing needs. 


Help us celebrate the progress of the - 
Princeton-Route 1 business community. 


U.S. 1’s January 26, Progress Edition will 
celebrate the accomplishments of the 


Your company’s story is part of this history. 


By purchasing a full or half page ad in the 
January 26 Progress Edition, you can also tell 
your company’s story your way in an editorial format 


(A half page ad, for example, can cost less than 
$500.) You can write this 400 to 500-word feature 
yourself, or you can enlist the help of one of our 


In addition to the exposure in U.S. 1, the finished 
piece also will be a valuable tool for your ongoing 


how you buy a product now. You may do your research 
online. Then you walk into a local store that sells the 
product where you’ ll look at it, feel it, and touch it. But 
you might not like the price, so you go somewhere else 
or try to get it cheaper online. What we have today is a 
more educated customer, or client, who has less toler- 
ance and wants results faster. That sense of impatience 
goes through everything. 

“There are so many more choices today for my 
clients that it’s much more difficult for them to decide 
how to allocate resources. Do you do advertising, do 
you use direct mail, telemarketing, do you hire a sales- 
person, do you use a manufacturer’s rep, do you sell 
online? I try to help them understand the business, 
think strategically, and then create an appropriate po- 
sition and strategy and help them implement it.” 

Aware of the need for balance, many people are 
frustrated that they haven’t achieved it. Kish feels this 
is directly related to the rise in anxiety and loss of time. 
“People make less balanced and less informed deci- 
sions oftentimes today because they are in such a hur- 
ry. They don’t feel that they can stop and think.” 

But, not only do individuals need balance, organi- 
zations need it as well. “Many businesses do not see a 
balanced picture when they look at their strategic mar- 
keting going forward,” says Kish. “They see the short- 
term tactical stuff like running an ad on television, or 
putting up a billboard. They aren’t as patient about the 
longer returns, and maybe deeper returns that can 
come from things like philanthropic efforts in the 
community, where you can demonstrate that you real- 
ly are a good corporate citizen.” 

On top of time pressures, companies also face the 
obstacle of being a faceless, nameless, global player. 
“Again,” says Kish, “it’s very important to maintain a 
face in the community you work in, and in the commu- 
nities where your clients and customers live. If you 
have 500 or 5,000 employees living in an area, what 
are you doing to improve the quality of your employ- 
ee’s lives and their sense of participating in the com- 
munity? If the president of a company rolls up his 
sleeves to help build a house for the homeless, or runs 
in a race for a cause, those things really do pay off in 
the ong-run. I’m talking about building long-term 
goodwill. Because it’s possible that people will under- 
stand that it’s smarter to pay a dollar more for your 
product, than the one manufactured in China, because 
you are making an investment in the community.” 


— Fran lanacone 


Fis is big news for small business. 

“You can afford a website,” says web designer and 
E-consultant Suzanne Engels. New technology has 
translated into prices for design and hosting that are a 
small fraction of what they were just a few years ago. 
This is especially good news because, while prices 
have dropped, so has tolerance for companies that do 
not have a good looking, well-designed website. 

Engels, a Mid-Westerner, studied fine arts at the 
University of Illinois (Class of 1976), and then taught 
art and math in junior high school. A realization that 
she needed to make more money brought her to 
AT&T’s Bell Labs. She has since worked for a num- 
ber of companies, including Lucent Technologies, 
from which she feels lucky to be downsized, because 
her buy-out package allowed her to start her own 
business. 

Her tether cut, she started her business, which is 
based in East Brunswick and is called WebArtNTech 
(www.webartntech.com). Each company in each in- 
dustry is different, and she makes sure that she under- 
stands it before she starts work on a website. But the 
basic requirements for a professional, effective web- 
site cut across all industries. They include: 


Site design. Whether a business is selling financial 
advice or patio furniture, some basics apply. “There is 
a usability standard,” says Engels. At a minimum, 
every website must let users know who you are and 
what you do. There has to be a product page — or 
pages — often with pictures. There has to be a “con- 
tact us” section with full information, and an “about 
us” section. “About us” is the company’s chance to 
strut its stuff. “This is where you make the viewer 
comfortable with who you are and where you differ- 
entiate yourself,” says Engels. 

This basic business website will include about four 
to six pages. The cost? Engels can create it for $400 to 
$600. This is perhaps 10 percent of the figure being 
quoted by professionals five years ago. She says that 
if the same site is designed by a full-fledged web de- 
sign firm, “which I am not,” the cost would rise to at 
least $2,500. This is so, she says, because such a firm, 
which typically offers hosting, which she does not, 
needs to keep a full staff on its payroll. 


Hosting. Obtaining a domain name and web host- 
ing can often be done through the same firm. Engels 
says “there are thousands of them.” The cost for that 
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basic, four to six page site would be 
about $120. “Four or five years 
back it was at least $4,000 or 
$5,000,” she says. 


Installation and testing. This is 
a step many small business people 
do not know about, and therefore 
do not factor into their costs. But, 
one way or another, it has to be 
reckoned with. What often hap- 
pens to neophytes, says Engels, is 
that they have a site designed, and 
expect that it will automatically put 
itself onto the Internet. When that 
proves not to be the case, many ask 
the website designer to put it up. 

“It ends up costing an exorbitant 
amount,” says Engels. This is so 
because many designers do not 
have the technical ability to do the 
job efficiently. An alternative for 
the business owner is the do-it- 
yourself route. While not impossi- 
ble, this can be a mightily frustrat- 
ing process. People think that get- 
ting a website from a computer to 
the Internet should be a snap, but it 
rarely is. “There are bugs,” says 
Engels. “There are always bugs.” 

A person with technical expert- 
ise can get the job done for that ba- 
sic four to six page website in two 
to three hours at a rate of $50 an 
hour. A more complicated website, 
at say 20 pages and including a 
shopping cart, could take more like 
eight hours over two days. 


Maintenance and marketing. 
Marketing a website involves terra 
firma as well as cyberspace. To 
succeed in the former sphere, busi- 
ness owners have to make sure that 
the logos, tag lines, colors, and de- 
signs that they use on their sta- 
tionery, trucks, storefronts, and 
brochures are replicated on their 
website. Success in the more ethe- 
real space involves making sure 
that the website is picked up by 
search engines. The latter concern, 
however, should not be overdone. 

“If your customers are in New 
Jersey, putting marketing money 
into coming up in the first 10 
search engine results is a waste,” 
says Engels. You need to be on the 
search engines, but you don’t need 
every web surfer in New Orleans 
and New Delhi clicking on you. 

As for maintenance, Engels says 
that websites need to be updated 
three to four times a year. While 
new information is being added, 
the site should also be evaluated. 
Where are visitors coming from? 
Which search engine sent them 
over? What keywords did they 
use? When Engels performs main- 
tenance, for a cost of about $400, 
she checks all of this out, and 
makes adjustments accordingly. 


ae so recently 
ridiculed as an over-hyped flop, 
has returned to the business scene 
as a major, effective tool. Yet many 
who ply their trade online are still 
making ancient mistakes, Nat Ben- 
der, the state’s Small Business De- 
velopment Center’s director of E- 
business services, talks about how 
to avoid the mistakes that brought 
down Pets.com and its ilk in the the 
first Internet Age. 

Bender earned a degree in jour- 
nalism and a master’s in communi- 
cation at Rutgers. As a business 
writer, Bender watched a host of 
companies take their first steps on- 
line, and saw what succeeded and 
what failed. 

As head E-business guru for the 
New Jersey Small Business Devel- 
opment Center, Bender has kept 
one eye on the technical chase and 
the other on the trends of trade. “I 
think E-commerce is building back 
steadily,” says Bender, “primarily 
because individuals see it as less of 
an abstraction and more as part of a 
viable business plan.” However a 
lot of myth and misunderstanding 
remains. 


Marketing by blindfold. One 
of the truly wondrous things about 
the early days of the Internet was 
that never before could so much be 
advertised so cheaply to so many 
who didn’t give a hoot. Sending 
out reams of online ads, E-mail so- 
licitations, and website links under 
the more-the-merrier theory has 
proved particularly unprofitable 
and foolish. In fact, a flourish of 
annoying E-mail ads can even prej- 
udice people against a product or 
service they might very well want. 

Bender suggests coordinating a 
multi-outreach approach using re- 
tail, print, and radio. Once the site 
begins getting visitors, study the 
statistics. Is this the same customer 
base as you are seeing in the retail 
shop? Perhaps you need to re-em- 
phasize certain products for your 
online trade. Also, check for visi- 
tors’ movement patterns through 
the site. If every potential buyer 
gets to the shopping cart and then 
goes elsewhere, perhaps you have 
some mistakes in design. - 

The E-commerce playing field 
is not as level as it once was. Major 
companies make a splash, laying 
out upwards of $1,000 a month to 
obtain top spots and keyword link- 
ings on search engines. You proba- 
bly can’t beat these corporations, 
so Bender suggests you join them. 
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Get your own site established as a 
dealer link on a major company’s 
website. Such links are often avail- 
able at one-quarter the cost of go- 
ing it alone, and can help you scale 
the search engine ladder. 

Failing to adequately plan for 
sales. You cannot fax an anvil to St. 
Louis. At some point, you’ve got to 
push the keyboard away and fulfill 
all those promises E-mailed back 
and forth. This experience is in- 
variably less traumatic for the for- 
ward-thinking dealer who has 
stepped up his supply chain capa- 
bility in advance. If you are adding 
a new, stronger online program to 
your other marketing plans, you’ve 
got to believe it is going to work. 
So get ready before the hits arrive. 

Bender advises that company 
owners ensure that they can keep 
their promises by becoming sensi- 
tive to time issues. Simple things 
like being aware of time zones and 
more complex issues like shipped 
goods sitting on docks because of 
increased security checks all come 
into play. “Many are the owners 
who have guaranteed free shipping 
only to discover that by delivering 
goods from abroad, they have lost 
money on the sale,” says Bender. 


Getting carried away with 
tech tricks. Go ahead. Create that 
massive, artistic, splashy web 
page. Follow it up with an im- 
mensely clever labyrinth of con- 
necting links that show off your 
technical prowess. Then let only 
your top experts design and test it. 
Doubtless Techie Today Magazine 
will award you great kudos for the 
cleverest site on the ‘Net — just be- 
fore your firm goes under. 


It should be old news by now, 
but many still have to learn that 
technology is a tool, not an end in 
itself. If a novice can’t easily navi- 
gate your site, he won’t buy. 
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Cc 
Somerset County, Hillsborough 
Only 7 lots left. Rail system available. 
No wetlands. Industrial park. 
Build your own warehouse/office building. 
68,000, 86,000, 90,000, 62,000 Sq. Ft. 
60,000, 60,000, 70,000 Sq. Ft. 


No Business Too LARGE or Too SMALL. 

We Welcome New Listings and Investors. 
Call Kim Brown 

609-945-2051 ¢ cell 732-718-3983 
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SIMPLY... THE BEST OFFICE SOLUTIONS 


Commercial # Medical # Professional # Industrial # Retail 


Somerset County 


Somerset County 


Somerset Coun 


4 Princess Rd., Lawrenceville, 
Mercer County 


NOW LEASING 


Raider Blvd. & Stryker Lane, Hillsborough, 


Route 206 & Applegate Rd., Princeton 
y 


AMWELL COMMONS 


Medical / Professional Office Space 


Close proximity to all area hospitals # Campus-style buildings 
¢ High visibility ¢ Abundant parking with handicap accessibility 
¢ Built to suit offices, designed to your individual needs ¢ 
Private entrance, bathroom, kitchenette & separate utilities for 
each suite High-speed internet access ¢ On-site basement 
storage bins ¢ Fully furnished Executive Suites 

SIZES AVAILABLE: : 

563, 1126, 1375, 2500, 4000, 7500 up to 9500 (+/-) sq. ft. 


390 Amwell Road, Hillsborough, 


HILLSBOROUGH BUSINESS CENTER 


Office-Style Warehouse / Flex Space 


Office-style warehouse / flex buildings ¢ Built to suit ¢ Private 
entrance, bathroom & separate utilities for each suite « 18° 
clear ceiling heights ¢ Tailboard and/or drive-in ¢ Heavy 
floor load # High-speed internet access ¢ General industrial 
zoning for multiple permitted uses such as office, warehousing, 
distribution, lab, light manufacturing, assembly & recreation 
¢ On-site day care ¢ Fitness center : 

SIZES AVAILABLE: 

1125, 1500, 2250, 3125, 6120, 9245 to 33,000 (+/-) sq. ff. 


MONTGOMERY COMMONS 


Medical / Professional Office Space 


Campus-style buildings ¢ Prestigious Princeton mailing address 
¢ Close proximity to all area hospitals « High visibility in a large 
residential population @ Built to suit offices ¢ Abundant parking 
with handicap accessibility ¢ Private entrance, bathroom, 
kitchenette and separate utilities for each suite ¢ High-speed 
internet access On-site basement storage bins 

SIZES AVAILABLE: 

$30, 830, 1260, 2011, 3671, 4931 (+/-) sq. ft. 


PRINCESS ROAD OFFICE PARK 


Medical / Professional Office Space 


47,000 (+/-) sq. ft. building complex ¢ Close proximity to ail 
area hospitals ¢ 24/7 building access provided by keyless 
entry system ¢ Abundant parking with handicap accessibility 
@ Private entrance, bathroom, kitchenette and separate utilities 
for each suite ¢ On-site day care ¢ High-speed intemet access 
SIZES AVAILABLE: 

500, 968, 1390, 2973, 5384, 9747 (+/-) sq. ft. 


IMMEDIA TF OCCUP 


Bia 


Please Contact Victor Kelly, Rob Marek Or Dawn Roemer At 908-874-8686 
Visit Us On The Web At www.larkenassociates.com 
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11 Princess Road, Lawrenceville, NJ 
5,000 SF Warehouse w/Loading Dock ¢ 9,300 SF Office 
w/Drive-in Door ® Will Divide ¢ Located at Intersection of I-295 
& Princeton Pike * Good for Office/Warehouse/Medical use 


e For Lease : 
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Worldwide 
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REALTY INC. 
PROFESSIONAL OFFICE SPACE 
FOR LEASE 


2564 BRUNSWICK PIKE - ROUTE 1, LAWRENCEVILLE TWP. 
Newly renovated office space on this corner property in the main business 
district. Space from 300 to 4,000 SF. Customized floor plans, great exposure 

& plenty of parking. Available immediately. 


123 FRANKLIN CORNER ROAD - LAWRENCE TOWNSHIP 
1,260 +/- SF at Princeton Pike near Route 1 & I-95. 1st floor space suitable 
for medical or other professional. Convenient parking & good access. 

Available immediately. 


1200 LAWRENCE ROAD - LAWRENCE TWP. - MEDICAL OFFICE SPACE 
1,500 to 3,000+/- SF with exam rooms, private restrooms available on 1st floor 
of attractive, well-located professional office building in Lawrenceville. 
Immediate availability. 


SIMONE REALTY, INC. 


WWW.JOHNSIMONEREALTY.COM 


1018 WHITEHEAD ROAD EXT. « EWING, NEW JERSEY 08638 


(609) 882-1105 


Life in the Fast Lane 


avid McCourt has left 
RCN Corporation to pursue other 
opportunities, and Peter  D. 
Aquino, a 43-year-old former Bell 
Atlantic executive, is the new 
CEO, with James F. Mooney tak- 
ing the post of chairman. 

RCN moved here from Wilkes- 
Barre, Pennsylvania, in 1994, 
when it was known as C-Tec, and, 
under McCourt’s — high-profile 
leadership, rode the dot-com wave 
and took over the Bell Atlantic’s 
old building, Carnegie 105. Now a 
Bell Atlantic alumnus presides in 
the corner office, overlooking 
Route 1. 

After RCN filed for Chapter 11 
bankruptcy, Aquino was _ senior 
managing director at Capital and 
Technology Advisors, which rep- 
resented RCN’s creditors. He be- 
gan by supervising some opera- 
tions — sales and marketing, mar- 
ket and network operations, and 
customer care. 

“We are all very excited about 
the emergence of the new RCN,” 
says Aquino. “It is areal opportuni- 
ty to leverage a superior broadband 
network and deliver to our cus- 
tomers the best of cable, exception- 
ally fast speeds for Internet access, 
and high quality voice services. We 
have great employees who are 
trailblazers in delivering leading- 
edge technology and products to 
consumers.” 

A resident of Reston, Virginia, 
Aquino majored in finance and 
economics at Montclair State and 
has a finance MBA from George 
Washington University. He helped 
expand Bell Atlantic (now Veri- 
zon) from 1983 to 1995, working 
on investments in the wireless 
spectrum, international joint ven- 
tures, and CLEC and broadband 
projects. At Wave International 
Inc., an entrepreneurial telecom in- 
vestment firm focused on emerg- 
ing markets, he led the develop- 
ment of Veninfotel LLC, an “over- 
builder,” to offer voice, data, and 
video over a fiber-based platform 
to both residential and business 
customers in Venezuela. In 2001 he 
joined Capital & Technology Advi- 
sors. Aquino is on the board of 
Neon Communications, Motient 
Corporation (a wireless data opera- 
tor), and iBasis. 

Mooney worked at IBM for 
nearly 20 years. He left in 1999 for 
a software firm (Bean), then 


RCN’s Peter Aquino 


moved to Tradeout (an asset man- 
agement firm), and to Nextel Com- 
munications, where he was COO. 
Currently he'is chairman of anoth- 
er bundled telecommunications 
firm, NTL Inc., and is also a direc- 
tor of Sirius Satellite Radio. 

Also on the board are Benjamin 
C. Duster IV (Yale, Harvard MBA 
and law degrees) who is with a 
turnaround firm, Masson & Com- 
pany; Lee S. Hillman (Wharton 
School and University of Chicago) 
who is the former CEO of Bally 
Total Fitness Holding Corp.; 
Michael E. Katzenstein (State Uni- 
versity of New York at Bingham- 
ton and Boston University School 
of Law) who is former general 
counsel for OpTel; Theodore H. 
Schell (Johns Hopkins and Johns 
Hopkins School of Advanced In- 
ternational Studies) who is former 
a senior vice president at Sprint and 
a director at Time Warner; and 
Daniel Tseung, investment advisor 
to one of Asia’s largest conglomer- 
ates. 

McCourt has started an as-yet 
unnamed project. 

RCN offers bundled telecom- 
munications products in Boston, 
New York, Eastern Pennsylvania, 
District of Columbia, Chicago, San 
Francisco, and Los Angeles. It sold 
its Princeton-area cable business to 
Patriot Media. 


RCN Corporation (RCNC), 
105 Carnegie Center, Prince- 
ton 08540. 609-734-3700; 
fax, 609-734-7525. Home 
page: www.rcn.com 


PROFESSIONAL OFFICE SPACE 


LAWRENCEVILLE 


* Abundant Parking 


3100 Princeton Pike 


* 4 Building Professional Office Complex 

* Located at Franklin Corner Road and I-295/I1-95 
¢ Office Suites Available for Lease 

¢ 24/7 Access to Building 


* Immediate Occupancy 
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Tale of A Start-Up 
That Landed Quite 
Far from the Tree 


A dotcom company that fo- 
cuses on the insurance industry is 
making a profit from the business 
model that the Internet offers — 
but in spite of New Jersey’s incen- 
tive programs, it has left the state. 
After five years on Alexander 
Road, and after obtaining a Seed 
Capital Loan from the New Jersey 
Economic Development Authori- 
ty, the Credo Group has moved to 
Pennsylvania, in part for conven- 
ience, but also for the significant 
tax incentives that its brand new 
building offers. 

The 15-person firm moved into 
a Keystone Opportunity Zone in 
Warminster, 50 miles from 
Philadelphia. “We are not paying 
local taxes on our income,” says 
CEO Kevin McKenna, “and there 
is no use or Sales tax here.” 

Credo has prospered in the vir- 
tual environment. “We have quiet- 
ly become the largest seller of life 
and health insurance online,” says 
McKenna. “We laser beam-fo- 
cused on this three years ago, and it 
works well for us. We built the 
technology that helps insurance 
companies sell online. They allow 
us to do online marketing — we act 
as licensed insurance agents, 
spending our own money to drive 
consumers to our web page.” 

In McKenna’s enviable busi- 
ness model, he gets paid to build 
the website for the insurance com- 
pany. He also gets paid to build his 
own website to sell that company’s 
insurance — and he pockets the 
commission as well. Among his 
primary clients is Globe Life & Ac- 
cident, owned by TorchMark. “We 
sell GLA policies online and get 
paid a commission or a marketing 
fee. We have sold quite a lot of life 
insurance.” The Credo website, 
which supports more than 15 dif- 
ferent insurance brands, recently 
won an award from the Profession- 
al Insurance Marketing Associa- 
tion. 

Most of what the Credo Group 
sells is term insurance, the sim- 
plest, most affordable kind of life 
insurance. In contrast to insurance 
brokers who offer various products 
from various companies and help 
the consumers pick the ones that 
are best for them, Credo sells one 
product at a time, without the serv- 
ices of an agent. “We work with 
carriers that sell directly to con- 
sumers,” explains McKenna. “We 
develop direct marketing offers, 
we advertise those products. Con- 
sumers who think those products 
are right for them go to our web- 
sites and buy.” 

One would expect that tradition- 
al life insurance brokers have mis- 
givings about Internet-based insur- 
ance sales. “There is nothing 
wrong with getting quotes on the 
Internet — you may getting the 
same companies that I might rec- 
ommend,” says Vernon H. Ham- 
mond CLU, CSA, a Trenton-based 
agent who has been selling life in- 
surance since 1967. “What you 
don’t get is the service and advice 
of a qualified agent. You don’t 
know who is providing the infor- 
mation.” Hammond gives the ex- 
ample of an executive earning 
$150,000, with a 30-year mortgage 
and small children. “That execu- 
tive may need a 30-year term poli- 
cy, not a 10-year term policy, and 
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orldwide, individu- 
als and corporations are rallying 
their resources to help the tsuna- 
mi/earthquake victims in Asia, and 
Central New Jersey-based compa- 
nies are doing the same. 

Johnson & Johnson, based in 
New Brunswick, donated $2 mil- 
lion to the American Red Cross and 
is coordinating product donations 
with its operating companies in In- 
dia, Indonesia, Thailand, Malay- 
sia, China, and Japan. As of last 
week it had sent seven pallets of 
products — surgical sutures, disin- 
fecting solutions, gauze bandages, 
BAND-AID, Tylenol, powder, and 
soap — “and we are waiting to see 
what is needed,” says J&J’s Jeff 
Lebow. 

Bristol-Myers Squibb Founda- 
tion has donated $1 million in cash 
to the Red Cross, and its regional 
businesses, such as Mead Johnson 
Nutritionals, are also donating. 
Last week it had shipped enough 
products — antibiotics and anti- 
fungals worth over $4 million — to 
treat 75,000 people. Pfizer Inc. has 
said it will donate $10 million in 
cash. Swiss-based Novartis AG 
and Roche Group are making in- 
kind donations. Like J&J, Bristol- 
Myers Squibb will match its em- 
ployees’ personal donations to the 
American Red Cross International 
Response Fund. “We continue to 
work closely with our relief part- 
ners to determine our appropriate 
response as the situation changes,” 
says Brian Henry, spokesperson. 

AmeriCares, one of the aid 
agencies, sent its first shipment to 
arrive on December 30 in Colom- 
bo, Sri Lanka — with 30,000 
pounds of antibiotics, including 
GlaxoSmithKline’s Amoxil, pain 
relievers, first-aid supplies and wa- 
ter purification packets for 4 mil- 
lion liters of water. 

Tyco’s products were in Ameri- 
Cares’ second shipment. The 
Kendall health care division of Ty- 
co International Ltd. has now do- 
nated 1,700 cases of bandages, su- 
tures, surgical gloves, and other 
products to AmeriCares, a Con- 
necticut-based medical relief 
group. “Both Kendall and U.S. 
Surgical have had a longstanding 
relationship with AmeriCares over 
the years. Over the past 18 years, 
U.S. Surgical has donated $30 mil- 
lion and Kendall has donated $9 
million worth of supplies,” says 
Sherri Woodruff. 

Tyco is also donating 1,100 cas- 
es to Direct Relief, which made 
shipments on Friday, December 
31, that were also sponsored by 
New York-based American Jewish 
World Service and various drug 
companies. Direct Relief sent 


Offices in Princeton and Area 


items for respiratory care and trau- 
ma to the Sri Lankan Ministry of 
Health, and five palettes of first aid 


supplies to Sarvodaya, a non-gov- 
ernmental organization with two 
disaster relief centers and 10 relief 


offices that can mobilize more than 
100,000 trained youths to deliver 
first aid. Another shipment left 
Monday, January 3, with medi- 
cines for bacterial and fungal in- 
fections. Bristol-Myers Squibb 
ERI: Skt RE. 
Worldwide corpora- 
tions are rallying their 
resources to help the 
tsunami/earthquake 
victims in Asia, and 
Central New Jersey- 
based companies are 
doing the same — 


provided medical boxes, each val- 
ued at over $20,000, to ER physi- 
cians traveling to Sri Lanka. 

Smaller companies are doing 
their part. Ranbaxy, a generic drug 
manufacturer with 80 employees 
in Princeton on College Road, is 
donating $300,000 in cash and 
medicines to the Prime Minister’s 
National Relief Fund. Headquar- 
tered in India, Ranbaxy has 
200,000 square feet of manufactur- 
ing facilities in New Jersey and had 
$1 billion in sales last year. 

“A number of employees have 
come forward to form groups to as- 
sist,” says Chuck Caprariello, vice 
president for business develop- 
ment, “and some are offering to do- 
nate one day’s salary to the relief 
fund.” — 


eae the donor opportuni- 
ties: 

American Red Cross of Cen- 
tral New Jersey accepts donations 
at 800-HELP NOW or 1-800-257- 
7575, or at 707 Alexander Road, 
Suite 101, Princeton 08540, or at 
the American Red Cross Interna- 
tional Response Fund, Box 37243, 
Washington, DC 20013, or at 
www.redcross.org. 


Red Cross CEO Marsha J. 
Evans assures donors that the 
American Red Cross will be trans- 
parent, and that donations made to 
the International Response Fund 
will be “used to meet the needs of 
earthquake victims in the days, 
weeks, and months ahead.” 

United Way of Central Jersey, 
32F Ford Avenue, Milltown NJ, 
08850. Send checks marked earth- 
quake relief or, for credit card do- 


¢ ¢ 4 


Nassau St. Adj. To Princeton University 
From 100 SF - 1,120 SF ($200 to $2,995) 
State Road (Route 206), Princeton Twp. 
Single Units Available from $200 Per Month 
Franklin Corner Road, Lawrenceville 
1,585 SF - $2,477 & 1,350 SF - $2,081 
Farnsworth Avenue, Bordentown 
650 SF - 4,000 SF - $11.45/SF includes CAM | 


Thompson Realty 
(609) 921-0808 


From NJ’s Pharma, Relief for Asia 


nations and other information, call 
732-247-3727. 

Ten Thousand Villages at the 
Princeton Shopping Center will 
donate 


10 percent of its sales 
through Friday, January 7, to the 
Mennonite Central Committee’s 
Asia Earthquake Fund. Donations 


can be made at the store (609-683- 
4464), by calling 888-563-4676, or 
at the website (www.mcc.org/asi- 
aearthquake). 

India Network Foundation — 
Project Relief donations made 
through www.indnet.org or 
www. indianetwork.org or 
www.kvrao.org. Arun Malhotra of 
ARDEM Inc. is collecting funds on 
behalf of this foundation. 


Plainsboro Rotary is collecting 
funds to rehabilitate communities 
in coastal Tamil Nadu, India. Tax- 
free contributions can be made to 
Princeton Corridor Rotary Foun- 
dation and mailed to Rotary Club 
of Plainsboro, Box 235, Plainsboro 
08536. 


CARE. Victoria Matthews, 11, 
and her brother Zachary, 14, are 
among the area youths who are col- 
lection donations. Checks payble 
to CARE may be sent to Box 757, 
West Windsor 08550. 


Various religious organizations 
are taking donations: 


The United Methodist Com- 
mittee on Relief (UMCOR), the 
official disaster response organiza- 
tion of the United Methodist 
Church, is accepting donations at 
www.methodistrelief.org, at 800- 
554-8583, or in care of the General 
Board of.Global Ministries, The 
United Methodist Church Room 
330, 475 Riverside Drive, New 
York, NY 10115. 


Indian American Civic Fo- 
rum, Box 389, Princeton Junction 
08550. 


New Jersey Buddhist Vihara, 
299 Route 27, Princeton 08540. - 


Bharat Sevashram Sangha in 
South Brunswick, 3490 Route 27, 
Kendall Park 08824. 


Durga Mandir Temple at 4240 
Route 27 North or by mail to Box 
5236, Kendall Park 08824. Mark 
checks for Prime Minister Relief 
Fund. 


Islamic Society of Central Jer- 
sey is accepting checks dropped off 
at 4145 Route 1 South and Prome- 
nade Boulevard, Monmouth Junc- 
tion, or mailed to Box 628, Mon- 
mouth Junction 08852. 


American Jewish Committee 
Tsunami Fund, 165 East 56th 
Street, 8th Floor, New York, NY 
10022. AJC will absorb the admin- 
istrative costs. 
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West Windsor Professional Center 


850, 1100 & 1400/SF 


PROPERTY: - Clarksville Road at Everett Drive, WW 

- Two 16,800/SF buildings 

- 6.4 acre landscaped site 

- Near Route 1, train, Hyatt, retail & hotels 
- Walking distance to restaurants 

- Total HVAC control 

- Expansion potential 

- Separate tenant entry 


William Barish, CPN@aol.com 
609-921-8844 or visit our website @ CPNRealestate.com 
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Great Space. 
Great Rates. Great Terms. 


e Save money: no up-front expenditure 

e You choose the terms 

e Meeting & Training Rooms 

e Fully furnished and equipped part time 
offices available 


e 750 locations worldwide AND 10 right next door! 


Bedminster Iselin Newark 

90 Washington Valley Rd. 33 Wood Avenue South One-Gateway Center 
Bridgewater Jersey City Red Bank 

1200 Route 22 East One Exchange Place 125 Half Mile Rd. 
East Brunswick Morristown Saddle Brook 

197 Route 18 South 55 Madison Avenue Park 80 Plaza West 
Freehold 

4400 Route 9 South 


1.888.OFFICES 


www.hq.com 


Research Center 


Princeton Corporate Plaza 
with over 50 scientific companies 
U.S. Route 1 Frontage 


New Laboratory Incubator #3 


INCUBATOR LABORATORIES 
From 400 Square Feet 


including CORE INSTRUMENTATION 


| Instrumentation Facility | 


Discounted On-site 
Lab Supplies and Services 


Contact Pam KENT: 732-329-3655 
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Office/Medical Space 


Smaller Space Now Available 


Divisible to 1105, 1370, 1438 & 3379 SF 
Total SF 5350 


231 Clarksville Rd 
Princeton Junction, NJ 


* Flexible Lease terms * Aggressive Rates 


‘Triad> 


TRIAD PROPERTIES LLC 


For Leasing Information 
Triad Properties, LLC 
100 Overlook Drive, 2nd Floor 
Princeton, New Jersey 08540 
Phone: 609-375-2420 « Fax: 609-375- 2680 
Info@triadprop.com 


TRIAD PROPERTIES 


SOLUTIONS... 


Kingston Commercial Building 
Lease / Purchase 

45 Parking Spots / Corner Location 
Contact: Hector Olaya 609-575-9597 


Princeton Township - Mixed Use ‘idgomistin 
Purchase | 

Apartments / Retail 

Contact: Hector Olaya 609-575-9597 


Princeton Township Office Condo 
For Sale 

1,000 + SF 

Contact: Hal Hoeland 609-921-9100 


Princeton Junction Warehouse Space 
Lease 

13,000 SF Subdividable 

Contact: Matt Henderson 609-924-1610 


Ewing Deli Business and Building 
Purchase 

Corner building w, deli and 3 br. apt. 
Contact: Hector Olaya 609-575-9597 


Princeton Boro Liquor License 
Purchase 

Class D License 

Contact: Hector Olaya 609-575-9597 


Burlington 300-Seat Restaurant 
Banquet Hall w/Liquor License 
10,000 SF, Facility On Major Highway 
Contact: Hector Olaya 609-575-9597 


Ewing Liquor Store Business 
Available for Sale 
Contact: Hector Olaya 609-575-9597 


PRINCETON 


REAL ESTATE 


GROUP.. 


Commercial Division 
34 Chambers Street * Princeton, NJ 08542 
ph: 609-924-8400 * fx: 609-924-7743 
www.princetonrealestategroup.com 


Continued from preceding page 


the Internet is only going to give 
rates for the cheapest policy and 
the best underwriting class, which 
would generate the lowest premi- 
um. Nor will the client learn 
whether additional estate planning 
is required.” 

Not surprisingly, McKenna 
finds that smokers are particularly 
attractive direct marketing targets 
for his firm. “We have a cost-effec- 
tive reasonable product for smok- 
ers,” he says. Smokers find their 
way to his web page by doing on- 
line searches and_ especially 
through E-mail. “We don’t spam,” 
he says, “but we do E-mail, and 
many consumers have said they 
would like to receive commercial 
E-mail.” He obtains leads from 
such companies as [Village and 
Publishers Clearing House, which 
offers opportunities to win prizes. 
“The consumers are asked ques- 
tions along the way, such as ‘Are 
you interested in low cost term in- 
surance for smokers’ and we send 
them an E-mail.” 

McKenna also does a lot of busi- 
ness with seniors. “Seniors are on- 
line today,” he says, quoting statis- 
tics, “and they buy insurance on- 
line.” His advice for marketing to 
seniors: 


Follow the federal govern- 
ment’s guidelines on designing 


- websites for seniors: easy to read 


“sans serif’ fonts, no less than 12- 
point type size, and avoid “re 
verse” type (white against black). 


Always give the consumer a 
path back to the quote page. 


Limit the information you pro- 
vide to what will make the sale. “If 
you try to turn your customer into 
an insurance agent, it is not going 
to help them or make thé sale. Con- 
sumers that we sell to are usually 
pretty savvy. They know exactly 
what Medicare supplement insur- 
ance is, and if they think that it is a 
good deal they will buy it.” 


Avoid pages that scroll. “We 
try real hard to get everything on 
the single screen, even if it means 
more clicks.” 


Don’t distract the consumer 
with marketing, such as why they 
need life insurance. “There is a rea- 
son why they go to the website, 
which is advertising, and advertis- 
ing is the place to do that selling. If 
you distract the consumer on your 
website, they won’t buy.” 


McKenna never thought he 
would follow his father — who 
worked for insurance companies 
— into the business. Growing up as 
one of seven children on Long Is- 
land, he graduated from George- 
town University in 1984 and lives 
in Carversville, Pennsylvania, with 
his wife and their three children — 
two boys and a baby girl. 

In college he got a taste of direct 
marketing by selling encyclope- 
dias door-to-door. After college he 
was a consultant for two big ac- 


J2J Files with FDA 
For New Sex Pill 


ee & Johnson has 
filed a Food and Drug Adminis- 
tration application for dapoxe- 
tine, a therapy to treat the most 
common male sexual dysfunc- 
tion —- premature ejaculation. 
Based on a potential price of $7 
to $10 per pill (taken before sex) 
the new drug could be worth $1 
billion. The as-yet unnamed 
drug interacts with brain trans- 
mitters. 

J&J acquired this drug along 
with Alza Corporation in Moun- 
tain View, California. At that 


time Alza’s CEO was Ernest 

Mario, a former Princeton-based 

Bristol-Myers Squibb executive 

who had also been CEO of 

Glaxo. In 2000 Mario licensed 

the rights for dapoxetine from 

PPD Inc., based in Wilmington, 

North Carolina. 

In 2001 Mario sold Alza to 
Johnson & Johnson and used 
some of those profits to donate 
$5 million to Rutgers’ pharmacy 
school, which is named after 
him. 

Johnson & Johnson (JNJ), 
1 Johnson & Johnson 
Plaza, New Brunswick 
08933. 732-524-0400; fax, 
732-214-0332. Home 
page: www.jnj.com 


counting firms and then got in- 
volved in direct marketing and op- 
erations consulting, helping Draft 
Worldwide start a database opera- 
tion and consulting business. 

He became CEO of a company 
then called DiMark, the sixth 
largest direct marketing agency in 
the country. Many of its clients 
were insurance companies. “I real- 
ly got the bug and thought these 
carriers could use the help of some- 
body who knew direct marketing 
and the web,” says McKenna. Di- 
Mark was in Bucks County, and 
some of the DiMark’s employees 
that founded Credo Group are now 
with him — that’s why a move 
back to Pennsylvania made sense. 

But New Jersey was hospitable 
during the initial stages. McKenna 
set up the company at the Daily 
Plan It, the shared office space on 
Alexander Road, and in 2000 he 
moved to 741 Alexander Road. In 
2001 he obtained a $460,000 seed 
capital loan from the New Jersey 
Economic Development Authori- 
ty. “It was a great loan 3.5 years 
ago,” says McKenna. At that time 
he had had trouble getting banks or 
private funders to even talk to him. 
“The NJEDA application process 
required us to prove we could not 
get funding from a private bank. 
And had we been able to get fi- 
nancing, the interest rate would 
have been much higher.” 

The loan was prime rate at the 
time, nine percent, which was cer- 
tainly better than the alternative, 
credit card debt at 15 to 20 percent. 

“But we didn’t use it all,” says 
McKenna, “and once you are a suc- 
cessful company it was pretty ex- 
pensive — nine percent.” Soon af- 
ter he got the loan he started mak- 
ing a profit. In fact, he says, he has 
had only one unprofitable year 
since he started the company and 
does not anticipate adding many 
more people to his 15-person staff. 


The Credo Group, 700 Veter- 
an’s_ Circle, Suite 300, 
Warminster PA 18974. Kevin 
McKenna, CEO. 267-803- 
1304; fax, 267-803-4737. 
Www.thecredogroup.com 
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REALTY INC 


ROUTE ONE CENTER 


* END CAP AVAILABLE 

* 5,700 rsf in two contiguous units: 
* Space A - end cap 3,700 rsf 
* Space B - 2,000 rsf 

* 400 feet of frontage along Route 1 


SIMONE REALTY, INC 


{ONEREALT 
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PRIME RETAIL SPACE AVAILABLE 


2761 Route One, Lawrenceville 
* End Cap has drive-in door 
* Common loading dock 


* High traffic and visibility 
* Site easily accessible from surrounding 
areas via Route 1 and Allen Lane. 


(609) 882-1105 


Ca Evans, known as 
Yanna in her work as a psychic 
reader and advisor on Nassau 
Street, has been charged with theft 
by deception of more than 
$100,000 in Bucks County. The 
35-year-old woman is also charged 
with fortune telling, which is ille- 
gal in Pennsylvania. 

Joe Visco, assistant district at- 
torney, says that the alleged victim 
had Evans visit her home to dispel 
evil spirits, and that a financial ad- 
visor noticed that $100,000 had 
disappeared from the woman’s ac- 
count. Evans was arrested in Octo- 
ber and in late December she ap- 
peared in the Doylestown court of 
District Justice Robert Schnell. 
She is free on bond. 

“The issue is whether any actual 
fraud took place,” says the defen- 
dant’s attorney, Joseph Malley of 
Media, Pennsylvania. “It will be 
our position that the defendant pro- 
vided the service, and whether you 
believe in the service, she provided 
the service, and there is a market 
for that service.” 

In her previous encounters with 
the law, Evans had been sehtenced 
to probation by an Arizona court in 
1999 to theft by misrepresentation 
for selling $6,000 in gold coins as 
“remedies.” Charges filed in 2002 
in Plainsboro were dropped at the 
request of the alleged victim. 
“Generally these cases are re- 
solved by restitution,” says Malley. 


Yanna Psychic Reader and 
Advisor, 82 Nassau Street, 
Suite 20,-Princeton 08542. 
609-688-9188. 


Commercial Sales: 
301 Carnegie Center, 
College Road West 


A, part of a four-building 
package, Berwind Property Group 
Ltd. has bought 301 Carnegie, the 
former United Jersey Bank and 
Fleet Bank building that fronts 
Route 1. The four-story granite 
building is now one-third leased to 
Bank of America. Neither Berwind 
nor American Financial Realty 
Trust, the seller, disclosed the sale 
price for the 127 ,500-square foot 
building. Also included is an 8.2- 
acre development parcel, now be- 
ing used as sports fields, that has 
700 feet of frontage along Route 1. 
BPG Management Services will be 
in charge of management. 

Meanwhile a Miami-based 
company, New Valley, sold two 
Princeton Forrestal Center build- 
ings, 100 and 150 College Road 
West, that had been developed by 
the Patrinely Group. New Valley 
owned the two buildings, totaling 
225,000 square feet, for just two 
years. New Valley bought the two 
buildings for $54 million or $240 
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per square foot, paying $13.5 mil- 
lion in cash, and sold them for 
$71.5 million or $317 per foot. 

Jerry Fennelly of NAI Fennelly 
says that this is the highest price 
paid in Princeton in a “suburban” 
location, meaning any property 
that is not in the heart of the down- 
town. “It’s a sign that Princeton is 
maturing,” says Fennelly. 

A pharmaceutical firm, Novo 
Nordisk, is the anchor tenant at 100 
College Road West, along with ZS 
Associates, a healthcare consulting 
firm, while 150 College Road West 
is occupied by American Re. 

The buyer’s representative, Fal- 
con Real Estate Investment, would 
not disclose the name of the buyer 
but says the closing will be in Feb- 
ruary. New Valley, a Nasdaq com- 
pany that is part of the Vector 
Group, also has the majority share 
in the largest residential real estate 
brokerage in New York, Douglas 
Elliman Realty. 


Expansions: NRG 


NRG Energy inc., 211 
Carnegie Center, Suite 100, 
Princeton 08540. David 
Crane, president and CEO. 
609-524-4500. Home page: 
www.nrgenergy.com 


NRG moved from temporary of- 
fices at the Carnegie Center to its 
permanent quarters, the one-story 
building opposite the Princeton 
Post Office and formerly occupied 
by CUH2A. 

Simultaneously it closed on a 
$420 million stock sale, involving 
a repurchase of $13 million in 
stock, and it refinanced $950 mil- 
lion in debt. Credit Suisse First 
Boston and Goldman, Sachs & Co. 
arranged the financing. NRG 
moved to Princeton from Min- 
neapolis when David Crane took 
over as CEO. 


New in Town 


U ndaunted by a fire that 
burned a hotel to the ground nearly 
two years ago, the Scotto Brothers, 
owners of the Inn at Fox Hollow in 
New York, are opening a new hotel 
at the same site, Route 1 South in 
Monmouth Junction. This proper- 
ty, a Hampton Inn, is the brothers’ 
first venture in New Jersey and 
their first hotel outside of New 


York. “We are pleased to be part of 


the prestigious Hilton family of ho- 
tels,” said Anthony Scotto, presi- 
dent and CEO of the family-owned 
company. 

The Scottos recruited Iris Pinero 
to be general manager. Pinero 
raised four children before starting 
work in the hospitality industry 
seven years ago. She helped to 

the Hampton Inn in 
Pennsville and was promoted to 
general manager at the Hampton 
Inn in Bridgeport, where she ran 
the property for five years. She has 
a staff of 28, including eight full- 
time business concierge experts. 

Designated a “Lighthouse Prop- 
erty,” which means that it has up- 
scale amenities such as WiFi in the 
lobby, the Hampton Inn offers 110 
larger-than-usual rooms with two 
phones and king-sized beds. In ad- 
dition to the complimentary daily 
breakfast, there will also be a com- 
plimentary dinner buffet on week- 
nights (Monday to Thursday). 

“The Scotto Brothers decided to 
rise from the ashes and rebuild,” 
says Pinero. “That’s the kind of 
commitment we have.” The grand 
opening is Thursday, January 13. 
Hampton Inn (HLT), Route 1 

South & Ridge Road, Mon- 
mouth Junction 08552. Iris M. 
Pinero, ral manager. 
609-951-0066; fax, 609-951- 
8666. Home page: www.- 
hamptoninn.com 


Institution 30-yr. fixed | 15-yr. fixed yr. ARM 
rate / pts. rate / pts. rate / pts. 
| AA E Mortgage ___| 877-793-1400 | 5.38/0.00 | 4.88/0.00 | No Quote 
|Absolute Mortgage Co. __|_877-606-RATE | 5.38/0.00 | 4.88/0.00 | 2.88/0.00 
JAHM | 800-924-9091 | No Quote | No Quote | No Quote | 
[American Family Mtg. _ | 609-823-4185 | 5.50/0.00 | 5.25/0.00 | 4.00/ 3.00 
| American Fed. Mortgage | _ 888-321-4687 | 5.00/2.50 | 4.50/2.00 | 3.00/0.00 
American Home Finance | 888-429-1940 | 5.50/0.00 | 4.88/0.00 | 2.88/0.00 
Amex Direct Lending __—|_ 800-426-1207 | 5.63/0.00 | 4.88/70.00 | No Quote 
|Century Mortgage Corp. | 800-224-7006 | 5.00/3.00 | 4.25/3.00 | 3.25/ 2.00 
/DiDonato Mortgage _| 609-588-9789 | 5.25/3.00 | 4.63/3.00 | 2.75/3.00 | 
1@ Mortgage Corp. | 800-328-0557 | 5.50/0.00 | 5.00/0.00 | No Quote 
|East Coast Financial ——||_- 800-353-9440 | 5.50/0.00 | 5.00/0.00 | No Quote | 
| Executive Home Mortgage | 866-234-0501 | 5.63/0.00 | 5.13/0.00 | No Quote | 
ist Constitution Bank 888-519-7677 | 5.75/0.00 | 5.38/0.00 | 3.75/0.50 | 
First Rate Mortgage 800-887-9106 | 5.50/0.00 | 4.88/0.00 | No Quote | 
| First Washington State Bk. | 800-992-FWSB | 5.75/0.00 | 5.13/0.00 | 5.00/0.00 | 
Home Finance of America | 800-358-5626 | 5.38/0.00 | 4.88/0.00 | 2.88/0.00 | 
interState Net Bank 866-ISNBANK | 5.75/0.00 | 5.25/0.00 | 3.63/0.00 | 
Lighthouse Mortgage 800-784-1331 | 5.50/0.00 | 5.00/0.00 | No Quote — 
Madrate.com 877-4-MADRATE | 5.38/0.00 | 4.88/0.00 | No Quote | 
Main Line Travistock Mtg. | 877-876-3600 | 5.38/0.00 | 4.88/0.00 | No Quote 
National Future Mtg. 800-291-7900 5.38/0.00 | 4.88/0.00 | No Quote 
Sandhills Bank 866-812-8793 | No Quote | No Quote | No Quote 
| Turnstone Mortgage 800-757-7514 | 5.63/0.00 | 4.99/0.00 | 3.38/0.00 | 
United Bank of Phila. 215-351-4600 | No Quote | No Quote | No Quote 
Rates provided by the National Financial News Services. Rates valid as of January 3, 2005 & are subject to change without notice. 
For additional information on mortgages, go to: www. TrentonMortgageRates.com or call the Pro-Consumer Help Line (800) 939- 
6367. Rates may be for new applicants only; contact lender for terms, fees, and APR’s of listed quotes © 2002 NENS 


Leaving Town 


In 2002 A. J. Phillips received a 
five-year $450,000 loan from the 
New Jersey Economic Develop- 
ment Authority’s seed capital pro- 
gram for his company, ‘Precision 
Instrument Corporation. His was 
the lead story in the annual Sur- 
vival Guide edition two years ago 
(U.S. 1, January 1, 2003). The first 
year of this loan provided for a 
moratorium on principal and inter- 
est, and only the interest was due 
for the second year. Phillips has va- 
cated his laboratory at the Hill Re- 
frigeration complex in Trenton, 
and leaving debt behind. 

A 1988 graduate of Radford 
University in Virginia, Phillips 
bootstrapped his company, trying 
to manufacture an electrochemical 
sensor system for doing analysis 
on lubricating fluids used in inter- 
nal combustion engines. His debt 
to the EDA, $310,000 in principal 
and interest, is in the hands of attor- 
neys. 

“We do our best to assist busi- 
nesses, especially technology busi- 
nesses, and to work out suitable 
payment arrangements,” says 
Glenn Phillips, spokesperson for 
the NJEDA (no relation to A.J. 
Phillips), “but sometimes things do 
end up in litigation.” 


Precision Instrument Corpo- 
ration, 4 Chelten Way, Tren- 
ton. A.J. Phillips, president. 


Freight Cargo Logistics LLC, 
20 Wall Street, Princeton 
08540.. Silvio Travia, presi- 
dent. 609-688-8642; fax, 
609-688-8662. Home page: 
www. freightcargologis- 
tics.com 


After Sylvio Travia moved his 
international freight forwarding 
business from Montgomery Knoll 
to Research Park, he changed the 
name from Embassy Cargo NJ to 
Freight Cargo Logistics LLC. 


Matrix Development Group, 
Forsgate Drive, CN 4000, 
Cranbury 08512. Joseph S. 
Taylor, president and CEO. 
732-521-2900; fax, 609-395- 
8289. Home page: www.- 
matrixcompanies.com 


Allianz Life Insurance chose 
Matrix Development Group to 
manage “Turnpike Crossing,” a 
three-building, 1.2 million-square- 
foot industrial complex in South 
Brunswick. Randy McIntyre will 
be in charge of 111 Interstate 
Boulevard (occupied by Wel Com- 
panies, Invacare and Fisher & 
Paykel), 113 Interstate Boulevard 


(currently vacant), and 115 Inter- 
state Boulevard, a 526,000-square- 
foot facility leased to the Chil- 
dren’s Place. 


NexMed (USA) Inc. (NEXM), 
350 Corporate Boulevard, 
Robbinsville 08691. Joseph 
Mo, CEO. 609-208-9688; fax, 
609-208-1868. Home page: 
www.nexmed.com 


NexMed closed $7 million in 
private funding by selling 5.5 mil- 
lion shares of common stock to its 
investors. It develops NexACT 
transdermal drug delivery technol- 
ogy — Alprox-TD and Femprox 
creams for ED and female sexual 
arousal disorder, respectively. 


United Cerebral Palsy Asso- 
ciations of New Jersey, 354 
South Broad Street, Trenton 
08608-2502. Nancy Hanisch, 
609-392-4004; fax, 609-392- 
3505. 


The cerebral palsy organization 
received $20,000 from the Henry 
H. Kessler Foundation, part of a 
$6.2 million disbursement, most of 
which went to the Kessler organi- 
zations in West Orange. The Tren- 
ton-based group will use the mon- 
ey to increase access for families 
and mdividuals to try augmenta- 
tive communication devices before 
purchasing. 


Crosstown Moves 


Stoolmacher Consulting 
Group, 2403 Brunswick 
Pike, Lawrenceville 08648. 
Irwin Stoolmacher, president. 
609-393-0668; fax, 609-393- 
0855. 


Irvin Stoolmacher moved from 
2850 Brunswick Pike, where he 
was subletting from Borden Perl- 
man, to a different office on 
Brunswick Pike. His phone and 
fax are new. Stoolmacher does 
fundraising, planning, and com- 
munity/public relations for non- 
profits, hospitals, educational, and 
advocacy organizations. 


Joseph Pirone, 82, on Decem- 
ber 25. He and his wife owned and 
ran the County Line Inn on Route 
206 for more than 20 years. 


Stephen L. Kuepper, 54, on 
December 29. A historian and 
bioethicist, he worked for the state 
Office of Legislative Services, 
most recently as chief of the Au- 
thorities, Utilities, Transportation, 
and Communications Section. 

Charles B. Koze III, 58, on 
December 31. He was a senior as- 
sociate at CUH2A on Lenox Dri- 
ve. 


Herbert William Kale, 94, on 
December 31. He founded Kale’s 
Nursery and Landscape Service 
on Carter Road. 


OFFICE/WAREHOUSE 
EWING 


8 Industry Court 


* 4,000 sq. ft. Single Story Building 

* 3,200 sq. ft. Office and 800 sq. ft. Warehouse 
* 200 AMP 3 Phase Electric Service 

* 16’ Ceiling Heights 

¢ Excellent Condition 

¢ For Sale 


RIDOLFI 


& ASSOCIATES, L.L.c. 


Exclusive Broker 


609-581-4848 


Commercial Real Estate 


For Sale - Lambertville 


ST 


3-storied mixed use building in heart of CBD with 
both retail and apartments. Over 4500 SF of raw 
space for potential upside. 


Ces os 


For further information call: 
Tim Norris, CCIM 


609-921-1070 


| ee ee 
Office Spaces 
Small & Large 


FROM $245/MONTH ¢ FROM $15.00/SG.FT. 
=> 200 S.F., 600 S.F., 400 S.F., 1,000 SF. 


=> Multi-story garage across the street, with monthly parking 
=> Large, five story elevator building; entrances 

open late to accommodate evening hours. 

Freshly renovated spaces, some overlooking 


=> Princeton University Campus, some featuring 
attractive architectural elements. 


= Brokers Protected 


peat etch beth oo wey es 
Special Rates for Tenants Only 
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DAY CARE/OFFICE SPACE 


“WING 


HOM CASRN RT RSNA RONNIE: 


1440 Pennington Road 


* Two-Story 12,629 Sq. Ft. Office Building 

¢ 5,200 Sq. Ft. Available Day Care/Office Space 

* Route 31 Corner Location near North Olden Ave. 
¢ Elevator Service 

¢ 50-Car Parking Lot 

¢ For Lease 


Exclusive Broker 


609-581-4848 


RIDOLEI 


& ASSOCIATES. L.L.c. 


Commercial Real Estate 


Foal OF DOWNTOWN PRINCETON | 
TWENTY NASSAU STREET 


Retail Store 
Available 


500 square feet, perfect for chic, 
charming merchandise, with a 
Princeton flair, $1,690 monthly. Sorry, 
no food service or nail salons. Please 
call 609-927-7027 — Monday through 
Friday, 9AM-10AM - 


| BROKERS PROTECTED 


NOW LEASING 
Aggressive Pricing 


63,000 SF Three-story Class A Office Building 
33,000 SF Available - Full Floor (21,000 SF) 


a a 


* On-Site Management 

* Expansive Campus Setting 

* Generous Work Letter Provided 
* Immediate Occupancy 

¢ Princeton Route | Corridor 


Please Contact: 
Wayne Kasbar DougTwyman Adam Silver 
N E WMARK Exclusive Agent 
732-750-4000 


NEWMARK REAL ESTATE OF NEW JERSEY, L.L.C. 


we 


U.S. 1 Classifieds 


HOW TO ORDER 


Phone, Fax, E-MailThat's all it takes 
to order a U.S. 1 Classified. Call 609- 
452-700Q or fax your ad to 609-45§2- 
0033, or use our E-Mail address: In- 
fo@princetoninfo.com We will con- 
firm your insertion and the price. It won't 
be much: Our classifieds are just 50 
cents a word, with a $7 minimum. Re- 
peats in succeeding issues are just 40 
cents per word, and if your ad runs for 16 
consecutive issues, it’s only 30 cents 
per word. (There is a $3 service charge if 
we send out a bill.) Box service is avail- 
able. Want to run your ad on the Inter- 
net, as well? it’s free! Your U.S. 1 


classified will automatically be post- 


ed at princetoninfo.com. 


OFFICE RENTALS 


Available for Immediate Occupan- 
cy At:145, Route 31 North, Pennington, 
NJ. Veterinary Clinic - 1,900 SF, Bank 
with drive-in shelter & vault - 1,200 SF, 
Office - 1,500 SF, Office - 560 SF, Office 
- 490 SF. Very clean properties, ample 
parking, monthly leases available for 
apartments. 609-466-2000. | 


Available Immediately194 Nassau 
Street. 585 Sq. Ft. office. 3rd floor with el- 
evator. New paint, new carpet through- 
out. Please call for details. 609-921-6060. 


Furnished Office ShareCranbury, 
for Massage Therapist, Affordable - 
Flexible. Call 609-315-0808. 


Hamilton Square OfficeSubiet, util- 
ities included $600. 609-586-6991 ask 
for Ralph. 


Hightstown:1 ,000 sf combination of- 
fice (350 sf), small warehouse (650 sf) 
perfect for small contractor. Two over- 
head doors, office has bathroom, ajc, 
carpet. $850/mo. plus utilities. Call 609- 
448-6628. 


Kingston: Self contained office 
suites sized 560 sq. ft. and 1000 sq. ft. 
available in uniquely styled building 
complex. On Rt. 27, minutes from 
Princeton and Rt: 1. Modern layout and 
facilities. 609-924-9700. 


LawrencevillePsychotherapy office 
space in prime location on Princeton 
Pike. Choice of 5 offices including group 
room. Available immediately. Contact 
Dr. DeMarzo at 609-895-8808. 


Pennington/Hopewell: Straube 
Center offices and office suites immedi- 
ately availabie. Short and long term from 
100 to 3,600 square feet. From $300 per 
month. Storage space, individual sig- 
nage, fax, copier, T1 line, and tele- 
phones. Tel: 609-737-1308; E-mail: 
tqmpropmgm@aol.com; website 
www.straubecenter.com. 


Plainsboro Office Suites Available: 
700 Sq. Ft. to 11,000 Sq. Ft. immediate- 
ly available.. Separate entrance, sig- 
nage, utilities, HVAC in well maintained 
office park. Call 609-799-2466 or e-mail 
tqmpropmgm@aol.com. 


Princeton, 145 Witherspoon Street: 
3 room office available immediately. 
$550/month. 609-799-2235. 


Princeton: Nassau Street. Sublet, 
small office space in great building. Call 


609-430-9029. 


South Brunswick Twp.2 miles from 
Route 1 Corridor, includes off street 
parking, 2,306 sf. Joined or separate 
units 500 sf to 1,000 sf. $15.35 average 
sf cost, plus utilities. 609-655-8700. 


BUSINESSES FOR 
SALE 


All Cash Vending Route For Sale: 
50 high traffic locations. Great extra in- 
come. Sell for $5000. 1-800-568-1392 
or www. vendingthatworks.com. 


RETAIL SPACE 


North Main Street Pennington: 
1500 sq ft of retail space. $2200 water 
and sewer provided. 609-737-2800. 


INDUSTRIAL SPACE 


Office Warehouse Lab/Flex Space: 
5000 - 15,000 Sq. Ft. $4.50 per sf, plus 
triple net Levittown, Pa, Highway com- 
mute 609-865-5071. 


HELP WANTED 


C Space Available. 


For details on space 
and rates, contact 


COMMERCIAL SPACE REAL ESTATE SERVICES 


Experts in Flex. Hamiiton And Lam- 


bertville OfficeWH, dist. units, show- 
room. All sizes, great rates and build- 
ings! Lauri at 609-731-0378. 


Princeton, Trenton, Hamilton, Hopewell, Montgomery, 
Ewing, Hightstown, Lawrenceville and other Mercer, 
Somerset & Middlesex Communities. Class A, B and 


www. WeidelCommercial.com 


HELP WANTED 


PV EIDEL 


Get Your Real Estate License In As 


Little As 14 Days!-Call Josh Wilton, 
Manager, Weichert Realtors Princeton 
Office. 609-921-1900. 


STORAGE 


Princeton: 10 minutes north. 
290/483 sf. Storage only. discounted 
rent: $140/$200. 609-921-3867. 


HOUSING FOR SALE 


Ewing Cape:in excellent neighbor- 
hood (Hillwood Manor). Ready to move 
in! 4BR, 2BA, Det. Garage, Partially fin- 
ished basement. Easy to 195. $249,490. 
Owner is a licensed NJ Realtor. By appt. 
609-890-4948. 


HOUSING FOR RENT 


Available For immediate Occupan- 
cy At:145, Route 31 North, Pennington, 
NJ. Apartments. Upstairs - 1,150 SF, 
Upstairs - 775 SF, Upstairs - 360 SF, 
Ground Floor - 800 SF. Very clean prop- 
erties, ample parking, monthly leases 
available for apartments. Cail Mr. Sath 
Annamalai at 609-466-2000. 


East Windsor, Route 130. Two- 
room Sulte:(450 SF) and three-room 
suite (750 SF) in professional building. 
Call 609-730-9575. 


. Ewing:One bedroom plus den apart- 
ment near TCNJ available immediately 
$750 includes heat. 609-799-2235. 


Hamilton Square: one bedroom 
apartment in private wooded setting 
near MCCC available Jan. 15. $725 in- 
cludes heat. 609-799-2235. 


RESORTS 


Awesome! Grand Cayman, beach 
front resort, quiet area. Dive shop, 
restaurant, beach bar and pool. 1 or 2 
bedroom oceanfront. Great place to re- 
lax/enjoy water sports, tennis. Weekly 
rental. Call Bill at 609-620-1030 or 
cpnweb@aol.com. 


CLEANING SERVICES 


AllstateCleaning.com‘All kinds of 
textile, vinyl, stone, tile floors restored 
like new. Wood floors? No sanding! Free 
evaluations. 609-586-5833. 


Cleaning, Ironing, Laundryy Pol- 
ish women with a lot of experience. Ex- 
cellent references. Please call Inga: 
609-530-1169. Leave message. 


House Cleaning / Odd JobsRefer- 
ences provided. Very experienced. Excel- 
lent cleaner and cook. AMs till 2 pm. pre- 
ferred. Call 609-947-8696. Ask for Mila. 


J&A Cleaning Services: House 
cleaning, office cleaning, floor cleaning, 
carpet cleaning, garages, references, 
bonded insured. 609-712-3924. 


HOME MAINTENANCE 


Handyman:House call for Electrical, 
computer service, project or chores 
around the house. No job is too small. 
Reasonable rates! Call 609-903-8873 or 
609-275-6631. 


Pennington Borough:New 2 bed- 
room, 1 bath all appliances with central 
air. Wash/dryer. Nelson Real Estate. 
609-730-0575. 


Studio Apartment:Princeton, cen- 
tral Nassau Street. Private entrance, 
shared bath. Large, quiet. Low rent. 
609-688-1600. 


Three Bedroom, Two Bath Ranch: 
One mile from downtown Princeton. 
$1850. Call 609-585-4443. 


Townhouse for RentLawrenceville. 3 
bedrooms, 2.5 baths, fireplace, eat-in 
kitchen. Near train and shopping. Available 
immediately. Gas heat. $1700 plus utilities. 
Owner is Realtor. Call 732-329-3875. 


Yardville-Crosswicks: Stately 4 
bedroom Greek Revival home on 1.5 
acres with in-ground pool, 2 fireplaces, 
10 ft. ceilings, bsmt rec room, remod- 
eled baths, and large kit w/all new appli- 
ances. Annual lease, non smoker, no 
pets, security deposit & references re- 
quired, $2,200/per month plus utilities. 
609-924-9700. 


CONDOS FOR RENT 


Pennington BoroughUpscale con- 
dos. 2 bedrooms, 2 baths. New, quiet, 
elevator. Some fully furnished units. 
Pennington Court. 609-730-0575. 


Pennington:95 Knox Court. Unit at 
Hopewell Grant, with all the extras. Fur- 
nished 3 bedroom. Nelson Real Estate. 
609-730-0575. 


new stove. . Smoke/pet 
free. Available immediately. $1,150 per 
month plus utilities. Call 609-658-8934. 


BUSINESS SERVICES 


48 Hour WebPage ast, affordable 
& reliable web design services. office 
609-656-9014 - 609-915-8799 
www.48hrWebPage.com. 


Books Scanned:imaging for books, 
notebooks, ledgers, newspapers and 
magazines. Great image by binding. 
Oversized OK. 609-587-9961. 


C.R.F. Home ServiceBusy life, not 
much time. Let me be your answer for 
you in the home, or around the yard jobs. 
Res. rates, free estimates, exp. Call 
908-281-6641. 


Getting The Most Bang For Your 


Advertising Buck?: We have 20+ 
years experience providing small busi- 
ness owners with affordable advertising 
solutions that deliver PROVEN RE- 
SULTS. Empire Design, Inc. Toll Free 
866-642-8268. 
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COMPUTER SERVICES 


Computer Whiz:inexpensive, quaii- 
ty computer repair. Visits as low as $25. 
Virus and Spyware removal, network- 
ing, upgrades and more. Call Eliot: 609- 
683-7203 or 732-921-8925. 


House and Office CalisPersonal 
Attention to your computer problems. 
Call us at anytime. Princeton Computer 
repairs, LLC - 609-716-1223. Days, 
nights, weekends, holidays. 


Onsite Repairs Upgrades, network- 
ing, just help. Home & Small Business. 
Microsoft Certified System Engineer. 
Call Acube Inc. 732-406-1654. 


PHOTOGRAPHY 


Models & Actors: Professional 
Headshots, Modeling Portfolios, Com- 
posite Cards, Agency Mailing Labels. 
Studio: 732-221-6678. www.Commer- 
cialPhotographyOnline.com. 


FINANCIAL SERVICES 


Bean Counters For Smaller Com- 
panies Needing Part-time Bookkeep- 


ers: Full service for larger companies in 
need of financial guidance. Certified, 
professional and proven! If you want a 
“bargain,” try us — you'll like our service! 
Basic bookkeeping, taxes, account- 
ing...please refer to our web page at: 
www.cfomgmtsvces.com — CFO Man- 
agement Services LLC. 609-443-1594. 


Tax Returns, Bookkeeping, Finan- 


clal Statements: 20+ years experi- 
ence. Reasonable rates. Brian Virgil, 
CPA, 609-371-4730. 


CLASSIFIED BY E-MAI 


info@princetoninfo.com 


Continued from preceding page 


th Your Instant Office is Ready 
at Office Gallery! 


OFFICE 
GALLERY 
The Office Solution 


* Instant Telephone Activation 
* Short-Term Office Leases 

* Full Secretarial Support 

* Home Office Support 


* Ready for Business the Day You Move In 


¢ Personalized Answering Service 
* Individual & Multi-Office Suites 
* Elegant Conference Rooms 


“Free Use at Over 360 Locations Worldwide” 


Locations in: 


Princeton 609-452-8311 


Bridgewater 908-231-1811 
Meadowlands 201-804-0900 
Mount Laurel 856-727-5300 

www.officegalleryinc.com 


www.abcn.com 
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RESEARCH PARK, 
ROUTE 206, PRINCETON 


17 Buildings Totaling Over 427,000 SF 
Opposite Princeton Airport 

Suites from 845 - 8238 SF Available 
Princeton Mailing Address & Phone Exchange 
State-of-the-Art Fitness Center on Site 
Preliminary Approvals for New 16,000 SF Building 


NORTH BRUNSWICK 
COMMERCE CENTER 


Off Rt. 1 South 


2 Buildings Totaling 171,000 SF « Single-Story 
Office/Fiex Bldgs. Suites of 1,240 - 8,345 SF 
Available Immediately Great Access to Rts. 1, 1-95, 
NJ Turnpike, 130 & 18 Walking Distance to 

Restaurants, Shopping, Etc. 


WINDSOR BUSINESS PARK 
196 Rt. 571, West Windsor 


4 Buildings Totaling 90,000 SFSuites of 
1,622 & 3,172 SF * Space Available 
immediately * Advanced Fiber Optic Internet 
System Available » Basement Storage *- Newly 
Renovated Building Available Immediately 


¢ WAREHOUSE 


/ FLEX SPACE - 


ENTERPRISE PARK 
Silvia St. Off Sullivan Way 
3 Buildings Totaling 90,000 SF « Space available up 
to 10,000 SF * Loading Docks/Drive-in Doors 

18 Ft. Clear in Warehouse ¢ 1 Mile to Trenton 


Mercer Airport & Trenton Co. Club 
Within 2 Miles of Exit 2 Interstate 95 


Commercial, Industrial & Land 


194 NASSAU STREET, 


PRINCETON, NEW JERSEY 08542 + ESTABLISHED 1952 


CONTACT MARK HILL or JON BRUSH 


609-921-6060 


or www. HiltonRealtyCo.com 
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HELP WANTED HELP WANTED 


RECENT GRADUATES -— 
PARENTS — COLLEGE SENIORS 


¥ Are you a RECENT GRADUATE who needs help launching 
a new career? 


¥ Are you a PARENT worried about how to help your grad 
navigate an uncertain job market? 


¥ Are you a COLLEGE SENIOR wondering what the next step is? 


If so, Princeton Career Advisors can help. Our CAREER 
COMMENCEMENT SERVICES PROGRAM is especially 
designed to meet the challenges facing recent graduates 
and their parents. 


We offer you: 


* Resume writing and cover letters that get attention 
Successful job search methods and how to develop a self- 
marketing plan 

Effective interviewing skills and techniques 

Realistic objectives based upon your skills vs. the market 
An insider’s look into the hidden job market 
Networking skills that will help you reach hiring 
managers and gain job leads 

Salary and negotiation tools 

A business perspective from experienced managers and 
Human Resources professionals 


Call Princeton Career Advisors at (609) 524-4001 and speak 
), with Melissa Daley or Kathy Corr. For more information 
| about us, visit our website at www.pca-us.com. 


STAFFING Now/SNI FINANCIAL 


125 Village Blvd., Suite 330 ¢ Princeton Forrestal-Village 
Princeton, NJ 08540 ¢ njtemps@staffingnow.com 


609-452-0287 Fax 609-452-0289 


www.staffingnow.com 


Start the New Year off right!'Get a job! Front 
desk person needed at this Princeton company. 
Must be professional, articulate, friendly & 
possess strong phone skills. If this describes 
you, call today to interview. We are EOE. Staff- 
ing Now offers medical, 401k, and vacation/ 
holiday benefits. . 


Customer Service 

New Year, New Opportunities! Fabulous long- 
term & temp-to-hire opportunities in the Mercer 
and Bucks County areas. Must have basic com- 
puter skills, an outgoing personality and a 
professional manner. Previous customer ser- 
vice experience is preferred. We are EOE. Staff- 
ing Now offers medical, 401k, and vacation/holi- 
day benefits. 


a 


Can You Deliver? 


TAX SERVICES 


Continued from prior page 


Tax Preparation and Ac- 
counting Services: For individu- 
als and small businesses. Notary, 
computerized tax preparation, 
paralegal services, Your place or 
mine. Fast response, free consul- 
tation, reasonable costs. Gerald 
Hecker, 609-448-4284. 


PERSONAL 
SERVICES 


Get Fit in Two Hours/Week: 
See our column in December 8, 
U.S.1 or call: Bill DeSimone, 
NSCA-CPT, 609-462-7722. 


CHILDCARE 


Child Care in Loving Home: 
NJ State Certified. First Aid 
trained. CDA. Weekly music pro- 
gram. Call 609-897-7846. 


Childcare: Provider of 25 
years has opening in her Hamil- 
ton home. Infants-two years. 
609-584-6223. 


Nannie & Elder Care Profes- 
sionals: Needed for families 
908-281-9910 or apply online 
carefulcaregivers.com. 


HELP PORTED. 


“JOBS 0 ON THE SQUARE” 
www.palmersquare.com 
Palmer Square Stores 
and Restaurants 
Located in Downtown Princeton 


Find out about exciting fob 
opportunities at our stores and 
restaurants on our updated website. 


HEALTH 


Authentic Happiness 
Coaching/Life Management: 
There’s got to be more to life. Re- 
claim your birthright. Fay Elliott 
Moore, 609-933-1625 or www.- 
FullyAwakeine. com. 


Compulsive Eating Sup- 
port Group For Women: It is 
possible to stop dieting and still 
lose weight. Ask me to explain 
how. Call Kristin at 609-462- 
4717. 

Do You Have A Smart Body: 
Exercise smarter not harder! Ex- 
perience guaranteed results, in 
the comfort of your home, with 
Knowledge & Power Personal 
Training. $25 discount with this 
ad. Call 609-844-0812 


Free Map For Healthy Liv- 
ing: Free report shares health 
specialists’ findings and ideas 
for protecting you and your fam- 
ily from debilitating illness 
caused by polluted environ- 
ments all around us. Call toll 
free 24 hour recorded message 
for your free copy. 877-861- 
0343 


Head To Toe Massage: 60 
minute - 2 hours! By appoint- 
ment only. Monday thru Thurs- 
day. 609-315-0808. 


HELP WANTED 


© Customer Service 
© Telemarketing 
¢ Full & Part Time 
° Administrative Assistants 
e Data Entry Clerks 


TEL: 


(609)919-9100 


CALL 
US 
TODAY 


HEALTH 


Meryl's Meditative Therapeu- 
tic Massage: Soothing, Swedish, 
Certified. Same-day appoint- 
ments. www.netspree.com/meryl. 
609-252-1525. 


Personal Training: Train one 
on one in our Hamilton Square 
studio Call 609-631-7958 or visit 
our website at www. fitnessinno- 
vations. org. 

Personal Training: Weight 
Loss, bodyfat reduction, 
strength, flexibility, endurance, 
yoga, pilates. David Goldberg 
A.C.E-Certified Personal Trainer 
609-883-5579. 


Sinus Problem, Migranes Or 
Chronic Fatigue?: The BioSET 
Therapy- a_ natural proven, 
unique method that permanently 
clears allergies and sensitivities 
will help you. Please call: Natural 
Therapeutic Care. Phone: 609- 
587-0870. 


MENTAL HEALTH 


Supportive Psychothera- 
peutic Services: How are you 
responding to the challenges of 
your life? Are you depressed, 
anxious, having relationship or 
family problems? Get compe- 
tent, caring help and support. 
Convenient Lawrenceville loca- 
tion. Dr. Nena Sapp, Licensed 
Clinical Psychologist and Bar- 
bara Kuti, Licensed Professional 
Counselor. 609-883-2918. 


INSTRUCTION 


Attention Food Connois- 
seurs and Cooking Hobby- 
ists: Free report reveals secrets 
of great chefs for preserving nat- 
ural tastes while preparing foods 
and beverages. Call toll free 24 
hour recorded message for your 
free copy. 1-877-861-0343. 


Tutoring And Test Prep: Tu- 
toring in: Algebra, Geometry, 
Trigonometry, Calculus, Statis- 


HELP WANTED 


Temp: rary 


etem p-to-Hir 


PRINCETON, NJ 08648 


= | | Tell us about yourself and why you 
| are free to deliver on Wednesdays: 


Every Wednesday we | 


‘ea WINDSOR 
YVPLAINSBORO 


deliver 19,000 copies 
of U.S. 1 newspaper 


NEWS 


to 4,500 business 


locations in the 


greater Princeton 


area. Every other Friday we deliver 


the West Windsor & Plainsboro 


News to homes in those towns. 


We welcome people with common 


sense, curiosity, and a reliable 


Mail or fax us a note, or fill out the | 
form at right. We hope to hear from you. 
E. 


car to help us do the job. 
Starting pay: $10 per hour! ieee 
Plus Mileage! Plus Bonuses for 7 qamees 
information you provide our editors! 1a 

one 


Mail to U.S. 1 Delivery Team, 12 Roszel Road, 
Princeton 08540; or fax to 609-452-0033 


i ide cnage diets ciilien teem <allipy Cine tance exmeme eles ‘amie unis ienmn ‘al 


Direct-Hire 


Careers USA’ 


Putting people to we 


Specializing in Direct Hire, Temp-to-Hire 
and Temporary Placements. 


¢ Administrative 
* Clerical 
¢ Warehouse 


J&J STAFFING RESOURCES 


103 Carnegie Center, Suite 107 
Princeton, NJ 08540 
Phone: 609-452-2030 


www.JJSTAFF.com 


INSTRUCTION 


tics and Physics. Test prep in: 
SAT, PSAT, AP Calculus, AP 
Physics, AP Statistics. For more 
information call Tom at 609-203- 
8658. 


ENTERTAINMENT 


Princeton Music Connec- 
tion: Weddings/holiday parties 
& corporate events. Party bands, 
DJs, classical and jazz. 
www.princetonmusic.com 609- 
936-9811. 


Wanted Film Director: For 
non-formula screenplay; PG 
dramaj/light comedy; set in Cen- 
tral NJ & E PA. PO Box 275, 
Lakehurst, NJ 08733. 


AUTOMOTIVE 


1994 Mercedes: 420E, 8 cyl., 
pw., pdl., ps., sunroof. 106K still 
under warranty, graphite with 
gray leather. Second owner. 
Mint. Just completed 100k 
check-up. $13,000. obo. 917- 
414-0020. 


MERCHANDISE 
MART 


Ten Tier Merry-Go-Round: 
Parts bins. H.D. Metal $190. 9 
foot-long portable yellow speed 
bumps. $60. Call 609-587-0608. 


Wanted: Good Home For 
Our Paintings: Two N.J. artists 
with works in public and private 
collections seeking collectors of 
contemporary art. Studio in Edi- 
son. By appointment only 732- 
248-0597. 


ANIMALS 


All Good Dogs Daycare: 
Don't leave your dog home 
alone! We offer: socialization, 
play yards inside/out a happy 
well exercised dog! Call 609- 
275-7177 or www.aligooddogs- 


daycare.com 


Rocky Top Dog Park: Mem- 
bership plans, park has lights! 
Socials for small breeds. Play 
groups for puppies. Dog - exer- 
cising service. 609-279-2750 


__ www.rockytopdogpark.com 


OPPORTUNITIES 
The Best Kept Secret: Mon- 
ey for life, call for a free CD about 


the MLM company everyone’s 
talking about! 609-896-0743. 


CLASSIFIED BY PHONE 


609-452-7000 
HELP WANTED 


JANUARY 5, 2004 


U.S. 1 


Employment Exchange 


HOW TO ORDER 


Phone, Fax, E-MallThat's all 
it takes to order a U.S. 1 Classi- 
fied. Call 609-452-7000 or fax 
your ad to 609-452-0033 or use 
our E-mail address: info@- 
princetoninfo.com Our classi- 
fieds are just 50 cents a word, 
with a $7 minimum. Repeats in 
succeeding issues are just 40 
cents per word, and if your ad 
runs for 16 consecutive issues, 


HELP WANTED 


Transcriptionist: Work from 
home. Over night assignments, 
30 pages over night. 2 nights per 
week. Total pages 180 pages per 
week. Four year college degree. 
Experienced only, no exceptions. 
Send resume to P.O. Box 365, 
Monmouth Jct., NJ 08852. 


CAREER SERVICES 


JOBS WANTED 


ing the dBaselll+ and Clipper en- 
vironments and knowledge of 
SQL. Box 227029. 


Recent grad BS In Business 
Administration seeking entry 
level career opportunity in market- 
ing/management/sales. _Refer- 
ences/resume on request. Please 
call Greg Dashkewicz at 732-803- 


JOBS WANTED 


Corridor, so | may better balance 
my 70+ hour work weeks and my 
family times. | need an owner 
ready to allow for someone else 
to take the reins and reap the 
benefits of new leadership. | will 
meet, evaluate and make recom- 
mendations with most who re- 
spond, Please reply to U.S. 1 Box 
226962 with your name, compa- 
ny name, phone number and/or 


Richard K. Rein 


71 


Our boss's New Years reso/ution was 
to do more writing, and he has been: 


writing captions, 


writing pull quotes, 


writing checks, and writing memos. 
Lots of memos. Will he add co/umns 
to that list? We shall see. 


HELP WANTED 


HELP WANTED 


it ly 30 6753 or email dz732@aol.com. 
its only 30 cents per word. Sa Sie at eae nines - Onl end tele Tis fret eaten i 5 
on Enam vom Sal he Riis “Senior Executive With 20 @liminating the limitations you STE PP| N 
HELP WANTED ton. Includes live “hands-on” Years: as a CEO, COO, CMO, have — pet sate at 
training. For information call EVP, Sales and Marketing Is 
A Growing Company In pesimone Excercise Services, [king for a life change. If your Word Processor:Seventeen 


Princeton: |s looking for a ma- 
ture person to interact with our 
executive clientele. This will re- 
quire both email and phone cor- 
respondence. Training provided. 
Primary job functions typically 
require exercising independent 
and strong work ethics. Prior 
Sales experience a plus. Very 
professional environment with 
salary, commissions, bonus and 
health plan provided. Contact 
Ken Levinson 609-375-2373. 
Email klevinson@executiveca- 
reermoves.com or ehowell@ex- 
ecutibecareermoves.com. 


609-462-7722. 


JOBS WANTED 


Job Hunters:!f you are look- 
ing for a full-time position, we 
will run a reasonably worded 
Classified ad for you at no 
charge. We reserve the right to 
edit the ads and to limit the num- 
ber of times they run. If you re- 
quire confidentiality, send a 
check for $4 with your ad and re- 
quest a U.S. 1 Response Box. 
Replies will be forwarded to you 
at no extra charge. Mall or Fax 


business is suffering from a lack 
of growth and direction, | will pro- 
vide the strategy, energy and 
sweat to help you grow I. | have 
built start-ups, grown $100+ mil- 
lion companies, and divisions of 
Fortune 100’s. | am looking for a 
challenge within the Princeton 


plus years of experience in the 
legal and environmental fields. 
Skills include Word XP, Outlook, 
Powerpoint, Excel, Access, 
Delta View, Dictaphone and 
Adobe Acrobat. Contact Bob at 
pietrurd@yahoo.com. 


Mail Clerk 


Mathematica Policy Research, Inc., has an immediate 
opening for a responsible, detail-oriented individual to 
oversee all mail/delivery operations for our 
Princeton/Plainsboro offices. 


BIRKENSTOCK 


SHOES 


EMPLOYMENT 
OPPORTUNITIES 


Resps. incl. collecting/delivering mail, processing shipping 

invoices, maintaining mailing equip, delivering/picking up 

materials, & maintaining company van. Some heavy lifting 
& use of hand trucks may be req'd. 


your ad to U.S. 1 Jobs Wanted, 
12 Roszel Road, Princeton, NJ 
08540. You must include your 
name, address, and phone num- 


Fitness Trainer: instructors, 
desk, childcare, administrative & 
maintenance positions. Apply in 
person. Pennington Athletic 


New Hope, PA 
ASSISTANT 


Club, 1595 Reed Road, Pen- 
nington. 609-730-8100. 


Mortgage Industry Experts 


Needed: To expand competence 
of local management consulting 
firm assisting mortgage compa- 
nies. Need experience in one or 
more areas:!T/software, process- 
es/operations, marketing/sales. 
Freelance, part-time work with 
role expanding if successful. Con- 
tact Matt at 609-799-4255 or 
matt@ag-infonet.com 


Now Hiring:Companies des- 
perately need employees to as- 
semble products at home. No 
selling, any hours. $500 weekly 
potential. Info 1-985-646-1700 
Dept. NJ-1139. 


Sales Marketing Assistant: 


Part-time. Computer company in 
Monmouth Junction is looking for 
an energetic sales marketing as- 
sistant to aide with quote prepa- 
ration, and other sales and mar- 
keting related tasks. Must have 
knowledge of computers. Call 
732-329-0555 to apply. 


HELP WANTED 


~~ SNELLING 


PERSONNEL SERVICES 


ber (for our records only). 


Certified Nursing Assistant: 


Looking for full time employ- 
ment, with 8 years experience 
taking care of the elderly. Excel- 
lent References. 215-788-7771. 


FT/PT position sought by 
good communicator in market- 
ing/advertising and Public Rela- 
tions areas preferred. Institu- 
tions in Princeton, Trenton 
Zones. Full skill sets. Contact 
Sundaram. 609-897-0453. 


Medical Physics Ph.D.tbok- 
ing for a challenging scientific 
computer programming position. 
Strong academic background in 
biology, physics and biomedical 
and radiation sciences. Over 
twenty years of Fortran program- 
ming experience; including more 
than ten years of developing bio- 
medical and statistical applica- 
tion software, use of computers 
to stimulate physics experiments 
and exposure to digital signal 
processing of clinical data. Ex- 
tensive experience in database 
management programming us- 


HELP WANTED 


600 Alexander Road 
Princeton, NJ 08540 


lelping Others Achieve The Success They Desire. 
Market Research Project Mgr. $75-80K+ 


Int'l. Pharma. Market Research co. Qualitative and quantitative 
projects, design questionnaires, moderate and in-depth interviews, 
report writing, analyze results (SPSS & Excel prefd.). Light travel. 
BS degree or higher. 2-3 years prefd. Email to:Liz.sardi@snelling.com 
Medical Writer/Editorial Director $95K+ 


Prestigious growing Medical Education firm. “Hands-on” mono- 
graphs, publications, symposia, manage process. Interface with 
physicians, symposia, manage process. Interface with physicians, 
pitch to clients, review editors work. MD or Ph.D required. 2-3 years 
Med. Ed. writing exp a must! Email resumes to: 

Account Dir. (Med. Education) $95-100K+ 
Dynamic, growing Med. Ed. co., has fab. new oppty! Partner 


‘| w/business devel. and medical affairs to determine client needs, 
5 pitch to clients, budgets, strategic planning, design and deliver 
| presentations, proposals, BS or MBA deg. a must 8-10 years Med 


Email resumes to:Li 


Executive Assistant Fabulous Oppty! 
Temp-To-Hire & Direct Hire oppty located in Princeton N.J. Must 
have min. of 3-5 years of Pharmaceutical exp. Strong working 


| knowledge of Word/Excel & PowerPoint. interface with all levels of 


Sr. Management. Excellent communication skills, coordinating 
meetings and travel arrangements. Excellent annual salary and 
benefits. Call or submit resume to 


Office/Clerical/Warehouse/Retail 

Earn Extra $$$ for the holidays! If you are looking to make some 
extra holiday money, or would like to make a change, come 
interview with us! We're helping you achieve the success you 
desire. That's our goal! Currently interviewing for the following: 
Admin. Asst., Recept., Clerical, Data Entry, Cert, Forklift Op., Pic/ 
Pac, Quality Control, Warehouse and Retail support. Must have 
reliable transp., references and vailid 1.D. To schedule and 


immediate interview, call or email Karen.Davis@snelling.com, or 
Al ira.Quilano@ i 
Assembly Work Flex.P/T Hours 


Mfg.co Dealing w/spooling & re-spooling cables, process & piece 
work. No heavy lifting! Gen’! warehouse exp. reqd. for mfr. of 
protective sieeving. P/T hrs. with potential temp-to-perm. Call Karen 
or email resumes to: : 


609-683-4040 Fax: 609-683-5621 
www.snelling.com/snellingeast 


This position reqs. a HS Diploma or equiv., 2 years 
of exp/training operating postage equip., computer 
& keyboarding skills. Familiarity w/ Ascent & Powership 
programs a plus. Must have a valid Driver’s license 
w/a clean driving record. 


We offer a competitive salary & full benefits pkg. incl. 
3 weeks paid time off. 


Please send your resume/salary reqs. to: 
HR, Req. #3040, Mathematica Policy Research, Inc., 
P:O. Box 2393, Princeton, NJ-08543. 
Fax: 609-799-0005 
Email: HRNJ@mathematica-mpr.com 
Visit our website: www.mathematica-mpr.com 
An Equal Opportunity/Affirmative Action Employer 


WF All services in this listing have the 


CONSUMER 
BUREAU 


REGISTERED 


SEAL OF 
APPROVAL 


gam Look for it also on store fronts 
and commercial vehicles and in 
yellow page and newspaper ads! 


w= To check Consumer Bureau's 
complete unpublished Register, call 
10 a.m. to 5 p.m. Monday thru 
Friday: 


609-924-0737 


WF FOR FREE ASSISTANCE with 

a transaction involving any business 
firm located within 25 miles of 
Princeton call that same number 
any time. 


As a condition of Registration, 
ALL CONSUMER BUREAU 
REGISTERED BUSINESS FIRMS 
COOPERATE with Consumer 
Bureau's all-consumer volunteer 
panel in resolving any and all 
consumer problems brought to 
the attention of Consumer Bureau. 


CONSUMER BUREAU 


162 Alexander St., Princeton, NJ 08540 


Air Conditioning: 


LAWRENCEVILLE FUEL Since 1925. 
16 Gordon Av. Lawrenceville. 896-0141 
PRINCETON FUEL OIL CO. 
220 Alexander St. Pr. 924-1100. 
TINDALL & RANSON Plumbing, Heating & 
AirConditng. Auth. Trane dealer. 924-3434. 


Alarm Systems: 


DIAMOND ELECTRONICS 24 hr. serv. 
Burglar, fire, home theatre, central vacuum, 
telephone systems; CCTV. Fully ins. 


Auto Body Repair Shops: 


MACK’S COLLISION CARSTAR repair ctr. 
Rentals, US 130, Htstn. 448-1923. 


Auto Dealers, New/Used: 


ECONOMY MOTORS 609-758-3377. 101 
New Egypt Rd, Cookstown. 


Auto Repairs & Service: 


FOWLER’S GULF Foreign & Domestic re- 
pairs. VW Specialist, NJ Insp. Ctr. Towing & 
emergency road service. Open 7 days a 
week. 

271 Nassau St. Prn. 609-921-9707. 

LARINI’S SERVICE CENTER Road service. 
24-hour towing. Princeton: 272 Alexander St. 
609-924-8553. 


Bathrooms: 


GROVE PLUMBING & HEATING Kitchen & 
bathroom remodeling. 55 N. Main, Windsor. 
609-448-6083. 


Building Contractors: 


BAXTER CONSTRUCTION Inc. Additions, 
renovations, remodeling. 609-924-9263. 

EDWARD BUCCI BUILDERS Custom home 
builder & remodeler. Additions & renovations. 
609-924-0908. 


Building Materials: 


Building Ctr. 
Av. Ewing, 1-800-85HEATH (854-3284). 


CDs, LPs, DVDs, & Games: 


PRINCETON RECORD EXCHANGE 


Chimney Cleaning/Repair: 


E & E CHIMNEY SWEEPS Full service in- 


oe Moving & Storage: 


spection & cleaning. Lining & masonry 
& caps. Tullytown, Pa. 215-945-2200 


Electrical Contractors: 


JOHN CIFELLI Electrical contractor. Installa- 


tions; repairs. ResidentiaVcomrcl, Lic. #4131 
insured/bonded. 921-3238. 


NASSAU ELECTRIC installation & repairs. 


Residential & commercial, service upgrad- 


STORE 
MANAGER 
Great Benefits 


Send Resume: 
Steppinbirkenstock@att.net 


or Fax: 609-921-8415 


SER VICE 


& SUPPLY 
cg 


Affordable Fence By SUBURBAN FENCE 
Off U.S.1 by Bruns. Cir. 452-2630 or 695-3000. 


Floor Refinishing/Installations: 


APPLIED WOOD PRODUCTS, INC. in- 
sured. Free est. 1-800-731-9663 


Heating Contractors: 


LAWRENCEVILLE FUEL Since 1925. 

16 Gordon Av, Lawrmncvi. 896-0141. 
PRINCETON FUEL OIL CO. 

220 Alexander St. Pm. 921-1100. 
TINDALL & RANSON Plumbing, 

Air Conditng. Auth. Trane dealer. 924-3434. 


Home Improvement: 


M.A.K. CONSTRUCTION 
Improvements & remodeling. 
Siding & Roofing. 800-821-3288 


Insurance Services: 


MacLEAN AGENCY 609-683-9300. 
138 Nassau Street, 3rd Floor, Princeton 


Landscaping Contractors: 


DOERLER LANDSCAPES, INC. Estab. 
1962. Certified landscape architects & con- 
tractors. Lawmevile, 609-896-3300. 

JOHN KOCHIS LANDSCAPING Specializ 
ing in blue stone & brick walks & patios. 
Foundation landscaping. Sprinkler systems. 
Fully insured. 737-3478. 


Lawn Maintenance 


BUONO LANDSCAPING INC. 
Complete lawn & garden maintenance. 
Brick & bluestone walks. 466-2205. 


Lawn Mowers, Garden Equip 


ers. 1233 Rt. 206 at 518. 609-924-4177. 


Limousine Service 


A-1 LIMOUSINE Since 1970, All airports 
24 hours a day. Car phones. 924-0070. 


ANCHOR MOVING & STORAGE Mayflower 
agents. Family owned & operated for over 22 
years. Princeton: 609-921-3223. 

BOHREN’S Moving & Storage Local & long 
distance moving & storage. WORLOWIDE 
relocation company. United Van Lines Agt. 
www bohrensmoving.com. 609-208-1470. 

PRINCETON VAN SERVICE The Moving 
Experts Full service moving, packing & stor- 
age. Antiques, artwork & pianos. Free est- 
mates. ..609-497-9600 Website www prince- 
tonmoving.cam 


EMF WHO'S WHO on the UP-TO-DATE CONSUMER BUREAU REGISTER of 


RECOMMENDED 


FIRMS 


Painting & Decorating: 


GROSS, JULIUS H. interior/Exterior painting; 
paper hanging. Decorating. Owner operated 
for over 30 yrs. in Princeton area. 924-1474. 


Pest Control: 


COOPER PEST CONTROL Graduate ento- 
mologists. Est. 1955. 609-799-1300. 


Plumbing & Heating: 


LAWRENCEVILLE FUEL Since 1925. Re- 
pairs, remodeling & installations. Hot water 
heaters. N.J. Lic.43533. 16 Gordon Ave, 
Lawrenceville. 609-896-0141. 

MICHAEL J. MESSICK Plumbing & Heat- 
ing Lic. #8063. All plumbing & hig services. 
24-hr. Insured. 924-0502. 


Pumps & Well Drilling: 


SAMUEL STOTHOFF CO. INC. Since 1886 
— Pump installation & service on all makes. 
Water treatment. Well drilling. Rt. 31, 
Flemington. 908-782-2116. 


Recorded Music: 


PRINCETON RECORD EXCHANGE 
CDs, DVDs, LPs. New & used. Bought & Sok. 
Rock, jazz, classical & more. Open 7 days. 
20 Tulane St., Princeton 609-921-0881. 


restaurants: 
THE ANNEX hearty, moderately priced 


For A 
food & drink. 128 1/2 Nassau St (downstairs 
Opp. Firestone Library), Pm. 609-921-7555. 
oofing Contractors 


inc. Roofing & Specialists since 1972. 


Mercerville. ; 
Surgical Supplies 


FORER PHARMACY Rentals: sales. 2 
blocks from Princeton Hospital. 160 Wither- 


Transmissions 


LEE MYLES Free Check Ii, Free Towing. 
859 Rt. 130, E. Windsor 448-0300. 


Travel Agencies 

AMERICAN EXPRESS Complete service. 
10 Nassau, Princeton. 921-8600. 

Tree Service: 


Windows 


RA. McCORMACK CO. Since 1970. All 
Styles & major brands. 737-6563. 


72 U.S. 1 


JANUARY 5, 2004 


AWBO 


|; Jersey 

Association of Women Business Owners 

NJAWBO is the largest statewide women business owners’ organization in the United States. Its primary objective is to 
Support and encourage business ownership by women. Incorporated in 1978, today NJAWBO has almost 1000 members today in 14 chapters 
throughout the state. The Mercer County, NJ chapter enables seasoned woman business owners as well as new business owners to “learn to 
earn” in this professional association. Members and guests meet regularly at monthly dinner meetings, marketing roundtable discussions, 
quarterly business book club meetings, interactive breakfasts and at prospective member get-togethers. These are opportunities to network 
and to learn ways to grow our businesses, bringing them to new levels of success. Come to a dinner meeting and check us out! 2005 meeting 


dates are: January 13, February 10, March 10, April 14, May 12 and June 9. Visit our website at: www.njawbomercer.org. 


Law Office of 
LYNN BLESSING 
MCDOUGALL, 
ESQ. 


Ibmcdougallesq@msn.com 


Lynn Blessing McDougall, President-Elect 
Robbinsville © 609-208-9500 ¢ Fax 609-208-9511 


was HARRAH 
BSB s ASSOCIATES, INC. 


HARRAH & 
ASSOCIATES, INC. 
INSURANCE 
BROKERS 

SINCE 1955 


Lisa M. Harrah, immediate Past President 
Trenton * 609-587-8030 ¢ Fax 609-587-6588 


Public Relations 
& Marketing 


a 
ad 
$s 


Your Marketing 


media buying, press releases, 
newsletters, brochures, display ads, 
direct mail, seminar arrangements 
www .adspublicrelations.com 
Arlene Schragger, VP Corporate Relations 
609-882-4586 © Fax 609-771-4390 


oldhorses cA 


Making Tour Business Merk Fox You 
TRANSITION PARTNERS 
Working with small business - 
owners to transition owner's 
| role while moving their 
business off valuation, revenue, 
profit or cash plateaus. 


www.oldhorses.com 
| gcrisman@oldhorses.com 


Grazina Crisman, Chief Operating Officer 
Princeton * 609-987-9601 © Fax 609-520-9694 


e Career & Business Coaching 
e Workshops & Public Speaking 
e Human Resources Consulting 


Robin Fogel, Nominations Chair 
609-730-4164 © www.coachrobinfogel.com 


PERSONAL 
PAPERWORK 
SOLUTIONS...AND 
MORE, INC. 

We manage financial 
affairs for people who, 
through age, disability 
or lack of time, need 

a trusted professional 
administrator. 


lar@ppsmore.com 


Linda A. Richter 


East Windsor ¢ 609-371-1466 © www.ppsmore.com 


Rosenblum 


Certified Public Accountant 


Tax preparation and 
planning with a 
personal touch. 


Email: 
SPRCPA@aol.com 


Suzanne Rosenblum 
Lawrenceville © 609-771-1779 © Fax: 609-771-3779 


| Market Entry, Inc. 


When you need fo 
launch or reposition 
a product, a service 
ora company. 


KKish@MarketEntryInc.com 
Katherine Kish ““™: MarketEntryiInc.com 


Cranbury * 609-799-8898 ® Fax 609-799-9468 


| INTERIOR ART DESIGN 
COMMERCIAL & RESIDENTIAL 
QUALITY FRAMING 


other location: 
Monroe Twp.. 609-655-1193 
kmmorolda@hotmail.com 


Kathleen Maguire Morolda 
Princeton * 609-921-0434 * www.kmmorolda.com 


P.O. Box 13 * Princeton Junction, NJ 08550 
Morack@patmedia.com 
www.computertots.com 
Jennifer L. Morack, Director 
609-716-6100 ® Fax: 609-716-6100 


Specializing in 
Primary Care 


¢ Convenient Location 
e Evening Hours 
e Accepting New Patients 


Cathy Jo Schroeder 
MSN, CRNP 


Sheryl Haber Kuo, M.D. PC 
Mercerville * 609-586-9566 * Fax 609-586-9055 


KA 
ANNE SKALKA 
S& ASSOCIATES 


Certified Public Accauntant 


Member: 
American Institute of Certified Public Accountants 
New Jersey Society of Certified Public Accountants 


2999 Princeton Pike, Suite 2 « Lawrenceville, N.J. 08648 


Anna Skalka, Certified Public Accountant 
609-671-1300 © Fax; 609-671-0222 


IP & STU 
Enterprises 


w | INCORPORATED 

} Specializing in: 

* Office Supplies 

© 1° Furniture 

| * Promotional Items 

* Career & Industrial Uniforms 


Veolia | EB: = ad 
Ewing @ Phone/Fax: 609-883- 4706 


“a, REMIX 


(across from Westin Hotel) 
Licensed in PA 


Email: Escapo@aol.com 
Cell: 609-915-6600 


Esther Capotosta,GRI, Broker/Owner/Sales Associate 
609-951-8600, ext. 103 © www.EstherSells.com 


Total TeleCom 


\——_ verizonwireless 


Authorized Retailer 


4095 Rt. 1, Suite 51 2175 Route 35, 
Monmouth Junction Suite 3S, Sea Girt 


732-329-1503 732-974-2414 


To Join Our Business-Oriented, People-Centered Organization 


Visit Our Website at: www.njawbomercer.org eee 


